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State of ef Nation’s Economy: 
Up 

CREDIT 1nc—Rose in June by 

$259 to $27,779,000,000, ac- 


Federal Reserve System. 
dit increased by $142 mil- 
lion to $9,980,000,000. 

MaNvuractTursrs’ SHIPMENTS 
Totaled $24.3 billion in June, ac- 
cording to Commerce Department, 
compared with $23.3 billion in 
May. Inventories declined by 
$250 million, while sales remained 
unchanged. 

Wuotesaters’ Sates — Amounted 
to $9.5 billion in June, or 2 percent 
higher than in May. Automotive 
sales totaled $489 million against 
$420 million in May. 

Divwenp PayMents—Totaled in 
June $1,252,000,000, up 1.5 percent 
from a@ year earlier, according to 
Commerce Department. 

Corporate Prorirs—Increased 19 
percent above the last quarter of 


1953, according to Federal Trade| 


Commission, the first rise since the 
second quarter of last year. 

U.S. Exports—Totaled $1,113,000,- 
000 in June, or 10 percent higher 
than in June, 1953, according to 
Commerce Department. 

Crupge On Srocxs—Totaled 279,- 
885,000 barrels, up 2,137,000 from 
a@ week earlier, according to Bu- 
reau of Mines. 

Srore Sates — Department store 
sales remained 1 percent above the 
‘like 1953 week, with a gain of 1 
percent also for the last four 
_ weeks. 


Down 


Primary Prices Declined 0.5 


- points to 109.7 of the 1947-49 index 


1 re 


from 110.2 the previous week, ac- 
cording to Bureau of Labor Statis- 
tics. 
_ Freiont Loapincs—Totaled 331,- 
522 cars, or 1.5 percent below the 
week and 123 percent 
below the like 1953 week. 

Resgrve Bank Crevir — Member 
_bank reserves decreased $5 million, 
_ according to Federal Reserve 
_ Board, resulting from $197 million 
- decreases in Government securities. 

| Ors SHipments — Amounted to 
2.2 million tons, about a million 
less than a year earlier, bringing 
the season’s shipments to 33.4 
million tons, or 18 million less 
than @ year ago. 

Jostess Ciarms — Dropped 13,900 
to 297,000, according to Labor De- 
_ partment. The total in the like 1953 





| week was 202,185. 
Top Cars 
: New-car registrations for five 
' months, plus 19 states for June: 
a | 1984 Pos. Make 1953 Pos. 
1—585,608 Chev. 568,078— 1 
2—580,728 Ford 420,300— 2 
3—220,268 Buick 201,679— 4 
4—134,016 Plym. 259,009— 3 
5—161,985 Olds. 141,638— 6 
6—155,752 Pontiac 171,123— 5 
7—131,007 Mercury 105,996— 8 
8— 67,308 Dodge 136,598— 7 
9— 48,7380 Chrysler 70,173—11 
10— 44,392 Cadillac 48,638—. 
1l— 41,688 Stude. 711,124—10 
12— 37,025 Nash 716,007— 9 
18— 35,642 DeSoto 53,752—12 
14— 20,398 Packard 338,727—14 
15— 16,949 Lincoln 17,855—17 
. 16— 4416 Hudson 33,282—15 
i— 8261 Willys 24,409—16 
| 18— 4,148 Kaiser 13,382—18 
19— 647 Henry J 6,204—19 
10,501 Misc. 15,188 
Total All Makes 
2,370,604 2,478,253 
For further details see Page 37. 
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Anti-Bootleg Bill Up to Senate; 
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Unanimous OK Given in House 
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2 Millionth Postwar Studebaker— 


Gold keys to the two-millionth postwar vehicle built by Studebaker are presented 
by President H. S. Vance (left), to Mr. and Mrs. H. W. Waltz, Pacific Palisades, Calif., 
at the South Bend plant. The couple took its wedding trip in a Studebaker 30 years 
ago, and has owned eight Studebaker cars since. Studebaker said that since V-J Day 
it has built 1,547,073 cars and 452,927 trucks. 





Wild Ads Split Dealers 


Chicago Chevrolet Group Halts Joint Promotions, 
Rips ‘Pushcart’ Tactics of Minority 


(aeons that an out- 
cropping of irresponsible huck- 
stering on the part of several Chev- 
rolet dealers had undermined the 
value of legitimate advertising 
ventures, the Chicago Metropolitan 
Dealers Chevrolet Club, Inc., last 
week notified the factory that it 
was halting all collective advertis- 
ing and promotional activities. 
The dealer group’s position was 
stated in a letter signed by its 
board of directors and sent to 


Workers Reject 
Pay Cut Plan 
At Studebaker 


BULLETIN 


Despite a voluntary 30 per- 
cent pay slash by top factory 
officials, Studebaker workers 
late Thursday rejected 3 to 2 
a UAW-sponsored 15 percent 
wage cut through elimination 


of an incentive-pay system. 


vos 11 percent pay cut recom- 
mended to Studebaker workers 
last week by the UAW-CIO may 
eventually make all Studebaker 
lines competitive pricewise with 
Chevrolet, Ford and Plymouth. 

Union officials said the termina- 
tion of the incentive system, the 
last among the auto companies, 
will make the pay of Studebaker 
workers “at least. equal to and in 
some cases superior to that of the 
Big Three.” se 


SPOKESMAN for the Stude- 
baker UAW Local 5 said the 
“pay revision” would reduce the 
company’s hourly weighted average 
wage from $2.37 to $2.10. Since most 
of Studebaker’s 10,000 hourly em- 
ployes are now working 20 hours a 
week, this will result in a reduction 
(Continued on Page 47, Col. 1) 


the Chicago zone office and to 
top officials of Chevrolet and 
General Motors. Chevrolet de- 
clined comment in Detroit. 

“Gimmick, giveaway and low- 
downpayment” advertising by 
“about 12” of the 42 dealers in the 
Chicago area has cheapened the 
reputation of Chevrolet, the letter 
said, adding that. such advertising 
is “rapidly reducing the honorable 
business of retailing Chevrolet cars 
and trucks to a pushcart level.” 

* * x 


HIS class of advertising,” the 
letter continued, “has made the 
entire Chicago Chevrolet dealer or- 
ganization the laughing stock of 
the local automobile industry and 
probably rightfully so, because this 
type of cheapness is not being re- 
sorted to by either Ford, our princi- 
pal competitor; Plymouth, or any 
other division of General Motors 
Corp.” 
The dealer group noted that it 
(Continued on Page 48, Col. 1) 





= NADA Presses Action 


As Time Runs Short 


Lower Chamber’s Quick Approval Comes as a Surprise 
In Face of Administration Objections 


By William 
Washington Correspondent 
ASHINGTON. — The fate of 


NADA-sponsored anti-bootleg 
legislation lay with the U. S. Senate 
as Automotive News went to press 
Thursday after the House had 
unanimously approved such a 
measure last Wednesday (Aug. 4). 


House passage of the bill in the 
face of Administration objection, 
expressed by both the Federal 
Trade Commission and the De- 
partment of Justice, was consid- 
ered an impressive NADA vic- 
tory. 

If the Senate is to concur and 
get the anti-bootleg measure sent 
to the White House, it will have to 
move swiftly in the a days 
of the session this week 

” x * 

UCCESS for the bill necessitates 

that the Senate shunt aside 
legislation proposing a full-scale 
investigation of auto marketing, 
get its own anti-bootleg measure 
out of committee and rush through 
debate and a vote. 

Frederick J. Bell, NADA execu- 
tive vice-president, expressed con- 
fidence Thursday that the Senate 
would act favorably, as did Senator 
Charles E. Potter, Michigan Re- 
publican, who is a member of the 
Senate Interstate Commerce Com- 
mittee. 

The House moved so swiftly in 
passing its bill, introduced by 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


135,415 
124,745 


123,470 


Last Prev. 1953 
Week Week Week 
For complete production totals 
by makes, see table, Page 48. 





Rep. Shepard Crumpacker, In- 
diana Republican, that Senate 
proponents were caught off 
guard. 

The Senate Interstate Commerce 
Committee was considering that 
chamber’s companion anti-bootleg 
measure, introduced by Senator 
Everett M. Dirksen, Illinois Re- 
publican, while the House was jam- 
ming through the Crumpacker 
measure. 

* ok + 
Not knowing of the House action, 
the Senate committee concluded 
not to report out the Dirksen bill, 
(Continued on Page 46, Col. 1) 


Shutdowns to Cut 
Wide Swath in 
Auto Output 


By Tom Hewitt 
Staff Writer 

HIS will be a week of wide- 

spread shutdowns for automo- 
bile makers. 

Plymouth is slated to begin its 
six to seven-week shutdown for 
model changeover; Nash continues 
its two-week vacation; Kaiser- 
Willys remains down until next 
Monday (Aug. 16) at the earliest, 
and Studebaker is closed for field- 
inventory reasons. 

As a result, U.S. production 
this week will dip well below the 
estimated 107,720 cars and 17,025 
trucks produced last week. Out- 
put in the preceding week 
amounted to 104,644 cars and 138,- 
826 trucks. 

Production will remain at low 
levels throughout August, since the 
other divisions of Chrysler Corp. 
plan to shut for extended periods. 
September will drop even further 
because General Motors will begin 
its changeover operations. 

7 as ” 
Y’S revised output totals are 

441,477 for cars and 75,969 for 
trucks. The month’s car turnout 
(Continued on Page 48, Col. 3) 









"04. Car Sales Now Third Best in History 


By Bob Lienert 
Staff Writer 

'W-CAR sales last week pushed 

the 1954 year-to-date total to 
the third-highest position in com- 
parison with record years of the 
past, according to Automotive News 
estimates. 

At the end of last week, sales 
thus far in 1954 had the 
comparable period of 1951, which 
had been the third best in his- 
tory. The 1954 total, however, still 
Was exceeded by totals for the 
same periods of 1950 and 1958. 

Industry observers had predicted 
at the start of the year that 1954 
would wind up in No. 3 spot, but 
a disappointing performance in 
January, February and March had 


depressed the overall standing to 
fourth. 
- * * 


ACcoRDING to estimates, the 
1954 total through the first 
week in August was 3,335,108. To- 
tals for other years, with the Au- 
gust total pro-rated on a weighted 
weekly basis, are: 1950 (the record 
year), 3,609,152; for 1953 (second 
best), 3,538,159, and for 1951 (now 
fourth best), 3,319,963. 

Although the rate of new-car 
has been 


closing months of 
Monthly totals for the balance of 


1954 may slide back into fourth 
place, but the overall standings will 
not be threatened because third- 
best months were set in the closing 
months of 1949, instead of 1951. 
A relatively slow first half in 1949 
keeps that year out of the overall 
running. 
~ * ° 

(pBSERVERS predict that 1954 

will wind up about 200,000 units 
ahead of 1951; and about 500,000 

(Continued on Page 44, Ccl. 1) 
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Finance Firms Forge Ahead... 
Auto Credit Increases 


$142 Million in June 


WASHINGTON. — Outstanding 
automobile installment paper in- 
creased $142 million during June 
to an estimated $9,980 million, ac- 
cording to the board of governors 
of the Federal Reserve System. 

The hike, the board said, re- 
flected largely a further increase 


Lincoln, Mercury 
To Use New-Type 
Clock on ’55s 


ASHLAND, Mass.—A new elec- 
tric clock for cars, called the Moto- 
chron, has been announced by A. 
F. Fisher, general manager of Tele- 
chron department of General Elec- 
tric. 

Production has been started, 
Fisher said, and the company plans 
a long-range expansion. The clocks, 
he said, will be used in the 1955 
Lincoln and Mercury. 

“The principle employed in the 
Motochron clock is entirely new 
to automobile clocks,” Fisher said. 

He said that a low-speed motor 
furnished continuous power to the 
movement to drive the hands, re- 
sulting in simplicity of design and 
allowing a sweep second hand. 

Fisher said the clock would per- 
form well under wide variations of 
temperature and voltage and ex- 
tensive vibration. 





Ford Dealer Council Confers with Officials— 


of $118 million in auto paper held 
. by sales finance companies. 

Auto paper held by commercial 
banks, other financial institutions 
and auto dealers showed smaller 
increases, the board said. 

Total outstanding consumer in- 
stallment credit increased $178 mil- 
lion during the month to an esti- 
mated $21,110 million, the board 
said. The increase, it added, was 
largely seasonal in character. 

The overall increase, it said, 
compared with advances of $422 
million in June, 1953, and $732 
million in June, 1952. 

Aside from auto paper, the only 
type of credit to show an increase 
during June was personal loans, 
which went up $58 million. 

Paper on other consumer goods 
declined $20 million and repair and 
modernization loans outstanding 
dropped $2 million. 

Charge accounts outstanding in- 
creased $40 million during the 
month, while single-payment loans 
went up $34 million and service 
credit was expanded $7 million. 

Total outstanding consumer 
credit on June 30 was estimated 
by the board at $27,779 million. 

The $9,980 million in outstanding 
auto paper was broken down by 
the board as follows: Sales finance 
companies, $5,249 million; commer- 
cial banks, $3,771 million; other fi- 
nancial institutions, $563 million, 
and auto dealers, $397 million. 


a 1g 


Members of the national Ford Dealer Council met last week for their semiannual 
meeting in Dearborn. Shown (front row, from left) are L. W. Smead, Ford division 
general sales manager; Hayse Tucker, Tuscaloosa, Ala.; Walker A. Williams, sales 
and advertising vice-president of Ford Motor Co.; L. D. Crusoe, general manager of 
the Ford division; Al O'Meara jr., Denver; Earl P. Mooney, Henderson, Ky., and 
Harry B. Smith, North Adams, Mass. Middle row: George Bohn jr., New Orleans; 
F. J. McGinnis, Ford division assistant general sales manager of advertising, sales 
promotion and training; H. Y. Ingram, Greensboro, N. C.; C. J. Seyffer, Ford division 
assistant general sales manager of dealer relations; Cecil Wade, Laredo, Tex.; 
John Rechtin, Decatur, Ill., and Fred R. Collins, Streator, Ill. Back row: George W. 
Gearhart, Mt. Vernon, Wash.; C. E. Bowie, Ford division assistant general sales 
manager of field operations; William G. Burgess, Lansing; Gordon Keyes, Shawano, 
Wis.; Corson W. Ide, Beverly Hills, Calif., and B. C. Reuter, Kenmore, N. Y. 


Minnesota Clears Way 
For Bootleg Inquiry 


MINNEAPOLIS. —A ruling that 
the Minnesota Motor Vehicle Dealer 
Licensing Law is constitutional and 
clearly worded has cleared the way 
for Secretary of State Mrs. Mike 
Holm to investigate complaints 
that four Twin Cities used-car deal- 
ers were bootlegging. 

The four used-car dealers had 
started suit to enjoin Mrs. Holm 
from holding hearings. They 





Chrysler’s 6-Month Net. 
Dives to $15.7 Million 


DETROIT. — Sharply reduced 
sales and profits in the first six 
months of 1954 were announced 
last week by Chrysler Corp. 

Net sales were $1,085,382,902 
while net earnings were $15,791,- 
660. In the first half of 1953 sales 
were $1,874,266,675 and earnings, 
$44,136,908. 

Provision for taxes through 
June 30 totaled com- 
pared with $116,800,000 last year. 








claimed the licensing law was 
unconstitutional because they said 
@ person may not lawfully be 
prohibited from selling new cars 
merely because he does not have a 
franchise. 

They also said the law was too 
indefinite, was an unlawful inter- 
ference with interstate commerce 
and violated the Federal and State 
Constitutions in other particulars. 

The case arose this spring when 
the Minnesota Automobile Dealers 
Assn. arranged to purchase new 
cars from the four used-car deal- 
ers. Complaints then were filed 
with Mrs. Holm that these dealers 
had violated motor vehicle laws. As 
a result, Mrs. Holm ordered the 
four to appear to show cause why 
their licenses should not be lifted. 


Judge Leslie L. Anderson, who 
denied a motion that Mrs. Holm 
be restrained and who declared the 
law is constitutional, said if Mrs. 
Holm revokes their licenses they 
can appeal her ruling to the courts. 








More Power— 


In addition to his duties as Chevrolet 
advertising manager, W. G. Power (left), 
will head the Akron Chamber of Com- 
merce during the week of Aug. 9-15. T. A. 
Ferns, the elected official, confers the title 
of honorary president on Power in Detroit 
in recognition “of the national prominence 
given Akron by the All-American Soap Box 
Derby,” whose finals will be held next 
Sunday (Aug. 15). 


Buick Believes 
First-Half Sales 
Set New High 


FLINT.—Buick is assured of 
achieving an all-time record for 
new-car registrations in the first 
six months of this year, Ivan L. 
Wiles, general manager, said last 
week. 

Official figures show Buick with 
206,924 cars registered in the first 
five months, and “there is every 
indication that June registrations 
will exceed 50,000 units,” Wiles said. 

The previous record for the first 
six months of any year was 250,- 
613 in 1950. 

May registrations, wich totaled 
51,546 cars, established a record for 
that month, Wiles said, and pre- 
liminary reports indicate that June 
registrations will exceed that fig- 
ure. 

“Registrations for the four-month 
March - June period undoubtedly 
will average 50,000 cars a month,” 
Wiles said, “and when the final 
figures for June are in, I think 
they will show a new record for 
any four month period.” 

The present record for any four 
months is 200,791 units registered 
in the June-September period of 
1950. 





Fast-Rising General Tire 
Eyes Auto Parts Field 


ENERAL Tire & Rubber Co., 

eying further diversification, 
last week made an offer to pur- 
chase control of Motor Products 
Corp., Detroit parts firm. 

At present General produces 
not only rubber, but plastics, 
rockets and vinyl for upholstery, 
and is about to open a $6 million 
chemical plant in Astabula, O. 

It also is active in radio broad- 
casting. The Yankee and Don Lee 
Radio Networks are held by its 
wholly owned subsidiary, General 
Teleradio, Inc. Through Teleradio, 
it owns 93 percent of the voting 
stock of Mutual Broadcasting Sys- 
tem, plus stations WOR and WOR- 
TV in New York. 

* * * 

Witt its wide range of products 

and its newest move to acquire 
Motor Products, speculation has 
arisen that General is grooming it- 
self to become part of an automo- 
bile firm which eventually may 
become the No. 4 maker in the 
industry. 

General, fifth - ranking rubber 
fabricator, also markets automo- 
tive accessories. If it acquires 
Motor Products, it would become 
a@ prominent automotive supplier. 
MP currently produces garnish 
moulding assemblies, ventilators, 
hardware, interior and exterior 
trim and instrument panels. Most 
auto makers are customers. 

MP also has a Deepfreeze divi- 
sion which makes freezers, refrig- 
erators, air conditioners, ranges 
and heaters. 

General’s offer is to buy 300,000 
of the 468,304 outstanding shares at 
a price not to exceed $7 million, 
said George E. Smith, management 
consultant who is negotiating the 
deal. Last week MP stock was sell- 
ing for 23.1. Thus, the cash value 
of 300,000 shares was $6,936,000. 

* Oo * 


Fr MP stockholders put up 300,000 
shares for less than $7 million, 
the purchase would be mandatory, 
but if that figure were exceeded, 


General would have an option to} , 


buy fewer shares, Smith added. 
General’s board of directors was 
set to meet last Thursday (Aug. 
5) to discuss the matter further. 
L. J. Sorensen, president of MP, 
said details of the offer would not 
be known until after General’s 
board meeting. He said he met last 
week with William O’Neill, Gen- 


British Car Output Soars 


Auto Production Tops Last Year’s by 100,000 
As Some Export Markets Expand 


NEW YORK.—Although foreign- 
vehicle sales are off in this country, 
British motor vehicle manufactur- 
ers shattered all previous records 
in the first six months of 1954, 
when they produced 380,000 cars, 
100,000 more than in the same peri- 
od of last year. 

More cars were made during 
this period than in the whole year 
of 1948. 

Commercial-vehicle output ad- 
vanced by 9,000, compared with 
the showing at the middle of 
last year, making a total of 123,- 
000. 


In the export market the British 


shipped 34,400 more in this period, ; 


than from January to June, 1953, 
for a total of 188,000. 


Another 13,600 commercial ve- 
hicles were sold to overseas mar- 
kets in this period than in the 
same period of 1953, for a total of 
66,000. 

With the easing of import re- 
strictions in Australia and New 
Zealand, these dominions almost 
doubled their purchases of cars, 
taking between them well over 60,- 
000. Australia, as a result, ranks 
as the British industry’s principal 
buyer abroad. ‘ i 


The second-best market for the 
British is western Europe, with 
Sweden taking 22,600 models, 
where trade also has doubled 
compared with the first half of 
last year. Increasing its share by 
1,500, Belgium took 8,000 cars; 
the Netherlands 7,000—an in- 


crease of 2,500, and Denmark 
took 6,400, a slight increase. 
Vauxhall Motors reports the big- 
gest half-year production in the 
history of the company, with 57 
percent of its vehicles exported. 
Standard Motor Co.’s output 
reached an all time record in June, 
and Ford’s production in the half 
(See BRITISH, Page 8, Col. 5) 





eral’s chairman and president, but 
details were not completed. 
* * e 


MPs MAIN automotive plant is 

in Detroit, as is a smaller 

unit, and at Marion, O., and Wind- 

sor, Ont. Its Deepfreeze plants are 
(See GENERAL, Page 44, Col. 1) 


Bootleggers’ Foe 
Leads Drive for 
BBB in Augusta 


AUGUSTA, Ga.— Henry Darling, 
the Chevrolet dealer who spear- 
headed the drive against auto boot- 
leggers here, is now leading a 
movement to establish a Better 
Business Bureau in Augusta. 

The agency will be the second 
BBB in Georgia and one of the 
first among cities with a population 
of less than 150,000, according to L. 
S. Moody, secretary of the Augusta 
Chamber of Commerce. 

Last week Darling and Hillary 
H. Mangum, secretary of the Au- 
gusta Merchants Assn., visited the 
BBB office in Atlanta “to get a 
clearer picture of how the bureau 
operates.” 

It is expected that the Augusta 
BBB will provide customers and 
firms with an office through which 
they can voice and receive action 
on business-practice complaints and 
to help ethical firms by exposing 
those operating shady businesses. 

The Augusta bureau, after it is 
chartered and incorporated, will bid 
for association with similar units 
in 97 other U.S. and Canadian 
cities. 


Pontiac Appoints 


Cincinnati Chief 


PONTIAC.—Appointment of G. B. 
Hogan as Pontiac zone manager in 
Cincinnati was announced last 
week by H. E. 
Crawford, general 
sales manager. 

Hogan succeeds 
D. R. Stuart, who 
resigned to go 
into business for 
himself. 

Hogan’s service 
with Pontiac in- 
cludes positions 
, as district man- 

ager and business 
G. B. Mogan management 
manager in Dallas, assistant zone 
manager in Denver and assistant 
sales promotion manager in the 
=» central office since May, 

953. 


Royce Martin’s Horses 


Sold for $490,000 


LEXINGTON, Ky.—The sale of 
thoroughbred racing horses for- 
merly owned by the late Royce G. 
Martin, president of Electric Auto- 
Lite, brought $490,000. 

The sale included 22 yearlings, 
one four-year-old, 45 mares and 
four stallions. 








Packard Maps Midsummer Campacign— 


In order to stimulate-midsummer buying, Packard is planning meetings with dealers 
in 13 major cities on a stepped-up advertising campaign under the motto, “Packard 
Is on the Move.” Discussing the program are (from left), Harry E. Foulkrod, marketing 
services manager; Chester F. Sylvester, western sales manager; Clare E. Briggs, sales 
vice-president; Dan O'Madigan jr., general sales manager; Charles P. Noonan, 
assistant sales manager, and Michael E. Farrell, eastern sales manager. 
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Dealers tell me 


By John 0. Munn 


have oversold credit and loaded a 
large number of buyers with cars 
they are unable to carry. 

Under such conditions reposses- 
sions flood the used-car market. 
Public confidence in the trade is 
shaken. Dealers become frightened 
and become guilty of other risky 
practices if they try to stay afloat. 


* * * 


T MAY come as a shock to many 

members of the trade that deal- 
ers have as much money tied up 
in open accounts in the service 
department as they have in used- 
car inventory. This is true in spite 
of the fact that most dealers in 
metropolitan towns run their serv- 
ice departments on a cash basis 
with the exception of their com- 
mercial and fleet accounts. 


It is true, too, in spite of the 
fact that more and more dealers 
are going to the _budget plan 
payments on major repairs. 

This state of affairs exists be- 
cause dealers are sales minded and 
seldom give enough attention to 
the financial part of their business. 
Dealer finance is divided into two 
sections—arranging credit -and ex- 
tending credit. In the major part 
of the sales—new and used cars— 
they have had the help of finance 
companies who not only approve 
each separate deal but also do the 
collecting. 


Their obtaining credit has also 
been simplified because most deal- 
ers consider it best to obtain credit 
accommodations from one source 
so as to become a good customer 
rather than splitting up the bor- 
rowings with many sources. As a 
result their divided account is not 
large enough to be of interest to 
any one source of money. 

* ok * 


Functions of Business 


NY mercantile business has 

three fundamental functions — 
buying, selling and collecting. The 
time spent on the first two func- 
tions is of little avail unless an 
adequate amount of attention is 
given to the extension of credit 
and collections. 


Merchants in other lines of busi- 
ness, furniture for instance, devote 
one-third of their effort to this 
last category. As Elias Strong, ex- 
ecutive vice-president of the Utah 
Automobile Dealers Assn., pointed 
out recently, a dealer has much 
responsibility in extending credit 
on new and used cars to a customer 
even though a finance company 
shares the responsibility. 


It is the dealer’s customer and 
the dealer is doing the customer 
a disservice if he sells a car on 
terms that he can’t meet or sells 
him on crazy terms that cost 
too much. 


Strong urges dealers to sell es- 
sential transportation, to sell mer- 
chandise but not credit terms. 
When sensible terms are offered 
the car stays sold, customer rela- 
tions are protected, the dealer’s 
profit is assured, chances for sell- 
ing another car are enhanced, the 
reputation of the dealer is kept 
secure and public opinion of the 
manufacturer and his produce is 
safeguarded. 


Strong follows up hy saying that 
no business is sicker than the 
automobile business in a commu- 
nity where one or more dealers 


















Advice on Credit 


E2 CLEARY, manager of the 
Chicago Automobile Trade 
Assn., warns his members of the 
necessity of careful extension of 
credit and thorough followup in 
the service department by saying: 


“When your customers don’t pay 
their bills, you can’t pay yours. 
The money tied up in your ac- 
counts and notes receivables is 
your money.” 


The following example, accord- 
ing to Cleary, shows very clearly 
how costly uncollectible accounts 
receivable are: 

Suppose a service job was sold, 
amounting to $30. Cost of labor, 
material and overhead was $25, 
leaving a net profit of $5. 

If the customer pays cash, the 
dealer makes $5 cash profit and 
increases his capital. 

If the customer charges (credit 
job), the dealer makes $5 book 
profit and ties up $25 of his capital, 
which means frozen capital as long 


as this capital is not turning over. 
(Continued on Page 45, Col. 1) 





NEW YORK.—Auto dealers should 
build their sales pitch around the 
product, not credit terms, accord- 
ing to James F. Cousins, NADA 
controller. 

Cousins spoke before the sec- 
ond annual consumer credit man- 
agement program conducted by 
Columbia University’s graduate 
school of business. 

Cousins warned that each of the 
three phases of the auto industry 
—manufacturing, selling and finan- 
cing—must be kept healthy or the 
other two will sink into undesirable 
positions. 

More than a third of outstanding 
consumer credit, he said, is classi- 
fied as auto paper. Approximately 
$10,000 million is invested in such 
paper, he said. 

NADA’s function in the credit 
field, he said, is primarily one of 
education and information. He 
recalled that last summer there 
were persistent reports that a 
new system of controls on con- 
sumer control was being consid- 

red. 


e 

NADA, he said, called a confer- 
ence of leaders in the auto credit 
field and established that the auto 
credit picture was healthy. 

“We know,” he said, “that the self 
interests of the lender and the bor- 
rower will keep credit for the con- 
sumer reasonably well in line — 
without controls.” 

Most of the fluctuations in auto 
paper outstanding, he said, stems 
from extensions. Repayments, he 
added, have remained constant 
with only a gradual rise to keep 
pace with monthly installments re- 
quired to liquidate the total out- 

standing paper. 

“So long as the repayments 
change sufficiently to take care 

of a single month’s installment of 
the total outstandings, there 
should be little need for concern 
that the automobile credit pic- 
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Ponder Installed as Head 


Of Jackson (Miss.) Group 

JACKSON, Miss. — Officers in- 
stalled by the Jackson Automobile 
Dealers Assn. are Forest Ponder, 
president; Max McLaurin, vice- 
president, and Frank Hutton, sec- 
retary-treasurer. 


Is Credit Oversold? 


Dealers Should Build Pitch on Product, 
NADA Controller Says 








Alter Helps Raise Funds for Boysville— 


More than 400 Detroit business and professional men attended the Founders Dinner 
of Columbian Charities for the purpose of planning a rodeo for the support of Michi- 
gan's Boysville. Among the founders of the group is Frank A. Alter (right), DeSoto- 
Plymouth dealer. He and Brother Hilarion (center), prefect of Boysville, receive deputy 


sheriff's badges from cowboy Dave Karp. 
rodeo Nov. 18-28 at State Fair Coliseum, Detroit. 


Drouth Dries Up 
Sales Potential 
In Many Areas 


One Bright Spot Seen 
In Need for Trucks 
To Help Dig Wells” 


JEFFERSON CITY, Mo.—Despite 
an upturn in national business, 
drouth conditions and “disaster- 
area” designations in Missouri, 
Kansas and Oklahoma are certain 
to have a profound effect on new 
and used-car sales. 

The drouth is not to be glossed 
over as a situation that will 
change with the next rain. 

This writer visited a ranch near 
Ponca City, Okla., on which the 
well had been dry for three years 
and water had to be hauled daily 
16 miles to keep a Grade A herd of 
75 Guernseys going. This owner is 
not thinking about buying a new 
car or truck, both of which he 
could very well use. 

A similar situation exists in many 
parts of the three states and other 


Alter said that the group would hold its 





Public Distrusts Advertising 
Of Cut Prices, Poll Finds 


PITTSBURGH.—Car dealers can 
advertise all the “unbelievable price 
reductions” they want to—and the 
public won’t believe them, says Du- 
quesne University. 

What’s more, according to Du- 
quesne researchers, readers won’t 
believe the rest of the advertising 
copy, either. 

In cooperation with the Pitts- 


ture is getting out of focus,” 

Cousins said. 

“Some allowance will, of course, 
have to be made for transactions 
such as renewals and refinancing 
of loans which inflate both the ex- 
tensions and the repayments totals.” 


Overproduction, not overextension 
of credit, was cited by Cousins as 
the big danger to an economy in 
which automobiles are the bell- 
wether. 


“Our automobile manufactur- 
ers,” he said, “have shown during 
the past year that they can easily 
produce more automobiles and 
trucks in a given year than the 
consumer under normal condi- 
tions is going to buy at a fair 
price to all parties concerned.” 
This, he said, forces dealers to 

sell at a discount, which cuts into 
operating reserves. He then cited 
declining profit figures reported by 
NADA members and referred to 
stories in Progress on business fail- 
ures. Three case histories there told 
how dealers failed because of over- 
expansion, lax managment and 
overstocking due to factory pres- 
sure. 


Cousins expressed hope that 
problems besetting dealers are tem- 
porary and said that the next 15 to 
20 months should be particularly 
profitable. 


Maine Dealers 
To Hear Bell 


AUBURN, Me.—Frederick J. Bell, 
executive vice-president of NADA, 
will be principal speaker at the 
annual con- 
vention of the 
Maine Automo- 
bile Dealers 
Assn., according 
to President 
Stanley Brewer. 

The convention 
will be held Sept. 
10-12 at Rock- 
land, Me. 

William V. 
Hood, association 

Fred Bell manager - clerk, 
said plans for the convention were 
well under way. 





states as well. Illinois and Texas 
are somewhat in the same boat. 
Drouth just about cancels out the 
car and truck-buying potential of 
the farmer, dairyman and cattle 
raiser. 


Areas where employment is 
still normal show much better 
chances of continued good vol- 
ume in new and used cars. 

The Federal Reserve Bank in St. 
Louis reported that weather was 
the dominant feature in business 

(Continued on Page 8, Col. 3) 


Seattle Auto Show - 
Slated Jan. 21-30 


SEATTLE.—The Seattle Automo- 
bile Dealers Assn. will stage a 1955 
auto show, Jan. 21-30, in the Seattle 
Armory, according to Thomas Gil- 
son, association manager. 

No show was held this year. 

Thomas S. Henderson, British 
Car Sales, Seattle, has been ap- 
pointed chairman of the show com- 
mittee by Harold Steiner, SADA 
president. Officers and trustees. of 
the association will serve as show 
committee members. They are: 
Steiner, Henry J. Rahe, A. W. 
Hauck, Ralph E. Malone, Robert 


burgh Better Business Bureau, the 
school prepared a study entitled, 
“What People Believe About Ad- 
vertising Price Cuts.” 

The study reports that when a) 
30 percent price cut is offered, the | 
public’s belief in the copy drops 
off by half. When the price cut is 
40 percent, it found, the percentage 
of disbelieving jumps to 80 percent. 

Buyers don’t swallow such copy, 
the university found, because they 
just can’t believe a merchant can 
stay in business while giving away 
his goods. 


Cizek Appointed 
Head of Chicago 


Show Committee 


CHICAGO.—Jerry H. Cizek, head 
of Logan Square Sales & Service, 
Inc. (Chrysler-Plymouth), has been 
named chairman of the executive 
show committee of the 1955 Chi- 
cago Automobile Show to be held 





Smith, Frank Hawkins and M. O. 


Jan. 9-16 at the International Am-| 4"4erson. 
phitheatre, according to Earl Zwei- 
fel, president of the Chicago Auto- W. Palm Beach Dealers 


mobile Trade Assn., sponsor of the 
show. 

Other members of the show com- 
mitte are Steve Barrett, Frank H. 
Yarnall and James F. McManus jr., 
former CATA presidents; hnelder.| 


Pick Smith and Schooley 


WEST PALM BEACH, Fla.—_Sam 
O. Smith, of Joe Blank Motor 
Co. (Dodge-Plymouth), has been 
elected president of the Automobile 
Dealers ‘Assn. of West Palm Beach. 
Charles Schooley, of Schooley Cad- 
illac,.was named vice-président. 

Elected to the executive commit- 
tee were E. H. Cochrane, of Coch- 
rane Buick, and Austin Young sr., 
of Twin City Chevrolet. Fred O. 
Dickinson jr. was picked as execu- 
tive-secretary and treasurer. 


On the House... 


Back from vacation to learn that the.smaller auto 
makers are leaving no stone unturned to strenghten 
their positions for the competitive days ahead. 
Like, for instance, the pretty-well-set deal of 
American Motors to use Packard’s new 180-horse- 
power and 260-horsepower V-8 engines in some of 
its 1955 Nash and Hudson models, along with 
Ultramatic drive. Also the contemplated use of 
Packard’s 180-hp V-8 in a revival of Studebaker’s 
luxury President models. 

smaller 


F. McCarty and E. C. Schneider. 
Zweifel will be a member ex-officio. 

Cizek, CATA treasurer since 1952 
and a director since 1949, has been 
a member of the show committee 
the past two years. 

Edward L. Cleary, CATA man- 
ager, said plans are well under 
way for the show. 
























. All the makers are scouring the indus- 
F try for topnotch executives, both in sales and 
Wemhoff production, to put the finishing touch on 1955- 


model campaigns that augur well for both the 
factories and their dealers . . . Johnny Raine is resigning as 
manager of the two-year-old Virginia dealer association to manage 

Richmond’s new Civic Arena. Says dealer group will continue 

under new manager, to be named soon... 

John Orr, executive v-p of New Hampshire dealer association, has 
been named publicity chairman of the $50,000 state drive to aid 
Korean war victims .. . Abandoning 40-year policy of not making 
political endorsements, the Portland (Ore.) dealers group went on 
record in favor of reelection of Senator Guy Cordon ... Dick Mac- 
Meekin, manager of Philadelphia association, has been appointed 
chairman of Automotive Industry Committee for the 1954 Pennsyl- 
vania Week. 

Pere Wemuorr, Editor, 
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OUR PLATFORM 


M { |. Fair and equitable contracts between manufacturers and dealers in 
a motor vehicles, parts and accessories; 

¥ 2. Every dollar of gasoline and oil taxes, collected by state and federal 
governments, applied to the building and maintenance of highways; 

¥ 3. Guard the precepts of individual freedom, which made the VU. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


FTC’s suggestion that the freight conference, which was 
postponed indefinitely, be broadened to include the entire 
field of manufacturer-dealer relations, as well as the public 
interest, could be another sign that the sword of govern- 
ment is double-edged. 

Most of us are a bit gunshy of government investigations 
when we are the target. 
a * * 

On his retirement, Harry J. Klingler leaves a remarkable 
record behind at General Motors. He was sales manager of 
Chevrolet when that make went to the top of the best-seller 
list. He took Pontiac out of the red and made it a name to 
reckon with. 

Good fishing, Harry. 
= 6 om 

One of the amazing features of the summer market is 
the strength of used-car sales and prices. In what should 
be the summer doldrums, Automotive News’ wholesale index 
shows a rise two weeks in a row. 

Don’t know the answer, but it’s wonderful. 

. a e e 

In the same week that a railroad delivered the first load 
of piggyback trailers, a Chicago trucker announced he was 
buying a fleet of tractors with automatic transmission to 
cut three hours from the Chicago-to-New York run. 

There is nothing like competition to speed things up. 
a * a 

The treasurer of Ohio reports that the state’s collection 
on its new axle-mile tax on trucks ran about 44 percent less 
than anticipated in the first fiscal year. 1 

Death and taxes are often linked, but sometimes in- 
dustry will go elsewhere to avoid both. 
* e 2 

Suppliers as well as auto makers are applying automation 
to their production. 

All the brains are not in one basket. 





Events 


Dealer Conventions 


Aug. 29-31—Automobile Dealers Associa- 
tion of West Virginia, Greenbrier Hotel, 
White Sulphur Springs, W. Va. 

Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 


- ~ 12-13 — South Dakota Automobile 

ealers Association Convention, Rapid 
City, South Dakota. 

Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. Convention, Hotel Hilton, 
Albuquerque. 

Sept. 17—Kansas Automobile Dealers Assn. 
Convention, Broadview Hotel, Wichita, 


Kans. 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

Sept. 19-22—New York State Automobile 

lealers Convention, Saranac Inn, Sara- 
nac, New York. 

Sept. 20—Delaware Automobile Dealers 
Assn., Rehoboth Beach Country Club, 
Rehoboth Beach. 

Sept. 20-2I—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 21-22—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee, 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 
+. 3-4— Oklahoma Automobile Dealers 
Association Convention, Skirvin Hotel, 
Oklahoma City. 

Oct. 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 


sippi. 

Oct. 8-%—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Mississippi Automobile Deal- 
ors a Convention, Buena Vista Hotel, 
iloxi. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio, 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Ogle- 
——— Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 

Oct. 24-26— Florida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville. 

Oct. 26 — Connecticut Automotive Trades 
Association Convention, Hartford. 

Oct. 31-Nov. | — l0th Annual Convention 
Texas Independent Automobile Deaters 
Association, Hilton Hotel, Fort Worth. 

Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 

Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. [4-16—National User Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 18-19 — Idaho Automobile Dealers 
Association Convention, Boise Hotel, 


ise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4— Montana Automobile Dealers 
es Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 

* 2¢ 


Dealer Auto Shows 


Jan. 8-16 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan, 8-I6—Washington, D.C. Auto Show, 
Washington. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 21-30 — Seattle Automobile Show, 

Seattle Armory, Seattle. 

Jan. 29-Feb. 6—Detroit Auto Show, Mich- 
igan State Fair Grounds, Detroit. 

Feb. 5-12 — Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show, 
Veterans Memorial Auditorium, Des 
Moines. 

Feb. 12-19—San Francisco Auto Show, Pan 
Pacific Auditorium, San Francisco. 

es es s 


General 


Aug. 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 12-15—National Truck Leasing Assn., 
10th Annual Meeting, Bismarck Hotel, 
Chicago. 


20 Years Ago... 





CHICAGO AUTO SHOW NEXT 
ANVARY 8 TO'IG? BR-e-R-e- 
CAN YA IMAGINE THAT 

HOWLING MICHIGAN BOULEVARD 
AT 19 BELOW? QvuiT READING 
ABOVT IT- | GOT GOOSE BUMPs 
THNKING ABOVT IT 
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Letterbox 


‘Which Way? 


Sees Revolution 


Since the history of our good 
country we have lived in a day 
when elections were won, wars 
were fought, public indignation 
aroused by the use of slogans. The 
American people just love to climb 
on the bandwagon. 

I believe that sometimes we are 
all guilty of taking up the hue and 
ery!, when we should sit down 
and count the costs. I have been 
a Studebaker dealer for 15 years. 
I, now am at the point where I 
do not know whether to run with 
the hare or hunt with the hounds! 

Much has been said about em- 
ployer and employe relations and 
about the fear of union organiza- 
tion. Now let us set the record 
straight and observe the facts. 

The organization of dealers by 
the union is more or less in its in- 
fancy. Now observe dealers profits: 
1950, 6.7; ’51, 4.9; ’52, 3.6; °53, 2.2, 
and the wonderful year of ’54, first 
quarter, 8/10 of 1 percent. 

This is the result of an organi- 


The Big Story 


Plymouth marked the completion of its first million cars .. . 
Chevrolet output in July is placed at 92,947 units . . . Total July 
output amounted to 194,356 units, a drop of 15 percent from the pre- 


ceding month but a gain of 10 percent over the output for the same 
month last year . . . The average motor vehicle owner paid $51.29 in 
special Federal and state motor taxes in 1933, or $7.05 more than in 
1982. The total motor tax bill last year soared to the all-time record 
of $1,221,861,588, while there was a decline of 312,673 in the number 
of registered vehicles . . . A Nash contest for the person owning the 
oldest Nash car still in operation was won by Dr. E. O. Nash, Pueblo, 
Colo. The 80-year-old physician is no relative of the car manufacturer 
. . . Chevrolet will build a new assembly plant in Baltimore. 


—From the files of Automotive News. 








This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


zation 
union organization. Now let us turn 
the page and observe General Mo- 


comparatively free from 


tors ’54 first quarter profit: 16.7 
percent. This is from an industry 
that has labored and suffered un- 
der the iron heel of union organi- 
zation. Strange? 

I do not know! I do know that 
it is time for something to come 
to pass in the form of a complete 
revolution in the merchandising of 
passenger cars and trucks. 

—INpDIANA DEALER. 
- * e 


Nothing to Sell? 


Our business is good. We have 
lost more money in the past 18 
months than we made in the pre- 
vious four years. 

Yes, I think “bootlegging,” “vol- 
ume,” and “deal,” are the reasons. 
Also I agree there is an emergency, 
but— 

Why spend money on a program 
of selling ourselves to the public 
when the simple truth is we have 
nothing to sell? 

Why take the attitude that it 
is the Public which has caused 
our trouble when we have no one 
to blame but ourselves? I would 
not ask the Government for any 
help either. 

Our present state of “double 
talk,” hatred and mistrust is simply 
the result of a departure from 
sound business practice. Let’s not 
be dumb enough to think for one 
moment that Used Car Dealers 
everywhere will not buy new cars 
every time they think they can 
make a profit on them; but let’s 
give them credit for having more 
sense than the New Car Dealers 
from whom they bought them. They 
will stop quickly enough when 
there is no profit. 

You can spend ten million dollars 

(Continued on Page 43, Col. 1) 
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The Program That’s Helping to 
Sell More Cars 


we call our “Continuing Program for Developing Dealer Profits.’ 


Would your selling organization like to receive a continuing 
series of successful and productive selling ideas? Such subjects 
are included as: ““How to Locate More Prospects” - ““The Best Way 
to Close a Sale” + “‘How to Make a Better Demonstration” + ** Your 
Service Department’s Opportunity” + “Qualifying Prospects 


Successfully” + “Overcoming Objections.” 


These and many more are part of an organized program which 


9 


It is available to all automobile dealers and their sales organi- 
zations as a supplement to the constructive work your factory 


sales representatives are doing. 


Your Universal C.1.T. representative is ready to tell you more 
about this Continuing Program of profitable merchandising - 


methods that will help you sell more cars. 


‘Universal C.LT. Credit Corporation 


One Park Avenue, New York 16, New York 


OVER 400 BRANCHES SERVING THE UNITED STATES AND CANADA* 
*In Canada, Canadian Acceptance Corporation Limited 
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Cities Lagging Percentage-Wise, Survey Shows... 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 
(Aptco Auto Auction, Sale every Wednesday.) 


Aug. 4 

(Aptco Auto Auction. Sale every 
Wednesday. ) 

(Sale very good, although a low 
mumber of entries. Sold 97 cars out 
of 134 offerings.) 

BUICK—’53 Special conv., $1,650*. '52 
RM 4-dr., $1,330*; Super Riviera 
coupe, $1,090*. "51 Special 4-dr., 
$730*. '50 Special 4-dr., $520*; Super 
2-dr., $595. ‘49 RM conv., $490*, 
$365*. °48 RM 2-dr., $210. 

OADILLAC—’'53 (62) 4-dr., $2,900* 
(ps). °52 (62) 4-dr., $2,250* (ps). 
"51 (60) 4-dr., $1, 850°. *50 (60) 4- 
dr., $625*. '49 (60) 4-dr., $800*. 

CHEVROLET—’54 (150) 2-dr., $1, 300°. 
*53 (210) 2-dr., $1,300*; (150) 2-dr., 
$1,100; %-ton pickup, $725. '52 SL 
Deluxe 2-dr., $845, $825. ’°51 SL De- 
luxe conv., $740*; 4-dr., $705. ’50 
SL Deluxe club coupe, $580; conv., 
$570; 4-dr., $525*; 2-dr., $515. °'49 
SL Deluxe 4-dr., $430. 

CHRYSLER—’'48 NY 4-dr., $210. 

DESOTO—’52 Deluxe 4-dr., $815. ‘51 
Custom 4-dr., $630*. 50" Deluxe 4- 
dr., $410. °'47 Deluxe club coupe, 
$200. 

DODGE — '53 Coronet Diplomat, 
$1,300*; 4-dr., $1,200; Meadowbrook 
+m $1, 300. '48 Deluxe 4-dr., 
190 

FORD—’54 Custom (8) 4-dr., $1,795*. 
"53 Main (8) Ranch Wagon, $1,540; 
Crest (8) conv., $1,260*; Custom (8) 
2-dr., $1,130, $1,110; 4-dr., $1,100*. 
’52 Custom (8) 4-dr., $950; Custom 
(6) 2-dr., $900. ’°51 Custom (8) Vic- 
toria, $700; conv., $645*; 2-dr., $670, 
$620, $580*. ‘50 Deluxe (6) 2-dr., 
$425. °49 Deluxe (6) 2-dr., $380, 
$305, $285; 4-dr., $160. '46 Deluxe 
(6) club coupe, $150. 

HUDSON — '51 Hornet 4-dr., $625; 
Pacemaker 2-dr., $480. ‘50 Pace- 
maker 4-dr., $300. 

KAISER—’51 Deluxe 4-dr., $400. 


MERCURY—’52 club coupe, $1,205, 
$1,075. '50 conv., $660; club coupe, 
$570; 4-dr., $540. 

NASH—’51 Rambler station wagon, 
$400; 2-dr., $350. 

OLDSMOBILE—'54 (88) 4-dr. » $2,440*. 
53 (88) 2-dr., $1,565*. ’51 (98) 4- 
dr., $900*. "50 (98) 4-dr., $550*; (88) 
4- -dr., $515*; (76) club coupe, $460*. 
"49 (76) 4-dr., $320*; club coupe, 
$250; 2-dr., $250*. 

PLYMOUTH—’54 Plaza club coupe, 
$1,475; 4-dr., $1,450. °'53 Coronet 
4-dr., $975; 2-dr., $950. °51 Con- 
cord Suburban, $600; 2-dr., $400; 
Cambridge 4-dr., $560. °'50 Deluxe 
4-dr., $450, $335. '49 Special Deluxe, 
4-dr., $410. '46 Special Deluxe 4-dr., 
$190. 

PONTIAC—'53 Chieftain (8) Catalina, 
$1,610*. °51 Silver Streak (8) 4-dr., 
$760*; 2-dr., $750*. °49 Silver Streak 
(8) 2-dr., $325*. °47 Torpedo (8) 
4-dr., $125. 

STUDEBAKER—’53 Champion 4-dr., 
$975; %-ton pickup, $725. °51 Com- 
mander Land Cruiser, $495*. ‘50 
Champion 4-dr., $185. '49 Champion 
4-dr., $110. 

MISO.—’52 Henry J (4) 2-dr., $325. 


*Indicates automatic transmission or 


duly 28 
(Market remains steady on clean 
autos. Sold 112 cars out of 150 of- 
ferings.) 

BUICK—’53 Super Riviera coupe, §$1,- 
550°. '52 RM 4-dr., $1,155*; Super 
4-dr., $1,115*. ’51 Super 4-dr., $850°*; 
RM 4- dr., $725*; Special convy., 
$710*. ’50 Super 4-dr., $575*; 2-dr., 
$405*; Special 2-dr., $435, $400; 4- 
dr., $355. '49 RM conv., $600*. 

CADILLAC—’54 (62) conv., $4,900° 
(ps). "52 (62) coupe deVille, $2,405*. 
"51 (62) 4-dr., $1,710*, $1,585*. °50 
(62) 4-dr., $1,370*. 

CHEVROLET—’54 Corvette conv. Ti * 
600*. '53 Bel Air 4-dr., $1,230; 2- 
dr., $1,225; %-ton pickup, $740. "52 
SL Deluxe 2-dr., $820. '51 SL De- 
luxe 4-dr., $690, $670°; 2-dr., $680, 
$570. '50 SL Deluxe 2-dr., $515, $450, 
$425; conv., $470. '49 SL Deluxe 4- 
dr., ‘$365. 48 FM 2-dr. $250. 

—— 62 Windsor 4- -dr., $1,- 


DesOTO — 52 Custom 4-dr., $1,080*. 
*51 Custom club coupe, $635; 4-dr., 
$715*; Deluxe 4-dr., $500, $405. °50 
Custom 4-dr., $440. 

DODGE—’53 Coronet (8) club coupe, 
$1,350. '52 Coronet club coupe, $735. 
"51 Coronet Diplomat, $645*; club 
coupe, $615; 4-dr., $615, $575*. °'50 
Coronet 4-dr., $415, $400. 

FORD—’54 Crest (8) conv. $1,945*. 
’53 Custom (6) 2-dr., $1,000, $1,150; 
4-dr., $1,125*; %-ton delivery, $780. 
‘52 Custom (6) 4-dr., $835. '51 Cus- 
tom (8) Victoria, $730; 2-dr., $690, 
$685; 4-dr., $705, $500; conv., $595; 
Deluxe (6) 4-dr., $460; 2-dr., $430. 
‘50 Deluxe (6) 2-dr., $420, $390, 
$360, $355. 

HUDSON — "51 —_— 4-dr., $670*; 
Pacemaker 4-dr., $490 

MERCURY—’52 club coupe, $1,325°; 
2-dr., $1,200. °51 club coupe, $715*. 
"49 4-dr., $320, $255; club coupe, 


NASH—’53 Rambler club coupe, $1,- 
125. '51 Rambler station wagon, 
$475; 2-dr., $565. 

OLDSMOBILE — ’54 (88) 4-dr., $2,- 
600* (ps). ’52 (88) 2-dr., $1,125*. '51 
(88) 4-dr., $990*; 2-dr., $880*. °50 
(88) 4-dr., $515*. '49 (76) 2-dr., 
$365*. °46 (98) 2-dr., $135 

a 4-dr., ‘$1, 290°, "51 4- 
dr., $685 

PLYMOUTH—’53 Cranbrook club coupe, 
$1,055; 4-dr., $965. °52 Cambridge 
4-dr., ‘$720. 51 Cranbrook Belvedere, 
$690; club coupe, $535; 4-dr., $480. 
‘50 Special Deluxe conv., $560. °49 
Deluxe 2-dr., $365; club coupe, $385. 

PONTIAC—’52 Chieftain (8) 4-dr., 2 
at $1,115*; 2-dr., $900*. ‘50 Silver 
Streak (8) Catalina, $625*; Silver 
Streak (8) club coupe, $625*, $445*, 
$350*. °49 Silver Streak (8) 4-dr., 
$400*. °48 Torpedo (8) conv., $210; 
4-dr., $215. 

STUDEBAKER — '52 Champion 4-dr., 
$660. ‘51 Champion 4- dr., $400: 
Commander Land Cruiser, $325°. "50 
Champion 4-dr., $370; 2-dr., $205; 
Commander 2-dr., $330; 4-dr., $260. 

MISCELLANEOUS — ’52 Henry J (6) 
2-dr., $400. 


overdrive, and (ps), power steering. 


Other Auctien reports are on Pages 35, 40, 41, 42 


U. C. Sales Code Drafted 
By Portland Dealers 


PORTLAND, Ore. — At a joint 
meeting of the Portland Better 
Business Bureau and the Portland 
Used Car Dealers Assn., a program 
of voluntary self-regulation of ad- 
vertising and selling practices was 
outlined. 

The standards were outlined to 
advertising media representatives. 








Nash Firm Expands— 


Ernest LeBlanc (center), owner of LeBianc 
Nash, Los Angeles, breaks ground for o 
new service department building. At left 
is W. M. Parks, Nash assistant zone man- 
ager, and at right, Ll. T. Kouns, western 
division sales manager. 


Highlight of the standards is the 
requirement that “new” cars can be 
advertised only by franchised deal- 
ers. Some practices are barred. 

The standards were announced 
after research by joint committees 
of the Better Business Bureau, the 
Portland Automobile Dealers’ Assn. 
and the used-car association. 

The standards provide that all ad- 
vertising indicate that the adver- 


.| tiser is a dealer; that “demonstra- 


tors” and similar cars be accurate- 
ly described; that there be no un- 
warranted savings claim and that 
such superlatives as “world’s larg- 
est dealer” be banned unless proof 
of such a claim is made available. 

In financing, the usage of such 
terms as “no downpayment” is 
carefully spelled out. Derogatory 
statements against goods or prod- 


| ucts are also barred. 


Anderson Adds 
Studebaker to 
Packard, DeSoto 


SEATTLE. — M. O. Anderson, 
Packard distributor and dealer and 
DeSoto-Plymouth dealer, has 
formed a Studebaker dealership 
called West Seattle Automotive 
Center. 

The dealership will be managed 
by Anderson’s son, Robert, who has 
been associated with his father for 
10 years. 

Anderson, who has been in the 
auto business in the Pacific North- 
west for 20 years, was Seattle dis- 
tributor for Buick for 17 years. He 
is a former president of NADA. 





Suburbs Show Top Gain in Cars | 


NEW YORK.—Car populations 
in many suburban areas through- 
out the U. S. are growing faster 
than the populations of the urban 
centers themselves, according to a 
study by American Home maga- 
zine, 


The survey shows that between 
1950 and 1953 car population of 
fringe areas increased many 
times over that area within the 
corporate limits of big cities. 

In Detroit, for instances, the 
survey showed only a 9.9-percent 
increase in car population over the 
three-year period. Three of its sub- 
urbs, however, Birmingham, Hunt- 
ington Woods and St. Clair Shores, 


each showed better than a 50 per- 
cent gain in automobiles. In each 
case, the growth in the number of 
autos outgained the growth in 
population. 

Birmingham showed a 51.5 per- 
cent increase in car registrations, 
but only a 36 percent hike in 
population. Huntington Woods re- 
gistered a 54.8 percent increase in 
cars and a 41 percent increase in 
population. St. Clair Shores showed 
a 53.8 percent increase in cars and 
a 49 percent hike in population. 

Three Chicago suburbs also 
showed big increases in car popu- 
lation, as compared with Chicago 
itself. While Chicago upped its car 





Road Planners Named 


24-Member U. S. Chamber Panel Will Turn Over 
Recommendations to President 


WASHINGTON. — A 24-member 
panel has been named by the U.S. 
Chamber of Commerce to assist in 
developing recommendations to lay 
before President Eisenhower deal- 
ing with his recently proposed na- 
tional highway improvement pro- 
gram. 

The Special Advisory Panel on 
Highways, Streets and Urban 
Transportation has as its primary 
objective the study of chamber 
policy in the field of highway 
finance, local transit, urban traffic 
and parking problems. 

The group also will aid in the 
chamber’s forthcoming series of 
better roads conferences. 

The panel’s initial meeting will 
be held here Sept. 15. 

A list of the 24 members follows: 


Thomas A. Ballantine, chair- 
man, Louisville Taxicab & Trans- 
fer Co.; A. G. Anderson, Socony- 
Vacuum Oil Co.; Harry W. 
Arnold, Ohio Rapid Transit, Col- 
umbus, O.; Edwin P. Bergeron, 
Kankakee Auto Leasing Corp., 
Kankakee, Ill; W. W. Callan, 
Central Freight Lines, Waco, 
Tex.; Walter F. Carey, Automo- 
bile Carriers, Inc., Flint, Mich.; 
William Cox, Leesburg, Va; 
Harmer E. Davis, Institute of 
Transportation & Traffic Engi- 
neering, University of California; 
O. W. Davis, O. W. Davis Motor 
Co., Inc. Kansas City, Kans.; 
Robert Driscoll, The Greyhound 
Corp., Chicago. 

Thomas E. Fiske, Standard Oil 
Co. of Indiana; H. L. Grubbs, 
Jacobs Transfer Co., Inc., Washing- 
ton; A. L. Hammell, Railway Ex- 
press Agency, Inc., New York; 
Jesse L. Haugh, Metropolitan Coach 


Plymouth Leads 
NASCAR List 
On Short Tracks 


DAYTONA BEACH, Fla.—Plym- 





ouths, now being driven by four) 


of the top 10 drivers in NASCAR’s 
short-track division, have taken 
the lead in point standings in late- 
model stock-car results. 

With 13 races completed this 
season on the quarter and fifth- 
mile speedways, there have been 
88 Plymouths in competition and 
40 have finished among the first 
10. Plymouths have won two races, 
the first and the fourth. The sec- 
ond, third and fifth races have 
been won by a Ford, an Oldsmobile 
and a Dodge in that order. 

From that point on, the honors 
have gone to the Hudson Hornets 
and their drivers, who have won 
the last eight races. 

Percentagewise, Hudson has the 
lead, with an average of .426. Of 
39 Hudsons in competition, 22 fin- 
ished among the first 10 in the 
13 races. 

The top short-track drivers this 
year are Jim Reed, Ray Duhigg, 
Walt Flinchum, Paul Pettit, Jim 
Lewallen, Lee Petty, Jim Paschal, 
Pete Moxley and Herb Thomas. 

Car point standings are as fol- 
lows: Plymouth, 223 points; Hud- 


son, 166; Dodge, 115; Oldsmobile, ' 


Lines, Los Angeles; John F. Hen- 
don, Hendon & Co., Inc., Birming- 
ham, Ala.; L. E. Judd, Goodyear 
Tire & Rubber Co.; Paul R. Ladd, 
Chamber of Commerce, Providence, 
R.1.; W. H. Ott jr, Kraft Foods 
Co., Chicago; D. H. Overmyer, D. 
H. Overmyer Warehouse Co., To- 
ledo. 


W. Lansing Rothschild, Yellow 
Cab Co., San Francisco; Alex. K. 
Scherer, Scherer Freight Lines, 
Ottawa, Ill; Gordon G. Steele, 
Portland Traction Co., Portland, 
Ore.; Harley L. Swift, Harrisburg 
Railways Co., Harrisburg, Pa.; 
Kenneth P. Vinsel, Louisville Cham- 
ber of Commerce, and Harold F. 
Hammond, U.S. Chamber of Com- 
merce, Washington. 


population 10.8 percent, Arlington 
Heights, Bellwood and Homewood 
were increasing auto population 
44.7, 55.6 and 88.6 percent respec- 
tively. 

Homewood, during the three- 
year period, increased its human 
population 81 percent, while Bell- 
wood showed a 438 percent in- 
crease in area growth. Only Ar- 
lington Heights, with a popula- 
tion increase of 65 percent, out- 
gained its car registrations. 

Three Cleveland suburbs, Bay 
Village, Parma and South Euclid, 
also showed a larger gain in cars 
than in population during the 
period. Parma showed a 92.2 per- 
cent increase in car registrations, 
but only a 46 percent increase in 
population, while South Euclid 
showed a 85.7 percent hike in car 
registrations and a 38 pércent in- 
crease in population. The ratio in 
Bay Village was much closer with 
a 32.2 percent increase in car re- 
gistrations and a 28 percent in- 
crease in population. Cleveland it- 
self showed only a 3.4 percent in- 

(Continued on Page 43, Col. 1) 


Hoffman to Speak 
At Minn. Parley 


MINNEAPOLIS. — Paul G. Hoff- 
man, chairman of Studebaker, will 
be guest speaker at the 35th an- 
nual convention of the Minnesota 
Automobile Dealers Assn., accord- 
ing to Leo B. Faricy, general man- 
ager. 

The convention is scheduled for 
Sept. 20-21 in the Hotel Nicollet, 
Minneapolis. Hoffman’s topic will 
be “The Future of the Auto In- 
dustry.” 


oo 


Auto News-Reel 





Tops in Low-Tonnage Truck Power?— 


A 145-horsepower Power-Dome V-8 engine for pickups, described as the world's most 
| powerful low-tonnage truck engine, has been announced by Dodge. The new engine 


is optional in half-ton, three-quarter-ton and one-ton trucks. It is said to deliver more 


| torque and 39 percent greater horsepower than other makes in the low-tonnage field. 





Experts Discuss Power Brakes— 


Attending the first power brake clinic tc be held in Detroit were (from left), Sam 


84; Ford, 52; Mercury, 19; Nash, Kavufer and Jack Webb, of Automotive Replacement Parts; Tom Morgan, Detroit 
division manager of Grizzly Mfg. Division, Paulding, O., and John Heath, Grizzly 


Rambler, 16; Studebaker, 18; Nash, 


| 9, and Jaguar, 6. 


general sales manager. 
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L12...R14...L18...R6 


The editorial and advertising power of THE 
INQUIRER gives you the right combination 
for opening the rich pocketbook of Delaware 
Valley, U.S.A.: a vigilant editorial policy that 
has won the confidence of the people in this 


ever-expanding area... a powerful advertising 


impact that has made THE INQUIRER FIRST 
in Total Advertising for 20 consecutive years. 


Use this combination to open the way to the 
multi-billion dollar Delaware Valley market 
...the world’s greatest industrial area. 
Schedule THE INQUIRER ... first! 


The Philadelphia Inquirer 


The Voice of Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: 


NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 


CHICAGO 
EDWARD J, LYNCH 


Andover 3-6270 


20 N. Wacker Drive 


Retail Sales Top 
National Average In 


DELAWARE VALLEY, 
U.S.A. 


Retail sales 4.6% higher here than 
throughout the nation! Delaware Valley, 
U.S.A. (only 2.9% of U.S. population) 
accounts for 3.1% of total U.S. 
retail sales! 


West Coast Representatives: 


DETROIT 
GEORGE S. DIX 
Penobscot Bidg. 

Woodward 5-7260 


SAN FRANCISCO 
FITZPATRICK & CHAMBERLIN 
155 Montgomery St. 
Garfield 1-7946 


LOS ANGELES 
FITZPATRICK & CHAMBERLIN 
1127 Wilshire Boulevard 
Michigan 0259 
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One Brigh t Spot: Well Digg ers Need Trucks... 


Drouth Dries Up Sales Potential 





Lima Electric Rigs Up Traveling Display— 

A fleet of Ford station wagons has been acquired by Lima Electric Motor Co., 18 
Findlay Rd., lima, O., to be used as traveling displays for the firm's motors and 
gearshift drives. Companies interested in seeing the exhibit may contact Richard 
R. Knierim, sales manager. 


, (Continued from Page 3) 


during July and that the heat wave 
had caused a slight reduction in 
industrial output and worker earn- 
ings. 

At the same time, department- 
store sales went higher than a year 
ago after a slump and bank credits 
expanded. 

One St. Louis department store 


advertised that it would extend 


extra credit to drouth-stricken per- 
sons in their trading area and 
made special longer terms for cus- 
tomers on its books who had wea- 
ther trouble. 

Credit of the agricultural pop- 
ulation will be further expanded 
with the signing of a provision 
by President Eisenhower to per- 
mit 30-year borrowings of up to 
$25,000 for new deep wells as a 
part of the Farm Housing Ad- 
ministration. 

It is certain that thousands of 
farmers will borrow for this pur- 
pose. Well drillers are now loaded 


with work, and most of them should 
make excellent prospects for new 
and bigger heavy-duty trucks on 
which to mount their rigs. 

Many are buying new rigs and 
some are adding new rigs to their 
fleet, and they'll need the best 
trucks they can get to fly to this 


Chevrolet Appoints 


Denver Zone Chief 


DETROIT.—S. P. Emmert, city 
manager at St. Louis, has been 
named by W. E. Fish, general sales 
manager of Chevrolet, as zone man- 
ager at Denver. 

With Chevrolet for 25 years, Em- 
mert succeeds T. C. Naquin, re- 
cently made manager of the sales 
administrative department. He pre- 
viously has served with the 
company in Harrisburg, Buffalo, 
Omaha, Jacksonville and Louis- 
ville. 





Check All The Ways a 
DESOTO-PLYMOUTH 





i Two Great Cars — One Sales Agreement 
A Market for 90% of New Car Prospects 
Top-Rated Groucho TV & Radio Shows 


i Outstanding in Advertising Support 





Coleg Agreement 
Coores For You! 


M& Undisputed Engineering Leadership 


I Chrysler Corporation Reputation 


i Industry’s Most Advanced Features 


A Large, Trained Field Organization 


new business which is just around 

the corner. 

With no water, not much feed 
and burned-out pastures, farmers 
are sending their cattle to market 
with the result that the cattle 
haulers are busy, which peps up 
truck service and tire business and 
probably accounts for some truck 
sales. . 

While there is widespread wa- 
ter hauling, this work is done 
mostly by existing equipment 
using temporary tanks in dump 
beds or pickups or 144-ton trucks, 
and probably does not represent 
a new market for trucks. 

Most dealers are digging out 
every gimmick they can find in 
their bag of tricks. One St. Louis 
dealer advertised a free barbecue 
and soft drinks for all Saturday 
evening visitors to his used-car lot. 
Any car on the lot was advertised 
for $25 down. 

No-downpayment deals through- 
out the area are common and bal- 
loon notes are blossoming, but both 
types of deals are usually restrict- 
ed to cars of a certain vintage, 
such as ’49s or older. 


Chrysler Elevates 

Steding, Guenther 

In Engineering 
DETROIT.— Promotion of H. 


Richard Steding III to chief engi- 
neer on the executive staff, and 





H. R. Steding J. C. Guenther 
John C. Guenther to director of 


technical information for Chrysler 


Corp.’s engineering division, was 
announced last week by James C. 
Zeder, director of engineering. 
Steding, who had served as di- 
rector of technical information 
since 1948, is now assigned to the 
corporation’s organization depart- 


'/ment, and will also serve on the 


management, planning committee 
of the engineering division and in 
various other staff assignments in 
planning and organization. 
Steding continues as a member 
of the Chrysler engineering board, 
to which he was appointed in 1953. 
He joined Chrysler in 1940. 
Guenther, who succeeds Sted- 
ing as director of technical infor- 
mation, joined Chrysler Corp.’s 
public relations department in 1952. 
He was named assistant director of 
technical information in the engi- 
neering division the following year. 


Dealer Indicted 
On Tax Charge 


NASHVILLE, Tenn. — Chandler 
Beard, automobile dealer at Dres- 
den, Tenn., has been indicted by a 
Federal Grand Jury here on two 
counts of Federal income-tax eva- 
sion. 

The indictments charge Beard 
filed false returns for 1947 and 
1948, and that he avaded a total of 
$5,363.84 in taxes for the two years. 

Beard was arrested Apr. 9 on a 
complaint filed by a revenue agent 
who charged the dealer with evad- 
ing taxes in 1947. The grand jury, 


‘| however, indicted him for evasion 


for two years. 


= a 
British 
(Continued from Page 2) 
year reached 147,000, with over 
50 percent exported. Austin reports 
world exports were up by 46 per- 
cent. 

Standard Motor Co. and Rover 
Co. have recently announced that 
they consider the present moment 
unsuitable for a proposed merger, 
but that the possibility of such an 
operation remains. In the mean- 
time, cooperation between the two 
companies is being investigated. 
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STEERING AND BRAKING 


gets new standards 


of driving ease 
and safety 


ee 
By 


a ge ys aR asl | aol 


Today’s most wanted power features for cars and trucks 


6 ) 


Bendix” * \ow pedal 


POWER brake 


Specified by more car manu- 
facturers than any other make, 
Bendix Low Pedal Power 
Brake makes possible quick, 
sure stops by merely pivoting 
the foot from stop-and-go con- 
trols. No need to lift the foot 
and exert leg power to bring 
the car to a stop. Result~more 
driving comfort, less fatigue 
and greater safety! 


POWER Steering 


Because Bendix Power Steer- 
ing is of the linkage type, ve- 
hicle manufacturers find it es- 
pecially adaptable for produc- 
tion line installation, without 
extensive engineering changes. 
Manufacturers can now meet 
the increasing demand for 
power steering more efficiently 
and more economically with 
Bendix Power Steering. 


Gendi” HYDROVAC* 


POWER brake 


With over four million in use, 
the Bendix Hydrovac is by 
all odds the world’s most 
widely used power brake for 
commercial vehicles. This 
overwhelming preference for 
Hydrovac is a result of sound 
engineering design, excep- 
tional performance, low orig- 
inal cost and minimum serv- 
ice upkeep. 


Bondi” AIR-PAK* 
POWER brake 


With one simple compact unit, 
Bendix Air-Pak combines all 
of the well-proven advantages 
of hydraulic brake actuation 
with an air brake system. An 
important advantage of Air- 
Pak is that brakes can be ap- 
plied by foot power alone 
when braking is required be- 
fore air pressure builds up or 
if it should fail for any reason. 

*REG. U.S. PAT. OFF. 


Bendix 
Wey ab) 
Division 
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Letter to Salesmen 


By John O. Munn 





Dear Son: | men are continuously sub- 


icul ist- 
IT IS OFTEN said there | 2°Ct © ® particular resis 


are two sides to every ques- | 22° they are frequently 
tion. It is also ‘ons that sold on the prospect’s view- 


point. Then the y become 










Ne. 40 on tie Ge tee buyers rather than sellers. 
sani which a situation | - This is the natural differ- 
is viewed. In sell- ence between a good salesman 
ing any article, a salesman and the other kind. The good | 
has to merge two view- one has the ability to rise 
points — that of the pros- above environment and keep 






pitching. He never loses sight 
of the fact that his prospect 
is just another human being 
like himself and is influenced 


pect and his own. To do 
this he presents enough 
logical evidence to influence 







- the prospect to change his by logical arguments and evi- 
, vA ae viewpoint. dence. 
100 Pontiac Dealers Wind Up Sales Contest with Bermuda Trip— We are all influenced by There are other environ- 





Going on an all-expense vacation to Bermuda are 100 Pontiac dealers and their wives as the result of winning first place | anyjironment. When sales- 


in their dealership group in Pontiac's ‘Let's Go Places’ sales campaign. 


“lt has paid us to identify our service department as 


ments that salesmen some- 
times use for alibis. The 
weather, for instance; if it 
rains people don’t buy. The 
same, if the day is hot. 
Economic conditions are 
another source of alibi. 























* * + 


THERE IS unemploy- 
ment and people are nerv- 
ous. Almost every season 
of the year offers an excel- 
lent reason for the alibi 
artist as to why people 
won’t buy. There are vaca- 
tion periods, tax-paying 
times, holidays, rumors of 
new models. In fact, there 
is hardly a day in the year 
that a good alibi hunter 
can’t blame his inefficiency 
on environment. 


headquarters for SOLEX!”’ 







These 2 signs will help 
you sell more SOLEX 
















ARE 


PITTSBURGH PLATE GLASS COMPANY 


AUTO GLASS 











Blaming environment is an 
expensive habit for it takes 
root and grows. It makes 
a salesman weak. He feels low, 
a condition in which he can’t 
overcome resistance or supply 
the energy that will bring 
forth his best enthusiasm and 
energy. Specifically, he lets en- 
vironment overcome his ability 
to change the viewpoint of the 
customer with his own logical 
arguments and evidence. 







4 






Ideal for displaying at the front of repair shop or 
service department, this sign is double-face, en- 
ameled, 24” x 18. Comes complete with a sup- 
porting bracket, requiring only two screws for 
hanging. Bold white and yellow lettering, with 
black background. Easily visible. 












He is in the environment 
right now where long used- 
car allowances are offered 
by competitors. This en- 
vironment affects not only 
the prospect but the sales- 
man. This hazard is being 
overcome daily, right now, 
by salesmen who are pre- 


Qe. 
SOLEX 
SAFETY GLASS 







Here's a very effective illuminated Solex counter 
displayer. Its colors are white, yellow and black 
on a green background. It measures 11 x 12”. 


















@ “More and more motorists are insisting make sure you have the two signs shown here. driving fatigue and nervous tension. pared to sell a fair used-car 
upon having Solex Heat-Absorbing Glass in They will indicate that your shop is “head- So far as inventory goes, there is no problem allowance by using the same 
their new cars. And a lot of present car owners quarters” for Solex. here for you. The efficient service on replace- logical evidence and argu- 
are having Solex put in to replace their dam- And, what’s important, specify Solex on the ment parts near you, backed by auto glass ments employed in selling 
aged windshield and windows. This has meant models you order from the factory. That will depots that carry all parts in stock, takes care the new car. 
a sizable increase in our service department give you the jump on this profitable extra of that for you. And this is particularly valu- , : 
business. That’s why we take every opportu- business. For new-car buyers are demanding able to you in connection with the numerous Selling a fair used-car 
nity to push green tint Solex.” this extra measure of safety and comfort in curved and wrap-around shapes. allowance to the customer 
. ; ; ; ' : is the crux of a profitable 
You, too, can take advantage of this plus- their automobiles. They know that Solex re- Ask your local Pittsburgh Safety Glass dis- sale. A dealer or salesman 
business opportunity by advertising the fact duces sun glare, keeps out much of the sun’s tributor for the complete story on Solex Heat- who will not attempt to 
that. your service department is equipped to heat, and helps cut down on sun-fading of up- Absorbing Glass or write today to Pittsburgh overcome the environment 
render this valuable service to your customers. holstery. Solex, with its soft green tint, makes Plate Glass Company, Room 4306, 632 Fort now surrounding the used- 
Stress this service in your local newspaper ads; driving more enjoyable by lessening eyestrain, Duquesne Blvd., Pittsburgh 22, Pa. car approach and convert 
\1/ the viewpoint of more buy- 
SS) Vy, ers, would be better off 






making application for a 
job in the Federal Govern- 
ment’s Foreign Aid Pro- 
gram. Those billions of dol- 
lars will last longer than 
the dealer’s private capital. 
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SOLEX "Satety Glass...the best glass under the sun!” 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 








Cordially yours, 
Dad 






Priv, twertvnaww ie ae ie Be wLtan Ss & COMPANY 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Greater 
Customer Satisfaction 


Your service work is bound to satisfy when your skilled 
mechanics use Genuine Chevrolet Parts. They’re made to 
function better... last longer. 


Technical Helps in 
Solving Service Problems 


Helps like the “Time Saver” 


More than 1 out of 4 vehicles on the road shown here enable you to solve 


is a Chevrolet! It’s the largest owner serv- tough service p roblems quickly 
ice market in the industry! By dealing with and accurately. You do jobs the 
your Chevrolet dealer, you can take full right way —right away! 
advantage of the wide reputation for 

customer satisfaction that has been built 


A complete line of 
Genuine Chevrolet Parts 


One quick, convenient source 
supplies all the parts you need. 
And you get the right parts to 
do the job right —Genuine Chev- 
rolet Parts. 


Increased 
Service Efficiency 


You get the parts you want in 
a hurry. What's more, Genuine 
Chevrolet Parts fit right... save 

ou time on the job. Installation 
is quicker, simpler, easier. 


by Genuine Chevrolet Parts. YOUR CHEVROLET DEALER IS READY, WILLING AND ABLE TO SERVE YOU 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Pittsburgh 

New-car registrations in the Pitts- 
burgh area declined in the week 
ended July 24, but the drop was 
considerably smaller than seasonal, 
according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 

Business in general edged up to 
138.2 percent of the 1935-39 average, 
according to the bureau’s index. 
Steel mills reduced operations to 
59.5 percent of practical capacity, 
the bureau said.—(Leon M. Leffing- 


well.) 
+ 


Ralei h, N.C. 

Dealers in ake County (Ra- 
leigh), N. C., sold 446 new cars 
and 145 new trucks during June. 

By make, car sales broke down 
as follows: Chevrolet, 128; Ford, 
125; Buick, 89; Plymouth, 32; 
Oldsmobile, 29; Pontiac, 26; Mer- 
cury, 25; DeSoto, 9; Dodge, 7; 
Lincoln, 5; Packard, 5; Cadillac, 


4; Nash, 4; Studebaker, 4; Hud- 
son, 2; Kaiser, 1, and miscellan- 
eous, 1. 

Truck sales were divided this 
way: Chevrolet, 102; Ford, 19; In- 
ternational, 11; GMC, 8; Dodge, 2; 


Studebaker, 1; White, 1, and 
Willys, 1 
* * 
Denver 


New-car sales in Denver totaled 
1,736 in June, an increase of 18 
percent over May, when 1,470 units 
were registered. 

Dealers sold 169 new trucks dur- 
ing the month, while in May sales 
totaled 141. The increase for June 
was nearly 20 percent. 

During the first half of 1954, 
7,571 new cars were sold here. 
In 1958, first-half sales totaled 
71,628. Truck sales in the first 
half amounted to 929, compared 
with 1,082 in the same period of 
last year. 

Ford in June again led in Den- 


ver sales with 522. Chevrolet was 
second with 459; Buick third with 
144 and. Oldsmobile fourth with 
136. Other sales by make were: 

Pontiac, 86; Mercury, 84; Plym- 
outh, 77; Dodge, 56; Chrysler, 31; 
Cadillac, 30; Willys, 21; Nash, 19; 
Lincoln, 18; DeSoto, 16; Stude- 
baker, 12; Hudson, 9; Packard, 9; 
Kaiser, 3; MG, 2; Jaguar, 1, and 
Porsche, 1. 

New-truck sales by make were: 
Chevrolet, 65; Ford, 61; GMC, 14; 
International, 14; Dodge, 6; Brown, 
2; Kenworth, 2; Studebaker, 2; Reo, 
1; Trailmobile, 1, and Willys, 1. 

Used-car sales remain good, but 
prices have dropped and stocks are 


larger.—(Ira R. Alexander.) 
+ * 7 


Cleveland 
A slight easing in vehicle sales 
was reported in Cleveland for the 
week ended July 24. 
New-car sales for the week to- 


taled 1,508, compared with 1,547 | Chevrolet, 53; 










in the previous week. Used-car 
sales were down to 1,860 from 
1917 a week earlier. Commercial 
sales also were down slightly. 

Commenting on mid-July condi- 
| tions, the Federal Reserve Bank 
said “activity in the automotive 
trade recovered nicely from the 
usual post-holiday dip and, in the 
passenger-car field, surpassed year- 
ago performance by a slight mar- 
gin.”—(Sanford Markey.) 

om = * 


Rhode Island 

New-car sales in Rhode Island 
for June totaled 2,618, compared 
with 2,400 in May. New-truck sales 
also were up, totaling 199, com- 
pared with 192 in the previous 
month. 

Car sales in the first half totaled 
13,047 and truck sales in the first 
half were 1,099. 

June new-car sales by make 
were: Ford, 652; Chevrolet, 583; 
Plymouth, 293; Buick, 149; Olds- 
mobile, 200; Pontiac, 147; Mer- 
cury, 123; Nash, 88; Oadillac, 60; 
Dodge, 58; Studebaker, 52; Chry- 
sler, 38; DeSoto, 38; Hudson, 27; 
Lincoln, 19; Packard, 13; Willys, 
7; Kaiser, 4, and miscellaneous, 
21. 

New-truck sales were: Ford, 77; 
International, 21; 





FRAM Blitzes U.S.A. 





Gigantic FRAM 
Clean Oil Month Promotion 
Blankets Country with 
Thousands of 


Billboards ! 








oo sc gee heen ee mite Ree SAE 





Get ready for the biggest Fram Clean Oil Month in 
history! We’re flooding roads and highways coast-to- 
coast with thousands of huge, colorful Fram bill- 
boards! Plus a big, colorful 2-page spread in Collier’s 
magazine telling millions more about Fram Clean Oil 
Month. It’s an advertising avalanche that literally 
blankets the nation. Wherever you are, these power- 
ful boards will be nearby—telling streams of motor- 
ists to see you for clean oil and Fram Cartridges. 


| ar Ww 





Watch for the FRAM Fantom Drivers! 
Free cash if you suggest a cartridge change! 


Only FRAM gives you a profit promotion like this! See your 
distributor for more details — stock and sell FRAM! 


FREE! 


FRAM CORPORATION, Providence 16, R. 1. 


OlL * AIR © FUEL * WATER 


CIGARETTE LIGHTER 
MERCHANDISER 


Get a handy, new FRaM cigarette lighter with matching ash 
tray for your station. Free with every order of any 24 Fram 
Cartridges. Call your Fram distributor today! 





Fram Canada Ltd., Stratford, Ont. 





Dodge, 10; GMC, 10; Mack, 6; 
Willys, 4; Autocar, 3; Diamond T, 
3; Divco, 2; Studebaker, 2; White, 
1, and miscellaneous, 7. (Thomas L. 
Forbes.) 


Philadel phi 

According to the ama Reserve 
Board, a recent survey of 50 auto 
dealers in the Philadelphia area 
showed that two-thirds agreed that 
June business was a big improve- 
ment over the previous months. 

However, the board said, these 
dealers claimed that business was 
still disappointimg and did not 
measure up to earlier expecta- 
tions. 

New-car registrations for Phila- 
delphia County for the first half 
of the year totaled 34,837, accord- 
ing to Pennsylvania Motor Listing, 
compared with 38,514 for the same 
period in 1953. June sales totaled 
6,787, compared with 7,166 in June, 
1953.— (Norman Shigon.) 

* + * 


Richmond, Va. 

June new-car sales in Henrico 
County (Richmond), Va., totaled 
1,302, while new-truck sales totaled 
194 


Car sales by make were: Ford, 
453; Chevrolet, 348; Plymouth, 99; 
Oldsmobile, 76; Buick, 71; Pon- 
tiac, 58; Mercury, 45; Chrysler, 
25; Dodge, 21; Nash, 20; Stude- 
baker, 19; DeSoto, 16; Hudson, 
16; Cadillac, 18; Lincoln, 9; Pack- 
ard, 6; Henry J, 3; Austin, 1; 
Kaiser, 1; Willys, 1, and mis- 
cellaneous, 1. 

Truck sales were: Ford, 88; Chev- 
rolet, 55; International, 30; Dodge, 
10; GMC, 8 and White, 3. 

« * Oo 


Janesville, Wis. 

June new-car sales in Rock 
County (Janesville), Wis., totaled 
386, with new-truck sales amount- 
ing to 65. 

Although Chevrolet has an as- 
sembly plant in Janesville, Ford 
was No. 1 in sales for the month, 
selling 104 to Chevrolet’s 90. 

Other sales by make were: Buick, 
54; Oldsmobile, 29; Plymouth, 24; 
Mercury, 13; Pontiac, 18; Dodge, 
12; Cadillac, 10; DeSoto, 8; Nash, 
8; Chrysler, 5; Willys, 5; Stude- 
baker, 4; Hudson, 3; Kaiser, 2; 
Lincoln 1, and miscellaneous, 1. 
Truck sales were: Chevrolet, 35; 
Ford, 17; GMC, 5; Dodge, 3; In- 
ternational, 3; Divco, 1, and 
White, 1. 
* - * 
Miami 

The business of selling new cars 
in Miami apparently ig thriving, 
despite last winter’s gloomy warn- 
ings that heavy production would 
sink many a dealer. 

Now, six months later, accord- 
ing to the Miami Auto Dealers 
Assn., not one dealer in this area 
has failed. One association offi- 
cial said the going had been 
rough for a few dealers, who 
“had to reorganize throughout, 
but they did a beautiful job and 
are now all right.” 

This return to a more healthy 
state seems to have been accom- 
plished by whittling used-car inven- 
tories, tightening up on tradeins 
and taking a “closer look at selling 
hazards,” the association official 
said.— (Mrs. Adam R. Moyer.) 

° * * * 


Charlotte, N. C. 

June new-car sales in Mecklen- 
burg County (Charlotte) N. C., 
totaled 846, with new-truck sales 
amounting to 142. 

Car sales by make were: Ford, 
286; Chevrolet, 252; Oldsmobile, 
91; Buick, 49; Pontiac, 47; Plym- 
outh, 38; Cadillac, 17; Mercury, 
14; Dodge, 11; Chrysler, 9; De- 
Soto, 9; Nash, ~ i 8; 
Packard, 5, and Lincoln, 1. 

Truck sales by make were: Chev- 
rolet, 51; International, 39; Ford, 
33; GMC, 8; Dodge, 4; White, 4; 
Divco, 1; Mack, 1, and Willys, 1 

* * *~ 


Kenosha, Wis. 

In its own bailiwick of Kenosha 
County, Nash fell only four units 
short of being top seller in the 
first half of 1954. 

With 247 registrations listed for 
the half, Nash was topped only by 
Chevrolet, with 251. 

Following, in order, were: Ford, 
218; Buick, 102; Oldsmobile, 88; 
Pontiac, 78; Plymouth, 73; Mer- 
cury, 56; Chrysler, 21; Dodge, 19; 

18; DeSoto, 18; Packard, 

16; Studebaker, 13; Hudson, 12; 
Lincoln, 3; Willys, 3; Kaiser, 1, 
and miscellaneous, 6. 


Total new-car sales were 1,242. 
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~ Farmers are triple prospe 


says L. T. White, Sr., president, 
Motor Bearings and Parts Company, Inc., Raleigh, North Carolina 





“FARM BUSINESS is growing every year as 
farmers mechanize,” says Mr. White. 

‘‘Besides his car, the farmer now often has 
a truck and one or more farm machines as 
well. He is a triple prospect for a great num- 
ber of replacement parts. Automotive adver- 
tising in Country Gentleman is important sup- 
port to dealers selling farm customers.” 

This outstanding jobber, with nine affiliated 


stores serving a prosperous southeastern ter- 
ritory, sees the growing potential of the farm 
market that is being duplicated in every sec- 
tion of America. 


Automotive jobbers and dealers alike are 
increasingly glad to see their lines advertised 
in Country Gentleman—by far the most effec- 
tive selling force in today’s tremendous car- 
truck-tractor farm market. 


mtn tt Country 
Gentleman 


A Curtis publication - Circulation now over 2,600,000 The magazine for Better E ar ming 









AUTOMOTIVE WASHINGTON 
Inflationary Tendency 
Halted, Weeks Says 


By William Ullman 


Washington Correspondent 


Secretary of Commerce Sinclair Weeks told a news con- 
ference here the other day that businessmen “have an 
excellent opportunity to boost public confidence and add 


another push to the economy by strongly supporting the} 


President’s whole program.” 

The economic picture looks 
promising at this midsummer 
point, he said. 

In a brief sketch of the current 
business situation and the outlook, 
Weeks pictured the nation as hav- 
ing reached “a platform from which 
we can and should proceed to a 
higher level of business generally 


’ trend of recent 
years.” 

One of the 
brightest signs, 
Weeks declared, 
is that “dispos- | 
able income” 
the amount of 
money people) 
have left over 





in the country.” 

“The dollar isn’t depreciating any 
more,” he told the newsmen. “We 
have settled down the inflationary 


after their taxes 
are paid has 
been slightly| 





William Uliman 





higher during the last six months 
than it was in the record year 1953. 

“Disposable income,” he said, was 
maintained during the first half of 
1954 at an annual rate of $252 
billion. 

Although gross national produc- 
tion is 2.8 percent below the record 
level of 1953, according to Weeks, 
it is still 4 percent ahead of 1952, 
which was the previous high year. 

“When do you expect the real 
pickup?” he was asked. 

“I expect it in the fall,” he an- 
swered. 

+ * * 


‘Grand Plan’ to Be Pushed 


EEKS said that not only will 
the current road building pro- 
gram be pushed hard from now on, 
but efforts will be made to carry 
out President Eisenhower's “grand 
plan” for a $50 billion highway 
program. 
The secretary added that the 
Government is strongly behind aid 
to the national economy. In ex- 


| plaining this, he said: 


“There is a conscious policy to 
speed up procurement. We aren’t 
trying to think up things to be 
done, but where there is some- 
thing on which we are going to 
spend money three to six months 


In Chicago, it takes 2— 
to bowl ‘em over 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 


be the... 






CHICAGO 


SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


REPRESENTED BY: SAWYER-FERGUSON-WALKER CO., LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA © HAL WINTER CO., MIAMI BEACH 
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come, the rate adjusted quarterly 
to balance the budget every year, 
retire the debt at a reasonable 
rate and restore and maintain 
the purchasing power of the 
dollar.” 


from now, we will try to get 

started in a month or so.” 
Secretary of Labor James Mitchell 
later said all indications are the 
employment picture is going to get 
better. He expects the big upturn 
in September, he said. There is a lot more, but that will 
* * & | give you some idea of this so-called 


‘ > RD: | “wonder” bill which has been of- 
Wonder’ Bill Introduced |fered as an alternate to the In- 


Poe oe of the oo ternal Revenue Code. 
ministration’s 1,000-page omnibus mnt 
tax bill, Rep. Noah Mason, Illinois uaa gia ae =e aa ~ . 
Republican, bobbed up with a mid-| pie oe ee ee 
P ’ P |the use of excise taxes to allocate 
get revenue measure which, accord-| .-arce materials by the natural ac- 
ing to its author, is as “simple aS| tion of the free market.” 
the tithe of Moses.” on men cer” 
The bill, said Mason, who intro- . 
duced it by request, is the result of Incentive Added 
years of study by E. S. Hall, of c PROVIDES also, he says, the 
Farmington, Conn., a research en-| = incentive for Federal employes 
gineer and patent attorney. |to raise the efficiency and reduce 
The midget document—only 24 | the cost of Government. It further 
pages — is designed “to let any | provides cash aid to all the needy 
business voluntarily elect to dis- (to enable them to buy food, cloth- 
tribute profit (or loss) justly, ing, shelter and medical care. And 
before taxes, and thus pay higher | it proposes to take the gamble out 
dividends to stockholders, pay (of free-market farming by the use 
these same high dividends to | of farm income insurance based 
came tae = —s _ i. upon the cost of production. 
qua’ or seniority and retire- posal 
ment in the natural capitalistic | ;, "Guienea “te caltant " aeueh 
manner, and give everyone extra | revenue to overbalance the Fed- 
income with which to pay his fair | ora) budget and collect enough 
share of a tax on the national in- | \otes to win an election.” 


The bill, aimed to provide “a 
simple incentive tax,” was intro- 
duced by Mason July 28 and re- 
ferred to the Ways and Means 
| Committee. Certainly it sounds like 
a lot. It will be interesting to watch 
for what happens. 


Its designation is H.R. 10076. A 
| copy may be had by writing your 


| congressman. 
| * x + 


| Extra Month to Sweat 


| JF IT’S as hot where you are as 
| = it is where I am, you'll enjoy this 

cooling item from the new tax bill: 
Next year you won’t get so heated 
on March 15, the traditional date 
for filing personal income-tax re- 
turns. The new bill allows you un- 
til Apr. 15 to do your sweating. 
Since 1913, March 14 has been the 
annual date for biting off all your 
finger nails and fidgeting yourself 
| into a lather. 


A bill which would authorize 
construction of highways and 
other facilities within the bound- 
aries of Government-owned lands 
for recreational or other uses has 
been introduced in the House by 
Rep. Jamie Whitten, Mississippi 
Democrat. 


Additional small-business loans 
| totaling $835,000 were tentatively 
| approved by the Small Business 
| Seneeeaneen last week. The 
| money, if finally OK’d, will be di- 
| vided among 24 various distributive 
!and service fields, including farm 
'equipment and automobile dealer- 
| ships, some food processing plants, 
a retail baker and a dry cleaning 
| plant. The SBA has thus far tenta- 
tively approved 582 business loans 
|totaling $33,375,962. Of these, 390 
| loans totaling $23,534,102 have been 
| made by the Administration in par- 
| ticipation with banks, while 192 
| loans totaling $9,841,860 have been 


| made directly to borrowers. 
| * * * 


| Bridges Approved 

MEANWHILE, after two years 

of wrangling among various 

National Capital planning commis- 

| sions, the Senate District Commit- 

tee last week unanimously approved 

a compromise bill calling for two 

new bridges across the Potomac 

River. 

These are sadly needed, since the 
several Potomac bridges are over- 
crowded all the time, and the high- 
way bridge carries more traffic 
| daily than any other similar artery 
| in the world. 

“The happy agreement on the 
new bridges comes in the nature 
of an 1lth-hour miracle,” com- 
mented Gen. Louis Prentiss, engi- 
neer commissioner for the Dis- 
trict of Columbia. 

Also last week, House and Senate 
conferees agreed on legislation to 
establish two Presidentially - ap- 
pointed commissions—one to make 
a year’s study of Washington re- 
gional transit, highway, bridge and 
traffic problems, and the other to 
take over regulations of mass 
transportation operations between 
the District and nearby Maryland. 
Virginia was excluded from the 
regulatory commission but will be 
included in the overall study. 

Ah, me! It is now time to go 
home, but howinhel to get there is 
the problem. 











| 


| 
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New Body Plant In Full Swing! 


| 
| 


PACKARD PROGRAM KEEPS MOVING AHEAD 


Engineering, Production, Sales...all contribute 
to the great progress heing made by Packard! 


ABOVE IS A TYPICAL SCENE IN PACKARD’S distinctively designed sound laboratory. 


High-sensitivity electrical and recording equipment tests the noise properties of various 
materials used in Packard-built cars. This is just one example of Packard’s painstaking—and 
successful—efforts to produce the finest automobiles possible. 


Another Dealer 
Joins Packard 


proms at Packard is becoming an 
established habit under the dynamic 
Packard Program. 


Take the new Packard body plant for 
example: Just a few weeks after ac- 
quiring this modern facility, (shown 
above) new Packard bodies are already 
coming off the line in full production! 
But progress is strikingly evident in 
many other phases of the Packard 
operation, too. Production will begin 
soon in the vast new Packard plant in 
Utica, Michigan, now being readied as 


one of the automotive industry’s most 
modern manufacturing facilities. 


The new Blue Ribbon Used-Car Promo- 
tion has been put into effect—with 
highly successful results. New engineer- 
ing methods are being introduced con- 
stantly to maintain Packard’s tradi- 
tional product quality and new 
dealers are joining the Packard 
“family” in ever-growing numbers. 


No doubt about it 


THE PACKARD PROGRAM 
KEEPS MOVING AHEAD! 


PACKARD’S NEW BLUE RIBBON PROGRAM gives 
Packard dealers a strong aid in used-car sales. A Packard 
salesman is shown above, presenting a Blue Ribbon Used Car 
Certificate to a new owner. Packard dealers throughout the 
country have reported very successful results with the new 
program—both in sales and customer satisfaction. 


CLEVELAND HAS A NEW PACKARD DEALER located 
in the heart of the city—Evans-Eger, Inc. Shown at the fran- 
chise signing are, left to right, Harold A. Evans, President of 
the firm; Sidney L. Eger, Vice President and Secretary-Treas- 
urer; M. A. DuPont, Assistant Detroit Zone Manager; and 
Ross H. Schroeder, Detroit Zone Manager. 


A Good Franchise 
for Today... 
and Tomorrow 


PACKARD MOTOR CAR CO., DETROIT, MICH. 
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Michigan Winners in Nash Sales Contest— 


The five Michi winners in the Nash Por Busters contest for dealers are shown 
with factory oMiclals. They are (from left), R. C. Chapin, Stanton; S. L. Coon, Detroit; 
D. P. Bennett, Detroit; B. E. Thompson, zone manager; George Romney, executive vice- 
president of Nash; H. H. Mack, Durand, and E. L. Fox, Saginaw. Top prize was o 
trip to Mexice. 





Approximately 200 antique cars 
from all over the midwest are ex- 
pected to be entered in the meet. 
The cars will be judged for beauty 
and authenticity of restoration, and 

‘there will be contests in cranking 
land driving through obstacle mazes. 


Old-Car Festival Set 


For Sept. 11 in Dearborn 

D RN. — Greenfield Vil- 
lage’s Old Car Festival has been 
moved ahead one week to Sept. 11 
to avoid a date conflict with the 


Glidden Tour. 












more power! 























Sunoco dealers, on the average, pump twice 
as much gasoline as competitive dealers. A 
Sunoco dealership may be available in your 
area. Call our local office or write us direct. 























SUN OIL COMPANY, Philadelphia 3, Pa. 





Keeps cars in condition to 


deliver that power longer 

New Sunoco Special Hi-Compression Motor 
Oil, by preventing the formation of de- 
posits in combustion chambers, controls 
knock in high compression engines. This is 
how Sunoco Special gives any gasoline 


Would you like to increase your gallonage? 


FOR FACTORY 





Transfer Die Cuts Cost 
In High-Volume Runs 


"|. 2 auto industry has come up with another high pro- 
duction setup that promises to become increasingly 
important in the never-ending struggle to keep down costs, 


eliminate 


manual handling and improve quality. 


The latest device—the transfer die—is not new although 
oo 


its adaptation to automobile 
production is relatively re- 
cent. Metal attached 
to moving steel rs have been 
used for a number of years to 
transfer relatively small stampings 
from one die station to the next. 
The auto industry’s contribution 
has been to adapt the process to 
large parts, including compara- 
tively deep-drawn stampings. 

The transfer die of the type that 
will be used extensively to produce 
stampings for 1955 models has a 
counterpart in the well-publicized 
transfer machine that is now uni- 


Sunoco Dealer Reports: 


"120 New Customers 


In One Month!” 


Earl Geyer, Sunoco Dealer of Linwood, Pa., 
says: “I not only got 120 new customers in one 
month, but my gasoline sales increased 8,055 
gallons compared with the month before.” 


Enables cars to deliver all 


the power built into them 


Blue Sunoco has been stepped up to a new 
high in anti-knock power... and it still 
sells at regular gas price. It is especially 
designed for the new high compression 
engines ... it puts new life in all cars. 


versally used for machining opera- 
tions on blocks, heads, transmission 
casings and similar parts. Two me- 
chanical arms, with suitable fix- 
tures, shuttle forward and back, 
moving the stampings ahead one 
die station with each stroke and 





Thompson Joins Hansen 

C. P. Thompson, formerly train- 
ing and sales director of Midwest 
Motors, has been appointed general 
manager of Hansen Motors, Inc. 
(DeSoto-Plymouth), Kansas City., 
according to E. Hansen, president. 


Sunoco Power-Mates Bring In 
New Customers Everywhere! 









then returning to the original po- 


sition. The transfer bar is, of 


course, tied in with movements of © 
the press. This assures perfect tim- — 
ing and all but eliminates the pos- 
sibilities of disastrous jamming of 
the press. ome 


Strips Not Used 


ANSFER dies are not to be 

confused with progressive 
stamping dies. In a progressive die 
setup, a strip of steel is fed con- 
tinuously through a succession of 
forming and blanking dies. Each 
die is designed to complete only a 
small part of the required opera- 
tion. Some of the dies are not 
working stations. 


loose from the moving strip until 
the final operation. 


In the transfer press, steel blanks 
are used rather than a continuous 
steel strip. Dies for each station are 
designed so that, if necessary, they 
can be moved and used individually 
in a standard press. 

Most important perhaps is the 
fact that comparatively deep drawn 
parts that could not be formed in 
a series of steps in a progressive 
die setup can now be produced in 
large volume to exacting specifi- 


cations. 
* * * 


High Volume Only 


A§ IN the case of progressive 

dies, the new method is adapt- 
able only to very large volume pro- 
duction. The only applications con- 
sidered are parts that do not change 
with a model year. Preferably, serv- 
ice demands will be added to the 
yearly new model requirements. 

The new method eliminates a 
tremendous amount of manual 
handling. Production per square 
foot of floor space is greatly in- 
creased. The fact that production 
can be continued even though 
the regular press may have a 
breakdown is another attractive 
feature of this new press form- 
ing method. 

One of the attractive features of 
the transfer die is that steel scrap 
losses are substantially reduced. To 
put it another way, the steel scrap 
loss in forming a blank is less than 
the amount of steel required to 
carry the part through the series 
of progressive forming dies. 

Where production runs in the 
millions annually, as it sometimes 
does in automobile production, this 
saving may turn out to be a very 
important consideration. 


California Dealer 
Tells Benefits of 
Profit Sharing 


CULVER CITY, Calif—Every 
employe in business for himself,” 
keynotes the profit-sharing pro- 
gram of Bill Murphy Buick, 9099 
W. Washington Blvd., Culver City. 

“Each of our salaried employes, 
regardless of status, whether he 
be a wash-rack attendant or a 
| top official of our firm, benefits 
equally in our profit sharing pro- 
gram,” according to Bill Murphy. 
“At the end of every quarterly 
period 20 percent of our net profits 
are equally divided among our 
more than 100 employes who have 
been with the company for more 
than six months.” 

Murphy said the plan actually 
puts every employe in business for 
himself. As a result they take a 
personal interest and are enthusi- 
astic and happy in their work, he 
said. 

Special meetings are held each 
month where employes are en- 
couraged to make suggestions to 
improve the efficiency and effec- 
tiveness of operations in all de- 
partments. 

“The numerous results and ben- 
efits cannot be determined on a 
basis of dollars and cents alone,” 
Murphy said. “Rather, our em- 
ployes know that by giving of their 
best to the operation of our busi- 
ness that they actually contribute 
to their own financial welfare and 
happiness. We are convinced that 
the profit-sharing incentive has 
played a vital role in the rapid 
growth and expansion of Bil] 
Murphy Buick.” 











The Dana enterprises are widely diversified in their 
application to the modern automobile, truck, bus, tractor, 
and other types of vehicles. 
This-is the result of 50 years of steady growth and service to 
the industry. Since 1904, the world has seen many changes in 
automotive engineering. Dana has kept pace with these advance- 
ments, designing and developing many different functional 
units that are considered 


“The Handard of the Industry” 


MANUFACTURING 





THIS IS THE PARISH PRESSED STEEL COMPANY 
IN READING, PENNSYLVANIA | 


a! 


The extensive Parish plant serves the 
automotive industry with truck and 
passenger car frames; and also pro- 
duces metal stampings used in many 
diversified industries. 


PRODUCER OF QUALITY CHASSIS FRAMES 


Many Leading Manufacturers of Automotive Vehicles 


Modern production equipment combined with manufacturing 
“know how” are prerequisites for supplying chassis frames 
to manufacturers of passenger cars and other automotive 
vehicles. Facilities at Parish Pressed Steel meet these require- 
ments; and are also ideally suited to the production of a wide 
variety of pressed metal parts and assemblies. 

Parish is a substantial supplier of frames for the Automobile, 
Truck, Bus and Trailer Industries, as well as a large number 
of other parts for the Automotive, Appliance, Railroad 


and general manufacturing industries. 


PARIS + 


Pressed Steel Company, Reading, Pa. 


(A Wholly-Owned Subsidiary of Dana Corporation) 


ENGINEERING 
TRANSMISSIONS © UNIVERSAL JOINTS © PROPELLER SHAFTS ¢ BROWN- 


LIPE and AUBURN CLUTCHES ¢ FORGINGS «+ AXLES © STAMPINGS « 

SPICER BROWN-LIPE GEAR BOXES © PARISH FRAMES » TORQUE CONVERTERS 

© POWER TAKE-OFFS * POWER TAKE-OFF JOINTS © RAILCAR DRIVES « 

RAILWAY GENERATOR DRIVES ¢ AIRCRAFT GEARS © WELDED TUBING 
MANUFACTURING 
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High ways & Safety éa° 


There Even Is Danger 


By Gerhardt Neumann 
Staff Writer 
AREFUL drivers who travel at 
moderate speeds are by no 
means the safest drivers, according 
to an article by 
Harold L. Smith 
in Collier’s mag- 
azine. 

The author, a 
Detroit safety ex- 
pert and driving 
instructor, be- 
lieves that these 





counci’s 





uTO. - “careful drivers 
A aa. ve have so Many ac- 
cidents because 

MCR Set they do not recog- 


nize traffic haz- 
ards quickly enough.” 

They try to prevent accidents, 
according to Smith, “by escaping 
from hazards which they should 
be able to anticipate and avoid 
entirely.” 

Smith summarizes his experience 
in the following seven driving 
rules: 

1. Keep your eyes alert for driv- 
ing conditions well ahead—at least 
half a block in town, half a mile 
in the country. 

aa » * 


How to Drive Safely 


2 MASTER the machine and 

* learn how to control your car 
under any emergency condition. 

3. Keep your car always in your 
*raffic lane. Most head-on collisions 
are caused by drivers who swerve 
blindly to the left into the path of 
an oncoming car at the slightest 
hint of danger on the right. 

4. Force your eyes to move in 
a regular pattern, checking the 
road ahead and to the sides, and 
glancing into the rear-view mir- 
ror at least once every 20 sec- 
onds. 

5. Catch the eye of people who 
may threaten your driving path. 
Use your horn, or at night flick 
your headlights up and down. 

6. Always be sure that you are 
not driving too fast to stop safely 
within the limits of your driving 
path. Leave at least one car space 
ahead for each 10 miles of speed. 

7. Make your car blend smoothly 
into the flow of traffic. Never block 
a traffic lane. Make sure your driv- 
ing path is clear and let other driv- 


ers know your intentions. 
* * 


Police Have Good Record 


POLICEMEN as a group are the 
safest drivers in the world, ac- 


2nd-Offender Law 
In. Virginia Held 
Boost to Safety 


Virginia’s second-offender speed 
laws have temporarily “grounded” 
6,861 drivers in the two-year period 
the laws have been in effect, ac- 
cording to the Division of Motor 
Vehicles. 

Permits of 394 motorists were 
suspended in June. 

The law, enacted by the 1952 
General Assembly, permits the mo- 
tor vehicles commissioner to lift 
permits for 60 days to six months 
following the convictions of speed- 
ing within a 12-month period. 

The 1954 General Assembly added 
a section that provides one convic- 
tion for reckless driving may be 
added to a conviction for speeding 
within a 12-month period for pur- 
poses of revocation under the sec- 
ond offender law. 

Speeding convictions in the two- 
year period totaled 130,611. Since 
such convictions previously were 
categorized under “miscellaneous,” 
there is no manner of comparing 
the 24-month record with previous 
records. 

State Police expressed the opinion 
that the law has contributed sub- 
stantially to a reduction of traffic 
deaths in Virginia since 1952. 


Moore Picks Stewart 
C. P. Stewart, Kokomo, Ind., has 


mobile), Tipton, Ind. 


In Careful Driving 


cording to a contest sponsored 
jointly by the International Assn. 
of Chiefs of Police and the National 
Safety Council. 

The 84 competing police fleets 
had a combined average fre- 
quency rate of 1.32 accidents per 
100,000 vehicle miles. In similar 
commercial contests, 1,349 trucks 
showed a frequency rate of 1.86. 

State police fleets averaged 0.72 
accidents during the contest period, 
compared with 0.95 accidents per 
100,000 miles reported by 232 pas- 
senger car fleets entered in the 
contest. 

Municipal police fleets, however, 
showed an accident rate of 3.12, 
compared with 1.47 of city-owned 
trucks or 3.04 of commercial trucks. 

+ + * 


Ever Tried to Jam Radar? 
ARYLAND State Police are 
elated over the success of their 
radar system which in the first half 
of 1954 has trapped thousands of 
speeders. 
Col. Elmer F. Munshower, state 
police superintendent, speculated 


on the possibilities of jamming the | 


police radar. 

It can be done, he said, if you 
have a radar set in your car op- 
erating on the same frequency. 

“However, radar devices come 
high, you’d have some difficulty de- 
termining the policy frequency, and 
you would be subject to a $10,000 





Mass. Wonders 
When Speed 


Is Excessive 





chusetts papers over what is ex- 
cessive speed for an automobile. 


The discussion was brought about 
by a judge’s decision that a motor- 
ist traveling 70 miles an hour along 
the Mid-Cape Highway was not 
necessarily driving at excessive 
speed. 

Freeman G. Harrington, of Hol- 
brook, Mass., was acquitted of the 
speeding charge by District Judge 
Paul M. Swift in Barnstable. 

Robert Kretschmar, manager of 
the Massachusetts affiliate of the 
American Automobile Assn., said 
he disagreed that 70 miles an hour 
could be a safe speed under any 
circumstances. 

Philip G. Wallworth, represent- 
ing the Automobile Legal Assn., 
said he considered any speed above 
65 miles to be excessive. 


Public Works Commissioner John 
A. Volpe said that no highway un- 
der construction in the State is 
designed for speeds greater than 
60 miles an hour. The Mid-Cape 
Highway at present is not posted 


as top speed limits. A maximum | 


of 55 miles an hour will be desig- 
nated shortly, Volpe said. 


* * * 


A discussion is raging in Massa- | 
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fine and two years in jail for vio- 
lating Federal Communications 
Commission regulations.” 


Or motorists may hire an air- 
plane to fly in front of their car 
and scatter strips of-tin foil. But 
aside from the chance that the 
wind may blow the foil out of the 
way, mused the colonel, there also 
are the antilitter laws to be con- 
sidered. 

“There really isn’t anything to 
do,” he concluded, “but to drive 
within the speed limits.” 


Truck Owners 
Stress ‘Right’ to 
Operate Vehicles 


WASHINGTON.—Preservation of 
the right of all persons to operate 
motor trucks in the furtherance 
of their businesses was urged last 
week in a statement of the board 
of directors of the Private Truck 
Council of America, according to 
James D. Mann, managing director. 


The Council represents privately 
owner fleets of trucks operated by 
|industries which distribute for 
themselves. 

The Council’s policy statement 
also says that uniform laws and 
ordinances would contribute to 
highway safety. 

As to highways, the Council be- 
lieves they should be planned to 
meet not only present needs but 
those of the future; and further, 
they should be constructed, main- 
tained and improved from normal 
revenue sources. 

Trucks should be regulated only 
to the minimum necessary in the 
interest of public safety. the na- 
tional economy and defense, the 
Council said, and the establish- 
ment of truck sizes and weights 
should be a function of the states. 

As to taxes, it is the position of 
the Council that highway users and 
others who benefit from highway 
construction should pay their pro- 
portionate share, and further, that 
the Federal Government should 
repeal automotive excise taxes and 
retire from that field of taxation. 

Federal aid should not be given 
for the construction or maintenance 
of toll roads, the Council empha- 
sized. 

Expressing the concern of private 
truck owners about the threatened 
breakdown of reciprocity between 
the states, the Council also con- 
demned the diversion of truck-use 
revenues to nonhighway purposes 
and commended those states which 
have amended their constitutions 


to stop diversion. 
* * * 


Fla. Urged to Switch 
To Reflectorized Tags 


Florida is being urged to “re- 
flectorize” its auto license tags. 

John O. Gehrett, of Wald Indus- 
| tries of Pennsylvania, said his firm 
has develop a process which causes 
tag numerals to reflect the lights 
| of approaching cars. Gehrett said 
| the processed tags would cost about 
| 12 cents each. Present Florida tags 
| cost 7% cents to produce. 





Ned Jordan—famous for the Jordan car, 
and the classic copy that advertised it— 
| gives you an inspiring look at the world 


_|each week in Automotive News. 
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Safety Lesson for Kids in Berlin— 


Police in the French sector of Berlin have built a miniature traffic pattern on a 
been named general manager of | playground where children can be taught the ABC of safety. The layout includes 
Moore Bros., Inc. (Chevrolet-Olds- | main arteries, side streets, traffic lights and street signs. Youngsters in police uniforms 


help direct traffic—United Press photo. 


Packard Dealer Adds Studebaker Line 
Central Motors, Akron, a Pack-); firm, which formerly was known 
ard dealership, has added Stude-| as Central Packard Co., has estab- 


baker to its line, according to Art| lished a separate Studebaker parts 
Shapiro, general manager. The | department. 





VITAL PROTECTION 
: 








Small, metallic particles are constantly flak- 
ing off moving parts in engines, transmis- 
sions, and rear. axles. 


A strong, permanent magnet in the LISLE 
PLUG attracts and holds these metal parti- 
cles, prevents them from circulating in lub- 
ricants, This eliminates a common cause of 
costly, premature wear. 


Replace 
Ordinary 
Plugs 
with 


Sample 
LISLE PLUGS 









t at 
LISLE — 
no cost to 
PLUGS van fet 


testing. 
Simply state 
size and type 
of plug 


IRON and 


35335 








Teil 
iro desired. 
CLARINDA, IOWA 








HOT NEW ITEM 


by the world's leading maker 
of auto polishing cloths 


<a" 


BUG CLOTH 


For the quick and easy removal 
of all insect smears from wind- 
shields, windows, chrome and 


body. 
FREE SAMPLE 
ON REQUEST 


Write for yours today! 





LAS-STIK MFG. CO. 


HAMILTON, OHIO 
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Auto Personnel 





Lempco Products, Inc., hag ap- 
pointed two new regional managers, 
according to Albert B. Harding, 
sales vice-president. 

Charles N. Gaskill, service man- 
ager, has been shifted to regional 
manager for the New England and 
middle Atlantic states. C. E. Ray- 
mond, a territory engineer, has 
been named southern regional 
manager. 

* * * 


Smith Appoints Kemper 

George E. Kemper has been ap- 
pointed general manager of A. O. 
Smith Corp.'s welding products 
division. He succeeds J. J. Bohm- 
rich, who resigned. 


Dunlop Adds King to Staff 


As Technical Chief for Tires 


Appointment of Frank S. King 
as technical manager for tires at 
Dunlop Tire & Rubber Corp. is an- 
nounced at the company’s admin- 
istrative offices in Buffalo. 


King will supervise product de- 


velopment, technical service, and 
quality control of tire and tube 
manufaeture. He comes to Dunlop 
from Firestone Tire & Rubber Co., 
where he served as assistant to 
the development manager as well 
as head of several production de- 
partments. 


* * * 


Herbrand Names Geer 


Howard Geer has been appointed 
product and research analyst in 
charge of tool development and 
research for the Herbrand Tools 
division of Bingham Herbrand 
Corp., Fremont, O. 


* * * 


Edellstein Appointed Aide 


Of Industries Group 

George J. Edelistein, for 30 years 
Willys and Kaiser-Willys director 
of purchases, has been named 
executive assistant to Charles H. 
Fruchtman, head of a group of 
automotive industries and others 
dealing with consumer durables. 


Edellstein has been elected vice- 





ARTZVOASHEFF 


.-- your gauge of 








president of Peters Stamping Co., 
Perrysburg, O., one of the indus- 
tries. Other companies in the 
group, which Edellistein will serve 
in both the sales and purchasing 
divisions, are Maumee Malleable 
Castings Co., and Donovan Wire 
& Iron Co., Toledo, and American 
Foundries, Inc., Milan, Mich. 


Dallas Wholesalers’ Assn. 


Elects Egan President 

Joe Egan has been named presi- 
dent of the Dallas Automotive 
Wholesalers’ Assn. 

Other officers are Royal Clark, 
vice-president; Jack E. McMeans, 
secretary-treasurer, and Albert 
May, and C. H. Cook, directors. 


* * * 


Permacel Names Selle 


Appointment of Ralph A. Selle 
as midwestern division manager of 
Permacel Tape Corp., New Bruns- 
wick, N. J., has been announced 
by John H. Scherer, sales vice- 
president. Selle formerly was senior 
industrial salesman in the division. 

* + * 


Ethyl Appoints Bushell 


Appointment of Redgnald D. 
Bushell as New York district man- 
ager of Ethyl Corp. is announced 








New Cannon Deal— 

Charles Cannon (left), and his brother, 
Clifford, have opened St. Marys Packard 
at 16221 Grand River, Detroit. The broth- 
ers also operate Citizens Packard at 8500 


Woodward Ave., Detroit. They started 
their association with Packard two years 
ago. 


by Harold Berg, general manager 
of antiknock sales. Bushell former- 
ly was an account representative 
in the eastern region. 

* * od 


W oodell Joins C & A 
Bruce Woodell has joined the 
merchandise service department of 
Collins & Aikman Corp., New York, 
according to Charles L. Conley, ad- 


The measure 
of protection in 


America’s 


finest cars... 


More and more owners of America’s finest 
cars are insisting on Royal Triton 
because they’ve found it’s the finest 


motor oil that money can buy. 


profitable service business, too! 


It’s good business to recommend Royal Triton 
to your service customers. Measured 

in terms of brilliant engine performance 

and increased engine life, Royal Triton is one of 
the wisest investments any car owner can make. 


To meet the ever-increasing demand for 
America’s finest motor oil, feature Royal Triton 
in your service department. Available in the 
popular 5-20 and 10-30 grades, of course. 


UNION OIL COMPANY 76) 


OF CALIFORNIA 


The West’s Oldest and Largest Independent Oil Company 


Los Angeles: Union Oil Bidg. e New York: 45 Rockefeller Piaza 
Chicago: 1612 Bankers Bidg. e New Orleans: 644 National Bank of Commerce Bidg. 
Atlanta: 401 Atienta National Bidg. e Kansas City, Mo.: 921 Rialto Bidg. 











vertising director. Woodell former- 
ly was on the promotion staff of 
the Fisher Body division of Gen- 
eral Motors in Detroit. 

* * 


Borg & Beck Appoints 


Nutt General Manager 
Harold Nutt has been promoted 


| |to general manager of Borg & 


Beck division of Borg-Warner 


3 Corp., Chicago. He previously was 


assistant general manager. He also 
is a vice-president. 

T. L. Knecht, formerly president 
and general manager, will continue 
as president. 

Richard L. Smirl has been pro- 
moted from assistant to director of 
engineering. 

* + * 


AC Names Steward Head 


Of National Account Sales 


Lloyd M. Steward has been 
named manager of national ac- 
count sales for the AC spark 
plug division of General Motors. 

Steward, who has been super- 
visor of salaried personnel at AC, 
succeeds the late Sumner S. How- 
ard. Edgar H. Francois, manager 
of replacement sales, said the 
appointment is part of AC’s 
stepped-up sales and advertising 
campaign. In his new position, 
Steward will contact car factories 
and petroleum accounts for re- 
placement sales. 

* af * 
Pasma Directs Distribution 


For American Hammered 
William Pasma, former eastern 


| regional manager of the Sealed 
| Power replacement sales division 


of Sealed Power 
Corp., has been 
appointed distri- 
bution director of 
the American 
Hammered auto- 
motive replace- 
ment division. 
Pasma has been 
with Sealed 
Power since 1937, 
starting as zone 


' 4 manager in In- 
Wan Fem = Gianapolis. 
At the same time, William B. 


Banta, who has been with the 
company since 1943, was named 
advertising manager of American 
Hammered in addition to his duties 
as sales promotion manager. 

* * * 


Brown, Napier and Baker 


Promoted by U.S. Rubber 


Walter F. Brown, formerly north- 
central division manager for U.S. 
Rubber Co., has been promoted to 
assistant sales manager of the 
firm’s U.S. tires division, according 
to H. C. Oliver, sales manager of 
the division. Brown will make his 
headquarters in the New York gen- 
eral offices. 

J. A. Napier, who was district 
manager in Pittsburgh, has suc- 
ceeded Brown as north-central di- 
vision manager. J. S. Baker, for- 
merly assistant manager in Pitts- 
burgh, replaces Napier. W, L. An- 
derson was appointed Omaha dis- 
trict manager. 

* 7 * 


Clark Equipment Realigns 


Executive Assignments 
Executive realignments in the 

automotive and truck divisions of 

Clark Equipment Co., Buchanan, 





Cc. H. King R. H. Davies 


Mich., have been announced by 
George Spatta, president. 

Charles H. King, manufacturing 
vice-president, will have overall di- 
rection of the automotive division, 
while E. M. Schultheiss, automo- 
tive sales vice-president, has been 
named consultant to the president. 

Robert H. Davies, vice-president 
of truck production and engineer- 
ing, will be in charge of the indus- 
trial truck division. W. E. Schirm- 
er, formerly truck sales vice-pres- 
ident, will direct special projects 
involving management planning 
and market research. 
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A Fine Car and a Fine Dealer Organization 


have built 


A Reputation 


Whenever the talk turns to cars you hear 
good words for Pontiac. For over the years 
Pontiac has built an unsurpassed reputation for 
long, trouble-free, economical service. 


Because Pontiac owners are loyal owners, 
they influence their friends and neighbors to buy 
Pontiac. These new owners, in turn, remain fast 
friends of Pontiac because they discover that the 
good words they heard about this big, luxurious 
car are very true words. 





‘That Can't Be Beat! 





But there’s more to building a good reputation 
than merely building a car with Pontiac’s size 
and luxury at a cost next to the lowest. 


Behind a quality product there must be a 
quality dealer organization to sell it and to serv- 
ice it. Pontiac dealers have shown their ability to 
maintain the good will of their customers and; 
as a result, both Pontiac and its dealers have 
prospered from the soundest business asset of 
all—a good reputation, one that can’t be beat! 


DOLLAR FOR DOLLAR YOU CAN’T BEAT A 


PONTIAC 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 
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TURNINGS 


by 


John T. Benedict 


ea attending an open house | 
at the Detroit-Arsenal engi- 
neering laboratories, I was amazed 
to see the variety of vehicles nec- 
essary for the military forces. 

A total of no less than 50 types 
of motor vehicles, including tanks, 
is currently in use. Great strides 
of the Army in developing its 
“family of vehicles” concept pays 
off in across-the-board use of com- 
ponents in vehicles designed for 
widely differing functional pur- 
poses. 

Another impression was the 
surprising scope of engineering 
and development work possible 
within the relatively compact 
group of buildings. Credit for the 
overall plan of the engineering 
center goes to two committees. 
One was made up of top en- 
gineering executives from the au- 
tomotive industry, with K. T. Kel- 
ler as chairman. The other com- 
mittee consisted of military and 
civilian engineers of the Ordnance 
Corps. 

The results are plain to see. Even 


Savings in Resin 
May Expand Use 
Of Shell Molding 


CLEVELAND.—Increased use of 
the shell-molding process for auto- 
motive castings may be brought 
about by a -new process for pre- 
coating sand with Bakelite phenolic 
resins. 

Use of the shell-molding tech- 
nique previously had been ruled 
out for many parts because of rela- 
tively high unit casting cost arising 
partly from requirements for large 
quantities of expensive resins. 

Savings of up to 50 percent in 
resin content are claimed for the 
new process, which also is said to 
contribute to higher green strength 
in the mold and smoother casting 
surfaces. 

As developed by Bakelite Co., the 
process coats each sand particle 
with a thin layer of resin, and re- 
sults in a faster melt, flow and 
bond than conventional resin-sand 
mixtures. Coating the sand with 
resin in the molten state is made 
possible by the use of Bakelite 
phenolic resin BRQ-12244, which is 
produced in granular form and is 
nonheat-reactive. 

Characteristics of the resin are 
such that it does not experience 
undesirable hardening prior to the 
production heating cycle. A catalyst 
in aqueous solution, which is added 
after the sand is coated, brings 
about the reaction that hardens the 
resin to bond the sand layer in the 
shape of a casting mold. 





Testing Carburetors— 


This large bell jar of transparent plastic | 
is designed for testing carburetors at | 
the Ford Research and Engineering Center 
in Dearborn. By the action of vacuum 
pumps, the apparatus can simulate a| 
mountain's rarefied atmosphere or the 
seashore’s heavy air. Meters trace any 
operating peculiarity of the carburetor 
or ivel mixture under specified conditions. 














an observer who is familiar with 
the extensive engineering facilities 
of the automotive giants was im- 
pressed with the capacity of the 
arsenal for carrying an idea from 
inception through the many stages 
to preliminary component testing 
and prototype production. 
* * * 


Engineers Put 


Atom to Work 

rs sometimes difficult to dis- 
tinguish between scientist and 

engineer, now that the atomic age 

has dawned in automotive engi- 

neering research activities. A strik- 


ing example of .this was furnished | they thoughtfully apply a thin gold 













by a recent visit to the radioactive 
isotopes laboratory of the Ford 
engineering staff. 

In an ominous atmosphere of 
warning signs and locked doors, 
Art Smith and his crew of re- 
searchers are putting radioactive 
materials to work tagging parti- 
cles for engineering measure- 
ments. 

They’ve already begun to develop 
and use some of the most advanced 
techniques and test equipment to 
be seen anywhere in the country. 

One problem Smith doesn’t have 
is that of wearing out, or “using 


up,” his basic materials. He showed | ' 


me a typical silver plate coated 
with radium D that has a “half- 
life” of 22 years — which means 


that the plate will still have one-| 


half its original radioactivity 22 
years after it is purchased. 

Smith said that ordinary care 
will avoid even the most minor 
injuries from use of any indus- 
trial radioactive materials. But 
you have to understand your al- 
pha, beta and gamma particles 
to know what “ordinary care” 
means in handling the “hot” 
stuff 

In manufacturing the specimens, 


Kickoff ad — page and a half in The Saturday 
Evening Post — appears August 14. From then 
on Sparky will be plugging AC Spark Plug 
sales from coast to coast. Watch, but don’t 


wait. Get going with Sparky! 





Go: 


Smith at work... 


+ * * 


flash over the surface to “keep the 
| radioactive material from rubbing 
| off.” Who wants to rub it? 


Raised-Level Bus 
Steps Up Enjoyment 
luxe modern styling and ad- 


vanced engineering innovations of 
the new Scenicruiser, I can’t say 
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AC SPARK 


Aitmovuca I recognized the de- | 


that I fully appreciated the ac-' 


complishment of Greyhound anc 
GMC Truck & Coach until Ic 
ridden the bus. 

The subdued atmosphere of the 
upper deck, with its skylights 
and 360 degree vision, combines 
with height off the road to create 
a feeling of being transported 
by remote control. You are 
hardly conscious of the means 
of motivepower, and there is no 
driver in evidence. | 


In open country, the “floating” 
sensation adds to the pleasure of 


vistas seen from a height that af- 


cars coming and going beneath 


you are “in” the traffic stream, 
you are not “part” of it. 


Congratulations certainly are in 
order for Greyhound’s president, 
Orville Caeser; GMC executives 
and engineers, and all who contrib- 
uted to the development project. 
Personally, I look for the Sceni- 
cruiser to attract more than a few 
converts to bus travel. 


William Ullman, tops among Washington 
automotive newsmen, reports each week 
jon news affecting the auto industry in 
Automotive News. 





Look who's plugging 


Dealer to receive the next BIG 


PROMOTION KIT! 


PLUG 


fords unrestricted vision. In traf- 
fic, you may completely ignore 


you, gaining a feeling that while 









Be sure you’re registered as an AC 
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AC SPARK PLUGS ! 
rhy- the famous horse! 


Selling the ONE Spark Plug 
Engineered to the Tempo of Today 
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Has Orders Booked Ahead... 


Dealer Keeps Profit Pouring In 


By L. H, Houck 
Staff Correspondent 
ELDORADO, Kans.—This is for 
the hundreds of good auto dealers 
who are saying: “It’s not how 
much profit you’re going to make 
put how little can you lose.” 
Wesley Moore, owner of Wesley 
Moore Motor Co. (Oldsmobile-Cad- 
jllac), ig not only making a profit 
but he’s making a lot of it. 


Based on his factory statistics, 
he made a net profit of $234 per 
$1,000 on new cars in June when 
other dealers in his line were 
reporting losses. 

Moore, who does $700,000 a year, 
is sold out on Oldsmobiles until 
August and cannot deliver a new 
Cadillac until late in October. He 
has orders booked ahead for all 
that will be shipped. 

He has already sold several of 
the cars that will be traded in on 
the new cars that are to be de- 
livered between now and the first 
of the year. 

Moore’s profit chart on his 









Sparky gallops into the picture. . 
octane, modernized Sparky in tune with 
stepped-up fuels and high compression ratios! 
Yes, and that makes it a red-letter day for AC 
dealers and wholesalers everywhere! Of all the 
famous horses in history, one stands out — 
Sparky, the AC horse—the greatest AC salesman 


of them all! 


You'll see him everywhere. On the billboards 





used-car business also is interest- 
ing. The report for June shows 
that he made a het profit of $174 
per $1,000 on his used-car vol- 
ume, 

On the gross profit from the 
service department, Moore’s aver- 
age was $219, which was above the 
national average. 

Here is how he does it: 

First, he keeps down overhead. 





Dealer Sues to Recover 


$20,780 in Income Tax 


SEATTLE.—Kenneth B. Colman, 
Seattle auto dealer, and his wife 
have filed suit to recover $20,870 
which they assert was overpayment 
on income taxes. 

The suit contends that the In- 
ternal Revenue Service did not al- 
low the Colmans sufficient deduc- 
tions for business losses in 1947, ’48 
and ’49. The losses, the suit says, 
arose from Colman’s participation 
in Steel Enders, Inc., a defunct 
Seattle boat-building firm. 


He owns his own building. While 
it is not a chromium palace, it is 
a good building. Because he owns 
his own building does not mean 
that he does not charge its proper 
cost in his records. 

The service department is a com- 
pact unit ably manned, but not 
overstaffed. A steady flow of busi- 
ness keeps it busy. 





Moore admits that he is in a| Twin City Chrysler Dealers Team Up with Hoppy— 


During a 13-week Hopalong Cassidy TV show sponsored by the Chrysler dealers 
gional possibilities. There are four | of Minneapolis and St. Paul, two youngsters each week won a bicycle. At the end 
of the series, Hopalong was on hand to draw the winning card for the grand prize— 
Moore does most of his own/a 1954 Chrysler Windsor deluxe. Shown (from left) are Harold Barnett, Minneapolis; 
Oscar McGahey, St. Paul; William Hirsch sr., Minneapolis; Hopalong; R. J. Nolan, 
regional manager; Burt LeMire, South St. Paul, and A. K. McDonald, St. Paul. 


good location and has good re- 


oil refineries in the county. 


selling. 

“We do a good hard job of sell- 
ing,” Moore said, “and we try 
hard to build a repeat customer. 
After 16 years we have customers 
who come as far as 50 miles for 
a small service job and customers 
who have bought not only fourth 
and fifth cars but the 10th and 
12th cars.” 

More than half of his customers 
pay cash, Moore said, and he han- 








dles the credit financing on most| not have customers who can’t be 


of the balance. 


pleased,” Moore said. “We have a 


Moore lets it be known that he|few who cannot be completely 


will make the factory warranty on 
new cars good to the fullest de- 
gree and then go twice as far. No 
customer takes advantage of his 
willingness to do more for a cus- 
tomer than anyone else. 

“We don’t pretend that we do 








. a high- 


coast to coast. . 


_ 





. in national magazines... 
men’s magazines . .. farm publications . . . fleet 
magazines . . . bus and truck publications. He'll 
appear in point-of-sale material; and wherever 
you see him, you'll find a powerful selling 
message for AC Spark Plugs. 


AC is on the move — and leading the movement 


is Sparky. Get on the band wagon! Let Sparky 


help you to bigger-volume sales! 


CALLS FOR 


LIVELY PLUGS! 


GM 
‘seron 


AC SPARK PLUG DIVISION @ GENERAL MOTORS CORPORATION @ FLINT, MICHIGAN 





satisfied but we can come a lot 
nearer to doing it than anyone 
else and that’s probably why they 
stay with us.” 

Moore has always made a prof- 
it in used cars. His used cars 
are in demand throughout this 
part of Kansas and he never has 
an inventory problem. 

He runs his used-car department 
a little differently. 


No used car is ever sold until 
it has gone through the service 
department for a complete over- 
haul—engine, chassis, body. Every 
used car is sold with a guarantee 
that would make many used-car 
dealers see stars. Customer satis- 
faction is currently at least 98 per- 
cent plus, and used-car buyers re- 
peat and repeat. 

“Its a lot easier to get a cus- 
tomer and keep him than it is to 
have to get a new customer for 
every deal,” Moore said, “so we 
can afford to do a lot to keep the 
same customers buying from us 
and satisfied with our products.” 

Moore said he never makes a 
verbal statement that won’t stand 
up. As a result, he even sells cars 
by telephone. 


Willys’ Exports 
Climb 20 Pct. 
To New Peak 


TOLEDO.—Sales of Willys-Over- 
land Export Corp. soared to a rec- 
ord-breaking 22,954 cars and utility 
vehicles during the first six months 
of this year, nearly 20 percent above 
the same period in 1953. 


“Export sales during the first half 
of 1954 were 8 percent above the 
previous record of 21,187 vehicles 
for the same period set in 1952,” 
said Hickman Price jr., president of 
the export subsidiary. Some 19,185 
units were sold during the first half 
of 1953. 


With Willys export orders con- 
tinuing “very good,” Price predicted 
the company’s export shipments for 
1954 would top $50 million by “a 
considerable margin.” June _ ship- 
ments of 4,515 marked the fourth 
straight month export sales have 
risen above the 4,000-unit mark. 


“Nearly half of the vehicles 
shipped to foreign countries so far 
this year were assembled by local 
labor in the 15 locally controlled 
plants which now assemble Jeeps, 
station wagons, trucks, and passen- 
ger cars in 11 foreign countries,” 
Price said. Countries in which as- 
sembly plants are located include 
Mexico, Brazil, South Africa, Bel- 
gium, Holland, Indonesia, India, 
Japan, Australia) Denmark and 
France. , 


Price credited an intensive mer- 
chandising, sales promotion and ad- 
vertising campaign, including Jeep 
cavalcades now touring 25 countries, 
with a major role in the increase. 








Auto Reps Drop Plans 


For ASI Show Banquet 


NEW YORK.—The Automotive 
Affiliated Representatives has can- 
celed plans for a banquet in con- 
junction with ASI shows. 

Reason for the decision was that 
business functions and other com- 
mitments would interfere with the 
banquet. 
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Southern L-M Officials Meet in Atlanta— 

Future sales plans were discussed at a meeting in Atlanta of southern region 
Lincoln-Mercury officials. Seated (from left) are W. L. Brenner, Memphis district man- 
eger; W. D. Woods, Houston district manager; T. C. Smith, national business manage- 
ment manager; W. A. Toms, southern regional manager; J. H. Shiner, Jacksonville 
district manager; J. F. Giles jr., Dallas district manager, and G. H. Schricker, Atlanta 
district sales manager. Standing: F. M. Castellow, Atlanta district special representa- 
tive; A. W. Luster, Atlanta assistant district sales manager; L. B. Newman jr., Atlanta 
business management manager; W. A. Hanke, southern regional administrative assist- 
ant; J. M. Lang, Houston special representative; J. C. Gates, southern regional sales 
promotion manager; E. L. Musselman, Memphis special representative; C. E. Miller, 
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With the Staff... 
ALONG DETROIT'S AUTO ROW 


Wally Auch, Chrysler-Plymouth 
dealer in suburban Van Dyke, 
Mich., leans heavily toward con- 
tests to stimulate interest among 
his salesmen. 

He doesn’t, however, feel too 
strongly toward monetary gifts as 
prizes. 

“Some type of personal gift al- 
ways creates more interest,” he 
says. “For instance, in one of our 
contests I gave the winner a fra- 
ternal ring he had long wanted. 

“If you give them something 
personal, they can wear it and 
tell their friends about it. It’s 
a constant reminder of a job well 
done. If they get money, they 
spend it and its value is soon 
forgotten.” 

One such contest that Auch ran 
was as follows: 

Each salesman was given a sales 
quota for the month. After that 





man received 2,000 points for each 
Plymouth delivered; 3,000 for each 
six-cylinder Chrysler; 4,000 points 
for each eight-cylinder Chrysler; 
500 points for the sale of each 
used car under $800; 1,000 points 
for each used car from $800 to 
$1,200, and 1,500 for each used car 
over $1,200. 

In order to keep interest at a 
high pitch throughout the con- 
test, Auch held “stimulator meet- 
ings” each Monday morning, and 
10-minute refresher sessions on 
other mornings. In addition, a 
breakfast or dinner meeting was 
held during the month. 

One thing Auch requires of his 
salesmen is that they go about 
their car-selling business with a 
“professional attitude.” 


“Anyone can get a job,” says 
Auch, “but if you don’t go about 
your business in a professional way 





Dallas special representative, and J. C. Clennan, Jacksonville special representative. | quota had been reached, the sales- | 








1 icin 


P WORRYING about wrin- 
=~ 1 Refinish with R-M Permax 


Utomotive Enamel plus R-M’s 


great new Enamel Reducer, 


-30 ER-59) . . - the pe 
(5-3 nation for ALL-WEATHER 


CONTROL! 


2 


10 to 15 mi wend 


GET A DUST-FREE SURFACE in 


for more paint 


jobs per day and more p 


per day! 


3 


compressor 


Permax 4a 


USE ONLY 40 TO 


£. Save 
AIR eoneagne te and re- 


45 POUNDS 
wear on 


int waste from over- 


— Onl 
SOY ay needed for the 


two quarts of 


average overall paint job! 


SHED-MASON COMPANY 





ee 


a 


mS 
@r gg 
a A. 
\ eS 


od 


| Sho 





in this trade, you won’t be around 
long.” 
+ * * 


Youth Movement 


Schultz Motors, Inc. (DeSoto- 
Plymouth), new dealership in sub- 
urban Birmingham, has blanketed 
its neighborhood with 6,000 pamph- 
lets soliciting “junior salesmen.” 

The dealership promises a free 
bicycle to any boy or girl who 
registers at the showroom and then 
brings in a prospect who buys a 


car. 
+ + * 


Shutdown Irks Dealer 


Although several Chrysler Corp. 
dealers welcome the company’s 
planned shutdown for new-model 
changeovers, at least one reports 
that the program has hurt his 
sales. 

“A good percentage of our bus- 
iness is with corporation em- 
ployes,” he says, “and the shut- 
down has made a lot of them 
change their minds about buying 
@ new car. 

“IT alone lost seven deals last 
week because people decided to 
hold onto their money and see what 
happens.” 


p Budget Plan 
Reported Reaping 
Record Sales 


CHAMPAIGN, Ill. — Local sales 
| of automotive parts and accessories 
have skyrocketed to unprecedented 
heights as a result of the CAS Bud- 
get Plan, according to Robert F. 
Grubb, general manager of Certi- 


fied Automotive Service, Inc., 111 
N. Market St. 
More than 20,000 automotive 


dealers and servicemen and nearly 
2,000 parts jobbers are now using 
the CAS plan, selling repair work, 
| parts and accessories on a time- 
| payment basis, Grubb said. Indi- 
vidual jobbers are reporting in- 
creased business ranging up to 
| $25,000 monthly, he said. 
| The plan is operating in approx- 
imately 200 cities in 47 states, 
Hawaii and Canada. he declared. 
and an estimated 100 additional 
cities and towns are in the process 
of organizing local CAS groups. 
The success of CAS in Ogden, 
Utah, is typical of results in cities 
where the budget plan is properly 
organized and aggressively pro- 
moted, Grubb said. In Ogden, CAS 
business rose from $8,652 in Febru- 
ary to $19,991 in May, he said. 


Switch to White 
. Yellow Owners’ 2nd Choice, 


Buick Reports 


FLINT.—Arctic white is the most 
popular color in the Buick line this 
year, with condor yellow running 
second, according to Albert H. Bel- 
fie, general sales manager. 

Black has dropped to fifth place 
nationally but still ranks the top 
choice in the east, Belfie said. Third 
place goes to willow green with 

| Malibu blue as the fourth choice. 

| Nine percent of all 1954 cars built 
| by Buick up to July 1 carried white 
| as the basic body color, Belfie said. 

White is the overwhelming choice 
of customers in the southwest, run- 
ning More than 24 percent at the 
Arlington (Tex.) B-O-P plant and 
13 percent at Southgate, Calif. 

About 12 percent of all cars as- 
sembled at Linden, N. J., and Fram- 
ingham, Mass., were painted black 
and only 5 percent were white. Less 
than 4 percent of output at those 

|two plants were painted condor 
| yellow, Belfie said. 


Joseph Sports-Car Exhibit 
Shows Products of 5 Nations 


Oliver C. Joseph, Inc. (Dodge- 
Plymouth), Belleville, Ill., has held 
an all-day sports car show at which 
24 cars from five countries were 
exhibited. 

Sponsored by the Sports Car Club 
of America, films of road races in 
France, Italy and Mexico were 
also shown. 
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On the Financial Front 





Inland Steel Co. has reported 
»ecord-breaking first-half net in- 
come of $19,417,669, compared with 
$15,677,521 in the first half of 1953. 
The previous record of $18,228,446 
was set in the first half of 1950. 

High second-quarter operations 
lifted the first-half production fig- 
ure to 2,316,045 tons, which ex- 
ceeded the previous record of 2,- 
298,605 tons set in the second half 


of 1953. 
However, Clarence B. Randall, 
chairman, and Joseph L. Block, 


president, said it was difficult to 
forecast future operations because 
buyers no longer were ordering 
steel in advance of needs. 

* * * 
Monarch Machine Tool Posts 
| Earnings Rise in First Half 
; Net earnings of Monarch Ma- 
chine Tool Co., Sidney, O., for the 
first half of 1954, rose to $994,300 
on shipments of $13,033,670. In the 
first half of last year, net earnings 
totaled $944,978 on shipments of 
$16,136,351. 

Second - quarter 1954 shipments 
were $6,158,870, compared with $6,- 
874,800 for the first quarter of 1954, 
and $9,450,187 for the second quar- 
ter of 1953. 

In the repo'rt to shareholders, | 
Jerome A, Raterman, president, 
stated, “It has been obvious for 
many months that the rush buying 
for defense needs is now past. Our 
backlog of orders is approaching a 
normal amount and cancellations 
are practically non-existent. Busi- 
ness continues to be received at a 
level well above pre-Kores Be. 


Eaton Sects Show Dip; 


Prewar Output Pattern Back 


Earnings of Eaton Mfg. Co. and 
subsidiaries for the first six months 
totaled $5,206,031, as against $5,- 
498,022 in the corresponding period 
of 1953. Net sales were $91,538,158, 
compared with $108,963,298. 

C. I. Ochs, chairman, stated that | 
third-quarter output would be re- 
duced substantially as a result of 
vacations for factory employes and 
shutdowns for model changes. 

This is in line with the prewar 
pattern for hte automotive parts 
industry, he said, adding that a 
decided upturn in production was 
expected later in the year. 

= * + 


General Tire Sales Climb; 


Net Dips to $3,297,747 

A record net sales of $96,619,965 
was attained by General Tire & 
Rubber Co. and its subsidiaries for 
the six months ended May 31, Wil- | 
liam O’Neil, president, announced. 

Profits in the period totaled $3,- 
297,747. In the same period of last 
year, sales totaled $95,925,458 and | 
profits were $3,482,749. | 

* * * 


—_— 








Westinghouse Reports 


Record Sales, Income 


Record sales in the first half of 
1954 increased net income of West- 
inghouse Electric Corp. 27 percent 
over the first six months of 1953, 
President Gwilym A. Price reported 
last week. 

Net sales were $811,709,000, com- 
pared with $780,489,000 for the first 
half of 1953. Net income of $45,- 
359,000 in the first half of 1954 also 
set a record for the period. It com- 
pared with net income of $35,660,- 
000 in the similar period of last 
year. 








* * * 


U. S. Rubber’s Profit 


Steady at $14,442,587 


Net profit of United States Rub- | 
ber Co. was $14,442,587 for the first | 
six months of 1954, according to the | 
midyear report to stockholders. 

Profit was approximately the 
same as the $14,440,347 shown dur- 
ing the first six months of 1953. 
Sales were $392,575,337 or 13.5 per- | 
cent below the record $453,870,165 | 
set during the corresponding period 
in 1953. Profit as a percent of sales 
was 3.7 percent, compared with 3.2 
percent in the first half of 1953. | 

7 2 * | 


Commercial Solvents Reports | 


Sales, Earnings Increase 


Commercial Solvents Corp. has 
reported sales totaling $23,769,206 





for the first six months of this year, 
an increase over the $21,919,498 re- 
corded during the same period of 
1953. Net earnings for the same 
period this year were $1,259,642, 
compared with $1,023,148 last year. 

Sales for the quarter ended June 
30 totaled $11,779,824, as compared 
with $11,044,227 for the second 
quarter of 1953. Net earnings over 
the same period this year totaled 
$633,008, compared with $523,213 
during the second quarter of 1953. 

* : * 


Pittsburgh Plate Business 


Declines in First Half 


Pittsburgh Plate Glass Co.’s sales 
for the first six months were $202,- 
232,105, approximately 13 percent 


below sales of $232,658,635 during 
the first half of 1953, the company 


has reported. 
Net income for the six-month pe- 


riod ended June 30 amounted to 


$16,908,172, compared with $20,767,- 
178 last year. 


$104,105,385, compared with $119,- 
494,900 reported for the second 
quarter of 1953. Net income for the 
second quarter was $9,728,194, com- 
pared with $11,196,144 in 1953. 


Federal-Mogul Reports 


$1,674,000 Net Profit 


Federal-Mogul Corp. has report- 
ed that its net sales for the six 
months ended June 30, 1954, totaled 
$18,576,543. These included sales of 
its Bearings Co. of America divi- 
sion, which was acquired Dec. 31, 
1953. 


Net earnings for the same period, 
including earnings of the Bearings 
Co., were $1,675,411. 

In the corresponding period of 
1953, Federal-Mogul’s net sales were 
$18,192,790, and earnings totaled 
$1,404,999. 


* * ” 


Electric Auto-Lite Reports 


|Lower Sales, Earnings 


Consolidated net sales of Electric 
Auto-Lite Co. 
months totaled $96,755,281, com- 
pared with $154,136,441 in the first 
| half of 1953, according to James P. 

Falvey, president. 


for the first six) 


098, compared with $5,719,745 for 
the corresponding 1953 period. 
* * * 


| 
Lunn Sales Set Record, _ | 
Profits Total $272,000 
Sales of Lunn Laminates, Inc.,|_ 
for the year ended Apr. 30 reached | 
a record $3,544,000, compared with 
$1,393,000 for the preceding year. 
Net income before taxes was| | 
$272,000, compared with $28,000 in 
the preceding year. 
* * 


Clevite Corp. Reports Drop 


In Sales, Earnings 


Clevite Corp., Cleveland, has 
announced net sales and revenues 
of $32,002,074 in the first half of 
1954, and net profit of $1,646,758, 
equal to 84 cents per share of 
common stock. In the first half 
of last year, sales and other rev- 
enues were $37,685,558, and net 
profit was $2,015,419, or $1.04 a 
share. 

Sales of bearings and bushings 
were affected by reduced produc- 
tion of many makes of cars and 
trucks, said James L. Myers, pres- 
ident and chairman, although 





Transport Tire— 


A new Firestone truck tire, B-112, has 
a rib-type thread and tension-dried cord 
for increased traction and greater strength, 


Sales for the second quarter were ' 





Net earnings amounted to $776,- 


gales for automotive replacement according to the company. It is manu- 
use increased during the first | factured in sizes 6:00 by 16 through 
half. 10:00 by 22. 








Success Story 


of Three Ford Dealers 


with CARLIFE GUARANTY 





~ LOGAN “MOT R COMPANY USED CAR L 


Logan Motors Ups Used Car 
Sales without Price Cutting 


Mr. John S. Norris, General Manager of Logan Motor Company, 
Washington, D. C. writes, “In all our used car advertising, we play 
up the 10,000 mile, one year Carlife Guaranty. This guaranty has 
created interest, helped bring customers in and served our sales- 
men... to help close deals on used cars without cutting price!” 





How does Logan Motor Company do it? Mr. Norris says, “Over 
the past 4 years, we have been constant users of Carlife Guaranty 
on both new and used cars. Our policy is that if the used car cannot 
be guaranteed and meet our specifications, we wholesale that car.” 


The results of this policy? Used car prospects buy with confidence. 
They eliminate the gamble on a car’s mechanical condition, and 
are more than willing to pay top dollar for this all-important benefit. 


NINE OUT OF 
TEN CUSTOMERS 
BUY CARLIFE 


Successful Rhode Island Ford 
dealer, John Dunne, President 
of Dunne Motors, says, ““Many 
people who bought it for the 
first time back in 1950, ’51 and 
*52 are again taking delivery of new cars and demanding Carlife. 
Right now about 9 out of 10 of our néw car customers are buying 
Carlife. (Note the emphasis on the word ‘buying.’ Car owners buy 
it—there’s little selling to do.)” 


LtoR: Bill Brunneti, 
ice Manager, 
Dave Cashman, 
Sales Manager, 
Joh Dunne, 
President. 






“If Carlife wasn’t good for the customer, or for us, we’d steer clear 
of it,” states Mr. Dunne. “It’s good for the customer, because it 
brings him back to our service station regularly. It’s good for us 
because it keeps our customers close to us and gets them into the 
habit of coming home for service.’” 


Fill out the coupon or clip to your letterhead. We'll send full 
particulars about how you, too, can use this amazing plan 
to increase your profits. Naturally, there is no obligation! 


Here is what Carlife Guaranty did for these dealers: 
1. Increased used car business 
2. Increased service absorption 
3. Increased percentage of new and used car customers re- 
turning to the deolership for service. 


And, Carlife Guaranty did this during a period of 
tough selling. No doubt about it—Carlife supplied 
the extra plus these aggressive dealers wanted. 


Their success story is of vital importance to you. 
Everyone knows 1954 is a year of hard sell in dealer- 
ships across the country. It is the aggressive dealer 
with the most to offer who gets the lion’s share. 
That’s why we want you to read these testimonials 
carefully, then mail the coupon for ail the facts! 





SERVICE MANAGER “CHUCK” PARILLO OF GOSSETT-AMES 
FORD, EXPLAINING CARLIFE GUARANTY TO CUSTOMER 


California Dealer: 


“100% SERVICE ABSORPTION 
BY END OF 1954!” 


Wayne Gossett, of Gossett-Ames Ford dealership, 
Studio City, California writes, ‘Before taking Carlife 
in 1951, our Service Absorption was 57.7%. The 1953 
average was 81.3%. We expect to reach 100% Service 
Absorption by the end of 1954! Lubrication hes shown 
an increase of over 75% during the same period!” 


Yes, Carlife Guaranty certainly pays off for Gossett- 
Ames. But there’s more to the story. Gossett’s letter 
goes on, “We knew the average Ford would travel far 
more than 25,000 miles without a major repair bill. 
However, we felt many services and adjustments 
charged to Carlife might eat up the bulk of the $20.00 
per car placed in the Carlife reserve fund. Yet in spite 
of a most liberal Service Policy, Carlife has shown 
over a 50% profit.” 


Gossett-Ames also finds their’Carlife Guaranty is a real 
closer on new car sales, as well as increasing value 
of trade-ins. 


The CARLIFE GUARANTY COMPANY 
16501 Wyoming, Detroit 21, Michigan 
Telephone Diamond 1-2388 
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| Tell us, without cost or obligation, all about the 
| Carlife Profit Story: 
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Address. 


City Zone__State. 
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“STAGE SHOW” featuring the incom- 
parable music of Tommy and Jimmy 
Dorsey, plus headline stars of stage 
and screen, brings the Nash story to 
10,000,000 viewers every Saturday night 
at 8:00 P.M. (EDST) on the CBS-TV 
network. This great television present- 
ation spearheads Nash advertising for 
the summer months . . . keeps dealers 
in the public eye. 
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AS AN EXAMPLE of the kind of newspaper 
advertising support Nash dealers enjoy, 
these “Challenge Deal” ads are appearing 
every week during July, August and Sep- 
tember in dealer points across the country. 










WINDOW DISPLAY materials, handout pieces, 
° mailers, demonstrator ““Mystiks” are among the 
factory-prepared promotional aids that will 
help put Nash dealerships “front and center” 
on the local stage during the next three months. 













E ping able to sell a completely air-conditioned car for only 
, fttory-delivered price, including all Federal Taxes! That’s the 
mpetitive position of Nash dealers today. With the world’s 
e year-round car Air Conditioning system priced hun- 
ars less than any other . . . with the broadest line of cars 
At... with more exclusive sale features including, among 
wi, Beds and Airliner Reclining Seats — no wonder that Nash 
ihallenge them all! 








is helping dealers sell locally these ahead-of-the-time 
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Get ALL THE FACTS in 30 Minutes 


The complete story of the profit opportunities that can be yours with Nash 
is contained in a new, factual presentation, entitled —“A NEW GROUND- 
fLOOR OPPORTUNITY IN THE AUTOMOBILE INDUSTRY FOR YOU.” 


You get all the facts in just thirty minutes. It could well be the most profit- 


allenge them all 
Beat this 
for effective 
ealer Support ! 





Advanced product developments supported by sound merchandising 
are further proof of sales-minded Nash policies realistically geared to 
dealer needs. They are among the reasons why so many progressive busi- 
nessmen in all sections of the United States see new opportunities for 
growth and progress in the Nash Dealer Franchise. 


Currently, Nash franchises are available in some select markets with 
attractive profit potentials. If you would like to share in the rewards of 
present and future developments of American Motors Corporation — 
a new and vital force in the automotive industry — and, at the same 
time, enjoy a pleasant, profitable business relationship with unusually 
attractive growth possibilities, we invite you to get in touch with us. 
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Dealer 


Paul Seifert, president of Seifert 
Pontiac-Cadillac, Inc., Denver, has 
“me | purchased the interest of Arch 

.. | Warder in the firm. The firm will 

=| continue under its present name. 

John Hunter, who has been in 
the automotive field for 14 years, 
is general sales manager; Bob 
Solomon is used-car manager; Lee 
Hume is parts manager; Harry 
Traudt is office manager, and Al 
Kunde is service manager. 


+ = + 
Elliot Buys Buick Deal 

Elliot Buick, Inc., headed by 
Jim Elliot, is a new dealership 
in Salem, Va. It succeeds Kasey 
Buick, Inc. Elliot, formerly was 
used-car manager of the Wil- 
liamson Road branch of Johnson- 
McReynolds Chevrolet Corp. 


State Motors Sets Mark, 
Hailed by L-M Official 
Chalking up a_recordbreaking 


sales volume during June, State 
Motors, Inc. (Lincoln-Mercury), 





Goldner Returns to Packard— 


Albert Goldner, long-time Packard dealer in Wilmington, Del., who last year 
switched to Studebaker, now deals in both. His used-car lot is across the street from 
his showroom and service facilities. Union Park Motors (Pontiac) has taken over 
Goldner’s former facilities at Lancaster Ave. and Scott St. 








Wondering how new-car and truck production ‘and sales are making out? AUTOMO- 
NEWS gives you the entire story every week throughout the year. 


\ 
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UNIQUE 


1954 


Doings 





Manchester, N.H., received con- 
gratulations from J. B. Abely, Lin- 
coln-Mercury regional director in 
Boston. 

“Your efforts during June helped 
the Boston district break June sales 
records,” Abely wired. 


* * * 


Pasadena Dealers Elect 


Wegge as President 


Jd. Robert Wegge has been 
elected president of the Pasadena 
Motor Car Dealers Assn. 

Jack Hoehn was chosen vice- 
president, and Dan Clay, secre- 
tary-treasurer. Directors are Dick 
Fox, Willard Karl, Herb Renfree 
and A. M. Hannifin, who is the 
retiring president. 

* * 


Abramson Adds Another Deal 


To DeSoto-Plymouth Firm 
William B. Abramson has pur- 
chased Butcher Auto Sales (De- 
Soto-Plymouth), Clearwater, Fla., 
from George W. Butcher. 
Abramson, who also owns Lake- 


= 
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Only Delco Auto Radio 
with Signal-Seeking Tuner selects programs 


electronically and automatically ! 


f/f 


/ 


Twisting knobs or watching dials is not 


necessary with Delco Radio’s Signal-Seeking 


Tuner. Just a finger touch on 


the selector bar 


brings in the desired station, tuned to hair- 


performance. It gives added 
there is never a need to shift 


finest cars. Ask your car 





DELCO RADIO 


DIVISION OF GENERAL MOTORS 


line perfection. Another touch on the selector 
bar and the next station within range is auto- 
matically brought in with pinpoint accuracy. 
This remarkable Delco Radio electronic 
feature sets a new standard in auto radio 


safety, too, for 
eyes from road 


to radio when selecting a new station. A Gen- 
eral Motors development, the unique Signal- 
Seeking Tuner is made exclusively by Delco 
Radio. Now available on some of America’s 


manufacturer. 


KOKOMO, INDIANA 


land Motors, Inc. (DeSoto-Plym- 
outh), Lakeland, Fla., will operate 
his new dealership under the name 
of Courtesy Motors, Inc. 

+ * » 


Zone Four Chevrolet Dealers 


Hand Reins to Raduenz 


Arthur F. Raduenz, of Still- 
water, Minn., has been elected 
president of the Zone Four Chev- 
rolet Dealers Assn. (Minneapolis 
zone.) Raduenz, who owns Still- 
water Motor Co., succeeds M. G. 
Skyberg, of Skyberg Chevrolet- 
Buick Co., Canton, S. D. 

Other officers elected were Jo- 
seph D. Flaherty, Elk River, 
Minn., vice-president, and Les R. 
Knudsen, Albert Lea, Minn., sec- 
retary-treasurer. 


Ballot Fight 
New Hampshire Dealers 


Election Foes 


Two dealers will battle it out in 
Laconia, N. H., for the Republican 
nomination for Belknap County 
commissioner. 

The incumbent, Walter A. Wood- 
ward, a member of the New Hamp- 
shire Automobile Dealers’ Assn., is 
seeking re-election. 

He is opposed by William I. 
Stafford, Buick dealer and former 
ees of the Laconia City Coun- 
cil. 

+ as * 


_Oldtime Dealer Belt Retires; 
| Trio Takes His Place in Ohio 


O. C. Belt has retired as presi- 
dent of Packard Columbus, Inc., 
Columbus, O. His interest in the 
firm has been acquired by E. C. 
Krieger; his son, George Krieger, 
and J. O. McDonald. 

Belt started in the auto busi- 
ness in 1910 as a distributor of 
Franklin cars and was one of 
the founders of the Ohio Auto- 
mobile Dealers Assn. He had 
operated the Packard dealership 
since 1937. 


* + * 


New, Ancient Cars Enliven 
|Rochester (N. H.) Parade 


Farmer's Garage (Chevrolet), 
Rochester, N. H., had a Corvette in 
a parade featuring both new and 
fancient cars, in celebration of a 
“Century of Progress Days.” 
| Towle’s Garage, participated with 
a 1929 Cadillac. 

Special awards were given to 
Granville Watson, president of the 
Profile Auto League, and Joseph 
Harvey, of Nottingham, owner of 
the oldest vehicle entered in a con- 
test—a 1905 Sears. 

* * 


* 


| Louis Rose Consolidates 


Its 6 Outlets into One 


Louis Rose Co. (DeSoto-Plym- 
| outh), which until last year had 
six dealerships in the Detroit 
| Grea, now has one. The consoli- 

dation was completed recently 

with the closing of the Highland 

Park outlet. 
Jack Rose is president and 
| general manager of the company, 
which also is the largest MoPar 
distributor in Michigan. 

. * * 
Dilley Sells Building 

W. B. Dilley, operator of Dilley 
Nash Sales, Ironton, O., has sold 
his building to Jack Wolfe. Dilley 


reportedly will enter the used-car 
| business. 


| 


* * s 
Dixon Named Budget Chief 


Of Los Angeles Group 


The Los Angeles Motor Car 
Dealers Assn. has appointed Clar- 
| ence Dixon, Hollywood Cadillac 
| dealer, as chairman of its budget 
| committee for 1954-565. 

Other members of the commit- 
| tee are: Hamlin W. Nerney, Ted 
| Wessen, and Irvin Kaiser. Wes- 
| sen also is chairman of the ad- 
| vertising committee. Other com- 
| mittee members are Ray D. Wil- 
| son, Spencer T. Honig, Irvin 

Kaiser, Dan R. Ashcraft and Pat 


Nerney. 
* * @ 


Gresham Gets L-M Deal 


| Bill Gresham Motors, Inc., Spar- 
| tanburg, S. C., a new firm headed 
|by W. W. Gresham, Easley, has 
| been appointed a Lincoln-Mercury 

dealer. The dealership occupies the 
| building at 174 S. Church St., which 
|} was vacated by Eddie Gaines, 
| Studebaker dealer. 
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genuine | 
gives the most value! 


Your best way of meeting increased competition is to give customers more 
for their automobile dollar. Genuine leather upholstery 
is certainly one of the most dramatic, sellable ways 
of giving them greater value. Its beauty, comfort, and style 
are recognized factors, with immediate sales appeal. 
More important, still, is the fact that genuine leather out-performs 
the next-best upholstery material by far. Tests by a famous impartial laboratory 
prove that leather is 77% more rugged, 151% stronger along stitch lines under a 
bouncing load, 10% less likely to scuff under the shoes of children, 
and “‘significantly more durable to rubbing”. Besides, leather 
is the easiest material to care for, it actually improves with use, 
and it adds to trade-in worth. You can add value with genuine leather upholstery! 


THE UPHOLSTERY CEATHER GROCE, INC. 


New York Office: 141 East 44th Street, New York 17. + Detroit Office: 199 Pierce Street, Birmingham, Mich. 
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By Leo T. Parker 
Attorney at Law 

N ILLINOIS finance man has 
written to me in effect as fol- 
lows: “What happens to our equity 
in an automobile on which we hold 
a conditional sale contract when 
the driver of the car purchases a 
new motor on a conditional sales 
contract from a garage without our 

knowledge or permission? 

“After the sale has-been made 
the seller of the motor notifies us. 
Whose lien has priority in case of 
repossession ?” 

My answer is: Your legal rights, 
in my opinion, are simple. If you 
do not have your conditional con- 
tract recorded, you have no prior 
lien. 

In other words, you will have a 
prior lien if you properly recorded 
your conditional contract of sale, 
otherwise to have prior rights cial 


of the garage organization knew 














Lawsuits Affecting Dealers... 
Court Decisions 


that your contract existed and was 


in effect. 
+ * * 


Note Prior Lien 


UITE obviously, as soon as a 
notification is received from the 
garage, the holder of the condi- 
tional contract should write direct- 
ing the garage owner’s attention to 
his prior lien on the automobile. 
The general rule of law is that 
the holder of a recorded chattel 
mortgage or conditional contract 
on an automobile has a lien su- 
perior to one who repairs the ve- 
hicle in any county or state in 
the United States. 

See Lincoln Trust Co. v. Netter, 
253 S. W. (2d) 260. Here the testi- 
mony showed that a conditional 
sales contract was properly record- 
ed in the county clerk’s office. Some- 
time later the purchaser took the 


automobile to a garage and had) 
lien you must prove that an official | repairs made to the extent of $384. | 


The testimony showed that the 








garage owner installed a motor 
block, generator, carburetor and 
radiator in the automobile. Although 
the garage is situated in a county 
different from the county in which 
the conditional contract was re- 
corded, the higher court held the 
garage owner’s lien secondary. 
This court said: “It is also well 
settled that a duly recorded chattel 
mortgage on a motor vehicle is su- 
perior to subsequent statutory lien 


for labor and accessories.” 
* +” * 


Lease Liability 


A follows: “I sell trucks as well 
as passenger automobiles. The ques- 
tion has arisen very often in the 
past as to how one who leases a 
motor truck and its driver can 
avoid paying Social Security, in- 
surance under the State Workmen’s 
Compensation Act and liability for 
damages caused by drivers of the 
leased trucks. Can you supply this 
legal information?” 


See Johnson v. Royal Indem- 
nity Co., 206 Fed. (2d) 561. The 
facts of this case are that a 
contractor had a contract to fur- 
nish materials for construction of 
a highway. This material was to 


NEW YORK dealer wrote, as | im 








“Say when!” 





be dumped in locations desig- 
nated by the highway officials. 
The contractor owned no trucks, 
but by the arrangements with the 
owners of different trucks to de- 
liver the materials at the price of 
$1 per yard for the first 4 miles. 
Some days the contractor had 10 
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| sentative 
| Minneapolis and 
| Kansas City sales 
| areas. In 1935, he 


trucks hauling material and other 
days 40 trucks were on the job. 

One day a truck driver, named 
James, had an accident causing in- 
jury to the occupant of a car who 
was named Johnson. He sued the 
contractor to recover damages. 

* * * 


Two Parties Liable 


URING the trial the court re- 

ceived testimony that the con- 
tractor did not own the truck that 
injured Johnson, and further that 
the driver of the truck wos not paid 
wages by the contractor. 

The higher court held that 
Johnson may sue the contractor, 
and the owner of the truck and 
he may recover damages from 
either of these parties depending 
upon the future testimony as to 
whose negligence caused John- 
son’s injuries, and whether the 
truck driver was an employe or 
independent contractor. 


This court indicated that since 
the contractor did not own the 
truck, and paid the driver no wages 
but paid per load for materials de- 
livered on the highway job, the 
driver was an independent con- 
tractor and not an employe. 

Under these circumstances the 
contractor who leased the truck 
cannot be held liable to Johnson. 
Moreover, since the truck drivers 
of the leased truck are not legal 
employes, the contractor need not 
pay Social Security or compensa- 
tion insurance on them. 


Mistrial Declared 
In Tax Case of 


Ex-Ford Oficial 


ST. LOUIS. — The jury hearing 
the income -tax-evasion trial of 
Charles A. Mills. sr., former Ford 
district manager, was dismissed 
and a mistrial declared when an 
elderly juror said he was physical- 
ly unable to continue deliberations. 

The juror made his statement 
after the jury twice failed to reach 
a verdict. 

Mill’s. attorney, Ted Bollinger, 
said the action constituted a vic- 
tory for the defendant. The case 
will not be tried again in this term 
of court. 

Mills was charged with evading 
$13,111 in income taxes in 1948-50. 
It was alleged that he had received 
profits which he did not report for 
buying and selling cars and that he 
received payoffs from certain deal- 
ers for supplying them with more 
than their regular allotment of 
automobiles. 

Bollinger argued that some of the 
payments were gifts, were nontax- 
able and therefore deductible, that 
Mills did not handle all the cars 
the Government contended and 
that many he did handle gained 
him no profit. 

Ford Dealer Barrett Weber had 
testified earlier that he had given a 
1951 Ford convertible to Charles A. 
Mills jr., the defendant’s son, on 
Nov. 29, 1950, shortly after he was 
notified by Mills that his allotment 
of new cars would be cut in half. 
He said he subsequently did not re- 
ceive a substantial reduction. 


|Hudson Promotes 


Milton in Sales 


DETROIT. — Appointment of 
Walter S. Milton as assistant sales 
manager of Hudson has been an- 
nounced by N. K. 
VanDerzee, sales 
vice-president. 

Milton joined 
Hudson in 1932 as 
a special repre- 
in the 


| was appointed 
manager of the 
St. Louis zone, a 
| post he held until 


Walter S. Milton 


| 1944 when he was named divisional 


sales manager of the south central 


| division. 


He became director of service in 
1947. In addition to his duties as 
assistant sales manager, Milton will 
continue supervision of parts and 
service operations. 


Penniman Retires 
Walter J. Penniman, owner of 


Penniman J-C Motors (Ford), 
Crawfordville, Ga., has retired. 
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| ers more than four years “yuh 


bin readin’ what I call, my 
‘weekly advice to young men’.” 
Now, one of my bright correspond- 
ents writes, “It ain’t the young 
bucks who need your advice. They 
are satisfied they know too much 
already. It’s those doddering old 
boys who begin to worry about age 
when they are around 35... 
sneakin’ up on 40, wonderin’ how 
they will look in a ‘toupee’... and 
whether the modern girls will get a 
thrill and want to whistle as they 
pass by.” 

So (swiping the first words the 
famous John H. Patterson, of the 
National Cash Register, always 
used when he gave advice to sales- 
men... “Now! Now! Now! Lissen 
carefully.”’) 


My correspondent certainly 
came to the right guy to get the 
“lowdown.” Wasn’t I the cocky 
young “bucko” ... or the “poor © 
sucker” who had kidded himself 
into believing that he “knew all 
about women” . . . wore Brooks 
clothes as a social necessity ... 
over-tipped waiters to inflate his 
own ego... always spoke lightly, 
but knowingly, of “money” as if it 
were a sort of necessary nuisance 
. . - Ah, those were the days of 
my blissful ignorance. 

But now, strutting alertly along 
in my early seventies . . . looking 
blithely ahead to the wise age of 
80 ...I find myself chuckling over 
the instructive experiences I have 
known. 

Take, for instance, that matter of 
growing bald. That started with me 
when I was 23, working in a news- 
paper city room, imitating old tim- 
ers always with my hat on my 
head ... at a rakish, devil-may- 
care, angle. That bothered me at 
first . . . I missed that cute Irish 
curl over my forehead. Then I paid 
10 bucks to a hair specialist who 


told me that nothing could be done 


about it. 
* + *~ 


‘youn I began to grow popular | 


with young women, They told 


me I looked so “distinguished” .. . | 
so much more “experienced,” be- | 


sides I had such a “good profile.” 


Transport Called 
Key to Progress 


In South America 


TOLEDO.—tTransportation is the 
key to South America’s future eco- 
nomic expansion, according to a 
Colombian engineer visiting Toledo. 

“Although many new highways 
are being built, there are still many 
places that are almost inaccessible,” 
explained Adolf F. O. Abendroth, 
chief engineer for a Medellin bat- 
tery manufacturer. “Better roads, 
however, will bring us lower ship- 
ping costs and a healthier econ- 
omy.” 

Mechanization is another impor- 
tant factor in stepping up produc- 
tion and lowering costs in Latin 
America, he said. 

Abendroth represents Compania 
Electrica Nacional, Ltda. (Celna), 
which recently signed a technical- 
assistance agreement with Auto- 
Lite, and he is here to study bat- 
tery engineering methods at Auto- 
Lite’s central laboratories. 

Although Celna’s batteries now 
are made almost entirely by hand, 
the firm plans to purchase produc- 
tion machinery with the advice of 
Auto-Lite personnel. 

The technical -assistance agree- 
ment will allow Celna to manufac- 
ture in Colombia storage batteries 
under the trademarks Auto-Lite 
and Prest-O-Lite, Auto-Lite has 
similar agreements with other com- 
panies in Brazil, Belgium, France, 
Spain and South Africa. 











Fool that I was, I credited their 
opinion to the fact that I was a 
good dancer... and kept my hands 
to myself in a taxi. 

Of course, the loss of my hair had 
been a great blow to a man’s prin- 
cipal asset, his ego. I remember, I 
used to quote the “comeback” of an 
old congressman, who had lost his 
hair, when a heckler interrupted 
his speech with a raucous “Gwan 
. .. yuh bald-headed old sinner.” 

He. hesitated and interjected, 
“If you wish to find the pure and 
virgin gold you must seek it in 
the bald and shiny peaks of the 
Sierras.” He put the “bonger” on 
that heckler when the applause 
had subsided. 

Then the older girls in the Alpha 
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Phi Sorority house in Madison, Wis. Ride for Junior Maid of Cotton 
Gordon Rose, general sales manager of Rudolph Chevrolet Co., Phoenix, chauffeurs 


began to call me “Senator.” That 
gave a great lift to my “ego.” Then, 


one night one of the freshmen, who | Gay Logan, of Tuscon, Ariz., who was 


was accustomed to answering the 


door bell, “almost every night,”| heard of 





named Junior Maid of Cotton for Pima County. 


it,’ I replied, jauntily | on my chief asset . . . my ego. Yet 


when I called, challenged that ego.| (that was in the days when no one I had to stall that freshman. “I’ve 
She had been thumbing through the jevery thought of cross-word heard of “Yours truly” and “Yours, 
with love.” What does your word 
mean? Chuckling, she replied “Next 
time you ‘rush the growler you will 
HAT experience taught me hu- | be rushin’ the ewer.” 

Funny how a man’s ego keeps 


dictionary and she came across the | 
word “ewer.” | 
“Senator,” she said, “I ’spose you 
know every word in the English 
language. What does this one mean 
. ewer... e-w-e-r” ... “Never 


puzzles). 


* * * 


Experience as a Teacher 


mility. I began to put the brakes 


Dealers like it... spray men like it! 


... because Lion Nokorode is sprayed on thinner (1/16”), dries 
faster, lasts longer, goes farther... Makes the whole operation from 
application of pressure to the clean-up job easier, more economical. 
Nokorode is a concentrated, Uniform Undercar Sealer and Silencer 


that assures you of customer satisfaction . . 


gives you 50% more undercoating jobs from every drum! 


Made under the process of U. S. Patent No. 2393774 


LION OIL COMPANY 


EL DORADO, ARKANSAS 


by 





. and at the same time 


Lion Oil Company 
Dept. AN-H. 
El Dorado, Arkansas 
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getting him in bad, especially 
with women. Most of the divorces 
start with an inflated ego on one 
side of the family or the other. 
The most fascinating subject to a 
woman is herself. If you spend an 
evening, or a lifetime, talking 
about yourself ... she'll yawn as 
she says goodbye to the judge or 
goodnight to you. 


Of course, women love to hear 
you talk about money ... if you 
have enough of it available. If not, 
you might talk about art, music or 
the drama, but be sure it’s a sub- 
ject that interests her and she 
knows something about. When she 
starts to talk...for heaven’s sake, 
listen, and don’t interrupt. Most 
women spend their lives hoping 
that at last they will meet some 
man who “understands them.” 


P.S. Finally ... if you want to 
have a successful marriage, put the 
“hopples” on that old ego. AND 
when your wife starts to talk, listen 
... She may tell you something you 
never knew before. For example 
she might tell you she’s in love with 
you ... as terrible as she said you 
were when you got her so mad... 
What more does an egotistical guy 





Made from start to finish 
and guaranteed by Lion 
Oil Company. For com- 
plete details about 
Nokorode and how you 
can increase undercoating 
profits, clip this coupon 
NOW, and mail to Lion 
Oil Company, El Dorado, 
Arkansas. 


Please send me free complete information about 
Lion NOKORODE, the quicker, easier, more 
economical Undercar Sealer and Silencer. 


Name 


Street 


City 
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Highway Deaths Drop 
6 Pct. in First Half 


CHICAGO. — Almost 1,000 lives 
have been saved on the Nation’s 
streets and highways in the first 
half of 1954, the National Safety 
Council announced last week. June 
alone accounted for 250 of these. 

There were 16,300 traffic deaths 
in the first six months of this year, 
the council’s tabulation reveals, 
compared with 17,250 in the corres- 
ponding period of 1953—a reduction 
of 6 percent. 

If that percentage decrease can 
be maintained during the last 


the year’s traffic death toll will 
be the lowest since 1950. 

However, Ned H. Dearborn, coun- 
cil president, warned that the last 
half is normally the most hazard- 
ous and accounts for the greatest 
proportion of deaths. 

“We can only hope that this con- 
tinuing improvement is not a flash 
in the pan,” he said. “It is especial- 
ly encouraging because travel miles 
and car registrations are still climb- 
ing.” 

June was the sixth consecutive 
month to record fewer traffic 


half of the year, the council said | deaths than the corresponding 





month of 1958. The June reduc- 
tion was 8 percent—significant in 
the council’s opinion because it 
reflected the first of the heavy 
vacation travel. 

The actual toll for June was 2,850 
— the lowest death toll for any 


June since 1950. There were 3,100) 


fatalities in June, 1953. 

Of 46 states reporting for June, 
29 had decreases in deaths, 15 had 
increases and two reported no 
change. For the six months, the 
number of states with increases 
and decreases were the same as 
for June. 


The 29 states with decreases in’ 


deaths for six months were: Mon- 
tana, down 31 percent; West Vir- 
ginia, 27 percent; Delaware, 24 per- 
cent; Washington, 22 percent; South 
Carolina, 22 percent; North Dakota, 
21 percent; Massachusetts, 20 per- 
cent; Maine, 20 percent; Virginia, 
19 percent; North Carolina, 18 per- 
cent; Connecticut, 15 percent; Cali- 


BIGGEST SELLER 





“I forgot to mention that a pair 
| of field glasses is included in 
the price!” 





fornia, 14 percent; Indiana, 12 per- 
cent; Mississippi, 12 percent. 

Utah, 12 percent; Ohio, 10 per- 
cent; New Jersey, 10 percent; 
Kansas, 10 percent; New York, 8 
percent; Maryland, 8 percent; 
Arkansas, 7 percent; New Mexico, 
7 percent; Vermont, 7 percent; 
Missouri, 6 percent; Illinois, 5 per- 
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BEST PERFORMER ! 


You’re looking at the most widely 
accepted Air Brake Compressor 
ever produced for the truck and 
bus industries—a rugged, reliable 
Bendix-Westinghouse compressor. 
This precision-built reciprocating pis- 
ton compressor is a dependable, long- 
lived unit which over the years has 
rolled up more miles on more instal- 
lations than any other compressor 
ever built. That’s mighty important to 
you. And whether you build, sell or 
operate trucks or buses, you can put 
this same unequalled experience to 


you. For into every Bendix- 


Westinghouse product, from compres- 


brake valves right on down 


to brake chambers and slack adjusters, 
goes the manufacturing and design 
know-how gained through more than 


of continued leadership in 


the Air Brake business. That means 
better, safer, more efficient braking 
performance on any hauling or transit 
job. Take advantage of it—be sure 
your vehicles are equipped with the 
very best in brakes. Always specify 
Ph) Bendix-Westinghouse— The World's 
Most Tried and Trusted Air Brakes. 


AIR BRAKES 


Dy 


Geo 
>? BRN 


BENDIX-WESTINGHOUSE 


Us px.” AUTOMOTIVE AIR BRAKE CO. 
General Offices & Factory—Elyria, Ohio 


Branches—Berkeley, Calif., and 
Oklehomea City, Okia. 






cent; Kentucky, 5 percent; Flori- 
da, 4 percent; Pennsylvania, 3 

percent, and Tennessee, 1 per- 
cent. 

Of 498 reporting cities, 199 had 
fewer deaths at the halfway point, 
156 had more deaths and 143 re- 
ported no change. Deaths in both 
San Antonio, Tex., and Omaha de- 
clined 50 percent. 

Of the 498 cities, 367 had no-death 
records in June. The three largest 
were Seattle, Omaha and Worces- 
ter, Mass. 

For six months, 119 of the 498 
cities still had perfect records, the 
three largest being Berkeley, Calif.; 
Richmond, Calif., and Topeka, 
Kans. 

The three leading cities in each 
population group for six months, 
ranked according to the number of 
deaths per 10,000 registered ve- 
hicles, were: Over 1 million popula- 
tion—Detroit, 3.2; Los Angeles, 3.3, 
and Philadelphia, 3.6. 750,000-1 mil- 
lion population—Baltimore, 2.7; San 
Francisco, 3.0, and Washington, 3.1. 
500,000-750,000 population — Seattle, 
1.8; Dallas, 2.4, and Pittsburgh, 2.6. 


DeSoto Signs Up 
24 New Dealers 
In Two Weeks 


DETROIT.—DeSoto has announ- 

ced the signing of 14 new DeSoto- 
Plymouth dealerships for the 
| weekly period ended July 7. Ten 
other new dealers were approved 
the previous week, for a total of 
24 in the two-week period. 

The dealerships are: Burnette 
and Brooker, 412 S. McCamy St., 
Dalton, Ga.; Green Motor Co., 21 
W. Gregory St., Pensacola, Fla.; 
George Hicks Motor Co., Highway 
No. 117, Fremont, N. C.; Walton 
Motors, 151 N. Main St., Canton, 
Ill., and Central Motors, 1000 Cen- 
| tral St., Evanston, Il. 

Paul Jordan Motors, 2804 West 
| Wall, Midland, Tex.; Dold Auto & 
Equipment Co., 635 N. Imperial, 
El Centro, Calif.; Bishop Bros. 
Motor Co., 216 East Elm, El Dor- 
ado, Ark.; Fenner Motors, 1636 
Bledensburg Road, N.E., Washing- 
ton, D. C., and D. R. Beatty’s 
Garage, 175 Mead Avenue, Mead- 
ville, Pa. 


| Schamberger Motor, 717 3rd Ave. 
|S.E., Cedar Rapids, Ia.; Vreeman 
Motor Co., 716 9th St., Hawarden, 
| Ta.; Y Service, Panaca, Nev., and 
| Howard-Hackman Motor Co., Main 
& Osborne, Ririe, Id. 


Schuyler Upped 
In Dodge Sales 


DETROIT. — Appointment of 
Robert S. Schuyler as division 
manager of the west coast truck 
division has been 
announced by 
William S. Wool- 
sey, genera] truck 
sales manager of 
Dodge. 

Schuyler entered 
the retail car and 
truck field as a 
sales engineer 
with a Dodge 
dealer in Califor- 
nia. og 

He joined Dodge R. S. Schuyler 
in 1947 as a district truck manager 
in the Los Angeles region. Two 
years later he was transferred to 
| Detroit to work on special assign- 
ments. 


In 1950 he was promoted to zone 
truck manager in the Detroit, 
Cleveland, Pittsburgh and Syracuse 
regions. Later he served as regional 
truck manager of the Chicago re- 
gion before being promoted to 
truck sales supervisor, operating 
out of the San Leandro (Calif.) 
plant. 














Maintenance Article 


CLEVELAND. — “Preventive 
|Maintenance for Industrial 
Trucks,” an article written by John 
A. Draxler of Elwell-Parker Elec- 
tric Co., details the many require- 
| ments of a proper preventive main- 
tenance program for industrial ve- 
hicles. Reprints may be obtained 
| without cost from Elwell-Parker 
| Blectric Co., 4205 St. Clair Ave., 
| Cleveland 3, O. 
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Record-Breaking "Rocket' Sales 
Point to Biggest Year in Olds History! : 


Right from announcement day the signs have been clear . . . ’54 is an Oldsmobile year! 
With trend-setting, new low-level beauty and pace-setting new “Rocket” 

Engine power, those flashing new “Rocket” cars caught on like wildfire! From 
seventh place, Oldsmobile rocketed to sixth, to fifth—and is headed even 

higher! The big move up and over to Olds is still gaining momentum! Oldsmobile 

has had plenty of great years, but ’54 is the greatest yet . . . a year when 

dealers everywhere know .. . “It’s SMARTER than EVER to BE with OLDS!” 


OLDSMOBILE 


OLDSMOBILE DIVISION © GENERAL MOTORS CORPORATION + LANSING, MICHIGAN 








BALL LOCKING PADLOCK—Two hard- 
ened-steel balls are held in position by a 
grooved rotating bar which cannot be 
released until the double-fitted key is 
inserted in the lock. Junkunc Bros., 1145 
W. Garfield Bivd., Chicago 21, Ill. 

* 


* * 





DUAL-CONTROL CRANE—The Hydro- 
Lift operates either manually or electri- 
cally and raises loads up to 4,000 pounds. 
It can be mounted on a three-wheel base 
or on a truck bed. Star Machine & Tool 
Co., 201 S.E. Sixth St., Minneapolis, Minn. 

6)... a 





PAGING SYSTEM—The new Executone 
industrial paging system consists of any 
required number of handset stations; re- 
entrant; trumpet-type reproducers and a 


control rack. It permits communication 


two ways. Executone, Inc., 415 Lexington 
Ave., New York 17, N. Y. 

































CHARGER-TESTER—This unit is said to 
combine four chargers in one, since it 
can be set to fast charging, slow charg- 
ing, six-voit and 12-volt charging. The 
testing component provides tests of the 
battery and generator system. Fox Prod- 
ucts Co., 4720 N. Eighteenth St., Phila- 
delphia 41, Po. - 


Buffalo Weaving Produces 


Oil Filters, Headlights 


An oil filter and a line of head- 
light replacement units are the 
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NEW PRODUCTS 


falo Weaving & Belting Co., Al- 


liance, O. 

The Econ-O-Pack filter features 
a lifetime adapter and a floating 
cap that flexes the refill cap ac- 
cording to oil pressure, the com- 
pany says. The headlight units 
include assemblies for Chrysler 
Corp., General Motors, Ford and 
Mercury Cars. 





SPOT LIGHT—The Pathfinder 777 plugs 
into any auto cigaret lighter or lamp 
bulb socket. It has a 10-foot cord and 
is available for both six and 12-volt 
systems. Special design permits it to 
stand on the ground. Auto Lamp Mfg. Co., 
2909 S. Indiana Ave., Chicago 16, Ill. 


REMOVING TOOL—This special service 
tool kit for Hydra-Matic transmissions con- 
sists of an impact sledge tool and a 
spacing sleeve. They are used for the 
unlocking and removal of jammed or 
ripped front planetary gears. Mel's Auto- 
matic Transmission Co., 8140 New 
Utrecht Ave., Brooklyn, N. Y. 


* * * 


HOOD  LOCK—The Aldo lock can be 
released only from the inside of the car 
and is said to offer theft protection for 
anything under the hood. A spring latch 
is operated by a flexible steel control 
cable which unlocks the hood with a 
single pull. One size fits Chevrolet, Ford 
and Plymouth. Other cars are equipped 
with hood striker bolts. Superior Screw 
& Mfg. Co., Inc., 1227 W. Henderson 
Ave., Chicago 13, Ill. 


* * * 














SEAT COVER—The Crystal Clear cover 
is made of vinyl film and heat sealed. It 
is said to resist fire, tears and scuffs and 


first products offered by the new /| to be easily cleaned. Fabrico Mfg. Corp., 


automotive parts division of Buf-| 1714 W. Division St., Chicago 22, Ill. 








DRUM MICROMETER—Safe Mike takes 
readings on all brake drums, regardless 
of hub heights and either on or off the 
drum lathe, its maker says. It has a range 
of eight inches to 18% inches. Ammco 
Tools, Inc., 2100 Commonwealth Ave., 
North Chicago, Ill. 

+ 


* * 





































BALANCING TOOLS—The John Bean 
Model 196 wheel-balancing unit includes 


Stool, which provides storage space; a 
vibration indicator; a run-out gauge, and 
the on-car balancer. John Bean Division, 
Lansing, Mich. 





ROOF CARRIER—This carrier for station 
wagons and cars is made of aluminum 
alloy. Varnished hardwood slats make up 
| the platform, which is removable. Canell 
Station Wagons, 616 Communipaw Ave., 
Jersey City 4, N. J. 

«6 “* 
















PAPER WINDSHIELD WIPER—Each wiper 
consists of two sheets which are welded 
together. Each carton contains 125 wipers. 
Scott Paper Co., Chester, Pa. 


* * * 


Anti-Skid Device Controls 


Braking of Rear Wheels 


A safety device designed to pre- 
vent skidding on wet or icy roads 
is being offered by Safety-Skid, 
Inc., Fords, N. J. 


The device is said to control the 


the new Spin-lt wheel spinner; the Jiffy- | 








traction of the rear wheels and pre- 
vent them from locking. According 
|to the maker, it automatically ad- 
| justs the braking force on the rear 
wheels, bringing the vehicle to a 
| stop without skidding. 


Installed under the hood, the de- 
vice connects with the master 
brake cylinder and regulates the 
| pressure required for braking. It is 
| activated by a control button on 
the dashboard. 








FIGHTS OIL, MOISTURE—This device 
cleans compressed air from spray-painting 
and allied compressed air equipment. It 
is available with or without an air-regulat- 
ing device. Here the operator is opening 
the drain valve to remove trapped oil and 
water. The unit is called P-HLE. Without 
the regulator the device is HRE-501. De- 
Vilbiss Co., 300 Phillips Ave., Toledo 1, O. 


* * * 


SPRAY OUTFIT—Model R200 Volumaire 
uses a large volume of air to atomize 
the spray material. Because of the use 
of a larger nozzle orifice, the spray gun 
can be applied to extremely viscous and 
colloid-suspension materials. Roxon, Inc., 
50 Broad St., New York 4, N.Y. 


* * * 





INTERCHANGEABLE MIRROR—This ‘mir- 
ror is said to fit into holes made for 
any other mirror without requiring the 
drilling of new holes. It features an 
adapter bar which mounts in holes left 
by old mirror. Two heads are available: 
4% inches round or 2% by five inches. 
Norlipp Co., 5925 S. Lowe, Chicago 12, 






LIGHT-WEIGHT LUGGAGE—These svit- 
cases are made of flexible Duraluminum 
frame and come in navy or brown with 
tan trim in five sizes, ranging from 18 to 
29 inches. Contempo Luggage Co., 170 
Fifth Ave., New York 10, N.Y. 


DUAL CONTROL — Quincy compressor 
has dual control which enables operator 


to select most economical operation of 
compressor. When demand for air is high, 
the control is set for continuous compres- 
sor operation. If maximum tank pressure 
is reached, the compressor is unloaded 
and idled until additional air is required. 
For reduced air requirement, the control 
can be set for intermittent operation. 
Qunicy Compressor Co., Quincy, i. 














WHEEL RIM COLOR—The Safety Gio- 
Rim, which is attached to the wheel rim, 
fits all 15-inch wheels. It is available in 
neon red, ocean green and flame orange. 
Bonzer Mfg. Co., Long Beach, Calif. 





FLOOR MATS—Tuftex floor 
late-model cars are built to fit the hump. 
A special process shapes the mat to the 
contour of recessed floor boards, accord- 


mats for 


ing to Anchor Rubber Products, 1725 


London Rd., Cleveland 12, O. 
- - © 





| GENERATOR SETS — Three models of 
| 125, 250 and 500 ampere capacity are 
| offered, each one designed for charging 
| both six and 12-volt batteries. New fea- 
| tures include a one-hour timer and provi- 
| sion for charging and discharging of 
| batteries. Motor Generator Corp., Troy, O. 
| 


Book of Power 


The “1954 Book of Power” pub- 
| lished by Offenhauser Equipment 
|Corp., 5321 Alhambra Ave., Los 
Angeles 32, Calif., is designed for 
owners of 1932-54 cars who want 
greater power or seek “custom ap- 
pearance.” It is obtainable from 
Offenhauser at 25 cents a copy. 
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Used-Car Auction Prices 
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Meadowbroek 4-dr., $1,230*. '52 Coro- 
net Sierra wagon, $1,125*; Custom 2- 
ar., $570*. ‘51 Custem station wagen, 
$296. °'47 Custom 4-dr., $150*, $110. 
"46 Custom 2-dr., $180. 


FORD—'S3 Custom (8) 4-dr., $1,220. '62 Average Used-Car Prices 


Custo: 8 lub . *; 2-dr., 
$000"; conve, 9000; tar, Gane; Cameo (Compiled by Automotive News) 
(6) 2-dr., $875. ’51 Custom (8) Victoria, 





Market Trend Soo; Sa peatneae” Geet ee “fo Date 1961 1964 
i, $300. °50 Custom (8) 2-dr., $500, 
Prices of used cars sold at wholesale auction took another upward $470", 5460, $450; “7. 5450; Deluxe meses .. $2,048 “ant yr 
swing last week, with Automotive News’ index climbing $7. {®) Sonia tn an ae a-dr., $350. = au 1,40 
Five models showed gains—with the increases larger than normal. $230; 4-dr., $350; Custom (6) 4-dr., Bagot. fe 677 


Three models lost, and again, the change was sharper than usual. $380*; Deluxe (8) club coupe, $300. OE 582 


Advances were: ’54s, up $55; ’50s, up $12; °49s, up $12; ’47s, up $5 | 18 Deluxe (8) 4-dr., $210. 


and ’52s, up $4. 


HUDSON—’52 Wasp 4-dr., $911°. Bis pic 379 
MEROURY—'54 Custom 2-dr., $2,060*. kis 247 


Declines were: ’51s, down $19; ’48s, down $8, and ’58s, down $5. | ‘52 Sport coupe, $1,300*; 4-dr., $1,100. adel. 


Losses on ’58s and ’51s were severe enough to depress the prices on 49 4-dr., $385 


those two models to record lows. 


NASH—'52. Rambler coupe, $750*. ‘51 





Rambler station wagon, $635. ‘49 (600) 5 824 
Activity continued high at the wholesale outlets. At nine representa- 2-dr., $220*. >. 
tive auctions last week, buyers snapped up 72 percent—or 1,112 cars— | OLDSMOBILE—'54 (88) 2-dr., $2,290°.|1 rhe above figures are averages of used-car auction prices, all makes 
52 (88) conv., $1,360°; 4-dr., $1,070*. ? 
of the 1,554 cars offered. A week earlier, at eight auctions, 965 of 1,316 ’51 (88) 2-dr., $740*. °50 (98) 2-dr., and models, carried regularly in Automotive News.) 
offerings were purchased, for a sales ratio of 73 percent. sees oon one". p oe ‘ 
‘ ) r., *. "47 (76) 
(The above figures are averages of used-car auction prices, all makes| 3.ar.” 230°. $570*; Champion 4-dr., $400*; club; dr., $795, $735. '50 Super Riviera 4-dr., 
and models, carried regularly in Automotive News.) PACKARD—'52 (200) 4-dr., 2 at $850*.| coupe, $335*. '50 Champion 2-dr., $415. $615". ‘49 Super 2-dr., $530*, $375. 
PLYMOUTH—’53 Cranbrook 4-dr., $1,010; ’47 Champion club coupe, $170. $370; 4-dr., $370*, $275. 
M ASON CITY IA $620; 2-dr., $775*, $750, $720, $675, Cambridge station wagon, $1,240; 2-dr.,| WILLYS—’51 station wagon, $630*. °'48 CHEVROLET—’54 Bel Air 4-dr., $1,585. 
° a4 3580*, $560; FPL Deluxe 2-dr., $690°*. $940; 4-dr., $935. ‘52 Cambridge 4-dr., station wagon, $280*. *53 Bel Air 2-dr., $1,340; (210) 2-ar., 
(Lapiner Auction Co. Sale every Wed- 50 SL Deluxe 2-dr., $700, $550; Bel $950. '51 Cranbrook 2-dr., $725; 4-dr., $1,250*, $1,250; 4- -dr., $1, 175; (150) 
nesday. Prices are for sale of July 28.) Air coupe, $800; station wagon, $750; $625; Concord 2-dr., $630, $465. GRAND R APIDS MICH 4-dr., $950. *562 SL Deluxe 4-dr., $920; 
(Not enough autos consigned. Sold 89 4-dr., $650*, $625*, $600, 2 at $585, | PONTIAOQ—’54 Chieftain (8) 4-dr., $1,950. ? F 2-dr., $815. °51 SL Detuxe station wa- 
ears out of 117 offerings.) $335*; conv., $420; SL Special 2-dr., "53 Chieftain (8) 4-dr., $1,595°. °52 (Grand Rapids Auctions, Inc. Sale every gon, $890. ’50 SL Deluxe 4-dr., $555, 
BUICK — '54 Special 4-dr., $2,380*. '53 $510; FL Deluxe 2-dr., $510, $500; FL Chieftain (8) 4-dr., $1,160*; Catalina, | Tuesday. Prices are for sale of July 27.) $500; 2-dr., $525, $495; FL Special 2-dr., 
RM 4-dr., $1,770* (ps); Super Riviera Special 4-dr., $420. $1,085*. °51 Silver Streak (8) 4-dr., (Market up as much as $75 or more $380. '47 SM 2- -dr., $195. 
4-dr., $1,675*. '52 RM 4-dr., $1,210*. '50| CHRYSLER—’49 Windsor conv., $560*. $1,025*; conv., $1,010*. ’50 Silver Streak | on clean, sharp cars of all models. Sold | CHRYSLER — '50 Windsor club coupe, 
Special 4-dr., $585. DESOTO—’53 Powermaster 4-dr., $1,400°. (6) 2-dr., $625; Silver Streak (8) 4-dr.,| 70 cars out of 96 offerings.) $680*. 
CADILLAC—’ 53 (62) Ron nw $2,855*. '52 51 Custom 4-dr., $800*. °50 Custom $700, $620°. BUICK—’53 Super Riviera 2-dr., $1,900*. | DODGE—'’53 Meadowbrook station wagon, 
(62) conv., $2,405* (ps); ‘4-dr., $2,225°. 4-dr., $550*. STUDEBAKER — ‘'52 Commander Sport "52 Super Riviera 2-dr., $1,285*. ‘51 $1,375. °52 Meadowbrook 4-dr., 
'61 (62) 4-dr., $1,748°. "49 (62) conv.,| DODGE — ‘53 Coronet 4-dr., $1,485*;' coupe, $§1,020*. ‘51 Commander 4-dr., Super Riviera 2-dr., $875*; Special 4- (Continued on Page 40, Col. 1) 


35°. 

OHEVROLET—'54 Bel Air 4-dr., $1,675, 
$1,660; (210) 4-dr., $1,390. °58 Bel Air 
4-dr., $1,305°; club coupe, $1,145*. '52 
SL Deluxe 4-dr., $840%; 2-dr., $755, 
$695. °51 SL Deluxe 4-dr., $760, $650; 
2-dr., $650. '50 SL Deluxe 4-dr., $595; 
conv., $560. ’49 SL Deluxe 2-dr., $445. 
"48 FL Aerosedan, $355. 

CHRYSLER — '51 Windsor 4-dr., $890*, 
$840*. °50 NY 4-dr., $465°*. 

DeSOTO—’53 Fire Dome (8) ‘4-dr., $1,650° 


). 

pobaz — °’52 Coronet 4-dr., $730*. ‘4 
school bus, $150. 

FORD—’54 Custom (6) 2-dr., $1,490. '53 
Main (8) Ranch Wagon, $1, 375*; 4-dr., 
$870; Custom (8) 2-dr., $1,005, $960. 
"62 Main (6) * $725. ’51 Custom 
(8) 4-dr., $700*. °50 Deluxe (8) 2-dr., 
$565*. °49 Custom (8) conv., $495*. '47 
Deluxe (8) club coupe, $225; "2-ar., $200. 

HUDSON—’51 Hornet 4-dr., $600. 

KAISER—’50 Special 4-dr., $255*. 

LINCOLN—’54 Capri coupe, $3,300*. ‘53 
Capri coupe, $2,350* (ps). 

MEROURY "52 4-dr., $1,270*, $1,250. 
51 2-dr., $860°, $825*. °49 2-dr., 05. 

OLDSMOBILE — ‘53 (98) Holiday coupe, 
$2,175*; 4-dr., $1,825*; (88) 2-dr., $1,- 
810*, $1,500*. °52 (88) Holiday coupe, 
$1,510*. °51 (88) Super club coupe, $1,- 
025%. °49 (88) 4-dr., $520*; (76) 2-dr., 

0* 


PACKARD—’52 4-dr., $1,000°. 

PLYMOUTH—’53 Cambridge 4-dr., $1,050, 
$1,020. °52 Cambridge 2-dr., $695. ’51 
Cranbrook Belvedere, $760. '48 Special 
Deluxe 4-dr., $140. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,- 
105*. ’50 Silver Streak (6) 2-dr., $500. 
’49 Silver Streak (8) 4-dr., $460*, $370°. 

STUDEBAKER — ‘52 Commander Land 
Cruiser, $825*. '51 Regal 4-dr., $530*. 

MISCELLANEOUS—’52 GMC %-ton pick- 
up, $710. ’°51 Frazer 4-dr., $480*; Henry 
J 2-dr., $195*. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of July 28.) 

(Sales continue active with over 70 
percent of entries sold every week. Need 
more clean used cars here. Sold 53 cars 
out of 88 offerings.) 

BUICK—’51 RM 2-dr., $975* (ps) 

ILET—'54 Bel Air 2-dr., ‘$1,600*. 
"53 (210) 4-dr., $1,355*%, $800. ‘52 SL 
Deluxe 2-dr., $900*, $870*, $725. '51 SL 
Special 4-dr., $620. '50 SL Deluxe 2-dr., 
$615, $610, $575, $570, $535. °"49 SL 
Special 2-dr., $290, $250. '48 FM 4-dr., 
$400, $220. 46 FM 2-dr., $230. 

FORD — '53 Custom (8) 4-dr., $1,400*; 
Custom (6) 4-dr., $965, $915. °52 Cus- 
tom (6) 4-dr., $740. ’°51 Custom (8) 2- 
dr., $805, $725, $675, $660. °50 Custom 
(8) 2-dr., $525, $510, $450, $400. 49 
Custom (8) 4-dr., $425, $340. '48 Cus- 
tom (8) 4-dr., $205. 

MERCURY—’49 4-dr., $490; conv., $295. 

NASH—’49 (600) 4-dr., $230. 

OLDSMOBILE — ’50 (88) 2-dr., $625*; 
(98) 2-dr., $490*. °49 (88) 2-dr., $355*. 
°46 (76) 4-dr., $130. 

PACKARD—’52 Deluxe 4-dr., $680*. 

PLYMOUTH — ’53 Cranbrook 2-dr., $980. 
*51 Cranbrook 2-dr., $715. 

PONTIAO — ’61 Silver Streak (8) 4-dr.. 
Mo Torpedo (8) 26%, $100. 

(6) 
WILLYS—’49 (6) station wagon, $390. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of July 26.) 
(Today’s car market was ‘slightly 
out of balance,’’ which means, many 
autos sold as high or higher than last 
week, while the same quality car of a 
different color sold at an off price. More 
ears and buyers than ever before marked 
today’s auction. Sold 175 cars out of 
230 offerings.) 

BUICK—’54 Century 2-dr., $2,685*. '53 
Super Riviera coupe, $1,915* (ps); RM 
Riviera 2-dr., $1,850* (ps), $1,820* 
(ps). °51 Super Riviera 2-dr., $1,020*. 
‘50 RM conv., $725°; 4-dr., $685*; 
Super Riviera 4-dr., $635*°; Special 4- 
dr., $415, $300*; 2-dr., $470. °49 Super 
4-dr., $470; 2-dr., $340; conv., $370*, 
$295; RM 2-dr., $420°. '48 Special 2- 
dr., ‘$180. 

CADILLAC—’51 (62) 4-dr., $1,775*. '50 
(62) 4-dr., $1,560*, $1,325*%; conv., 
$1,670*; (61) 4-dr., $1,150*. °49 (75) 
limosene, $800*. '48 (62) 4-dr., $760*; 
2-dr., $680*. 

OHEVROLET—’54 Bel Air 2-dr., $1,810; 
(150 2-dr., $1,510; (210) 2-dr., $1,500. '53 
Bel Air Sport coupe, $1,400; coupe, $1,385; 
2-dr., $1,300*, $1,280*; (210) 2-dr., $1,200, 
$1,180, $1,150, $1,060; (150) € av.. 
$1,080, $925. ‘52 SL Deluxe 4-dr., 
$1,075*, $830*, $720; station wagon, 
$960; 2-dr., $830; SL Special club coupe, 
$710. ‘51 SL Deluxe station wagon. | 
$950*; conv., $800*; 4-dr., $750, $737°, | 


o 








Why stock many? _ All you need is 


JUSTONEOIL 


NEW GUARANTEED 
QUAKER STATE 
MEDIUM HD OIL 


with the 


U4; KER Whitacle Kiln 
STATE | sare rveny nonmas 











Quaker STATE makes summer selling simple! Now just 
one oil is all it takes to service every normal summer 
driving need. It’s new Quaker State Medium HD, a 
truly great motor oil! 


This is the oil that forms a Miracle Film on moving 
parts ...a film that cools as it lubricates, cleans as it 
protects. Skillfully refined from 100% pure Pennsyl- 
vania Grade Crude Oil, the world’s finest. 


So good that Quaker State says: Regardless of claims 
or talk of mystery ingredients, no motor oil made can 
surpass Quaker State for peak power and performance, 
sure thorough lubrication, real protection against wear, 
and for low oil and gas consumption qualities. 


Here’s easiest stocking, easiest servicing, easiest sell- 
ing, this summer. Make it your profit leader! 


AND FOR THE MORE SENSITIVE DESIGNS 
OF NEW HIGH COMPRESSION ENGINES 


Overcomes Engine Ping and Knock 


Frees Sticking Valve Lifters 
QUAKER STATE Frere ceenat end Liter Weer 
DAULTIPLE VISCOSITY Increases Gas Mileage 
MOTOR OIL For use where SAE 5W, 
10W, 20W, or 20 d 
es are solnenalbal e. the 
manufacturer. 


Gour sion of Clualhy 








QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 
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torily, but many “have only faint 


Aff. ‘actori Deal praise for the merchandising 
F es_and Peteta bonuses offered by most media.” 

e . As to the effectiveness of their 

merchandising programs, most ad- 

Auto Advertising | | Sin ss.rnt mic: 
tory job is being done in getting 

the message across to their own 


actually being spent by salesmen 
today. 


* + 
Stanley Opens Agency 
Mack Stanley, formerly a crea- 
tive director of Mazon, Inc., has 
opened his own ad agency in 
Detroit. Named Mack Stanley ¢ 

































































By Marty Whitmyer tising; insufficient help from ad-| salesmen but say this is less effec- ; : t 

YN stall Writer vertising agencies, and a lack of | tively handled the farther it moves ot poe now re located a 

The Assn. of National Advertisers | enough of the right kind of help | from home base. The Detroit Art Directors Club 
has come up with what it terms | from media. A chart comparing the methods recently awarded Stanley first 


sales managers list for handling 
the merchandising program with 
methods used by advertising man- 


and second prizes for design and 
concept of 1953 automobile cata- 
logs. They were produced by 
Mazon for Packard. 

~ 


the first data ever made available}; Answers to the importance of 

on attitudes and practices of ad-|merchandising the advertising 

vertising and sales managers in| points up the belief that if the sales . 

merchandising and advertising. force is familiar with the advertis- aon ic tee ak tacniendie Gua ard. 

l d Ad- | ing effort it will do a more effective 

vertising Managers Think and | elling job to the trade and it will|meynod. Tere was some variance, Chevrolet to Air Derby 

Pe Abert, Merenantieins Daed | ctective effort, from. wholesalers, |°4,2uch ea personal calls, bulletins, |Goodrich Wins Ad Award— | Civvreiss Hil, Sucverags ot the 
jurve , o ; e e 

ir aneteaniiten salaenae by 128 | distributors and. retailers. broadsides, etc. A plaque for “outstanding excellence | somi-final and ahemahenthie races - 


To the question, “Does Every- |. ti a aa sy 
advertising managers and 82 The survey also shows that onl in achieving advertising objectives" has| of the 17th All-America Soap Box 
. . A ¥| one in Your Sales Organization | been presented to B. F. Goodrich Tire| Derby at the Derby Downs course, 


sales managers. 46 percent of the responding agen-| Understand the Importance of | 
Conclusions drawn from the cies have a special budget for mer-| Merchandising Your Advertis- | & Rubber Co. by the National Industrial Akron, Sunday, Aug. 15. The derby 
study are: There is a lack of un-|Chandising the advertising. The| ing?”, about one in five sales |Advertisers Assn. Examining the plaque will be on the air from 4-4:15 p.m. 
derstanding of the importance of three most frequently used methods| managers felt that everybody in | are (from left), Glenn E. Martin, ad man- (EDT). 
merchandising; salesmen devote | t0 tell the sales force about the ad-| the company understood the mer- | ager; Charles Ferran, of the Griswold- Harold L. wan Hagemon, an- 
only about half as much time to vertising of the answering com-| chandising program. Eshleman ad agency, Cleveland, and P. W. | 2OUnCEr for ADC-CBS Radio, 
merchandising as is desired by sales panies are: General sales meetings,| Those with least understanding | eneiielé, taducbtel tires sales manager. Akron, will report the event. Agen- 
managers; frequently there is not distribution of advertisement re-| of jt, according to the sales man- | cy for Chevrolet is Campbell-Ewald 























enough money allocated to do the | Prints and bulletins. agers, were their own salesmen, |Co., Detroit. = | 
job effectively; there is not enough Seven out of 10 advertising | distributors and retailers, in that Ma@nagers believe, on the average, E dit A int M 5 
creative effort and originality de-| managers say the media they are | order. | that twice as much time should be tors Appotn oore 4 

using are cooperating satisfac- The survey shows that sales! devoted to merchandising as is| Appointment of Jerome C. Moore, ; 


voted to merchandising the adver- 
_—$——$— — of Chrysler Corp., as public re- 





jlations chairman of the Interna- 
| tional Council of Industrial Editors 


Look what’s happened Si peat aea Wal 
p | cil’s president, Stewart J. Wolfe, of 
American Motors Corp. 
e | Moore will handle all public 
j | relations functions and work with 
@) e g dq SS i n ca rs * | the membership information com- 
| mittee of ICIE, an organization 
comprised of 3,000 members in 
* * * 


The pictures tell part—and only part—of the story of 
What’s happened. Behind this advance from propped- 
up pieces of plate glass to the sweeping Panoramic 
Windshield is the research and engineering of one com- 
pany in particular. 

Most of the new ideas in automotive glass first 
became realities in the development department of the 
Libbey-Owens:Ford Glass Company. Some were fairly 
easy. Others took years of research, experimenting and 
testing. All have been successful. 

Where will the next great advancement come 
from? Look at this record and judge for yourself! 


L:O-F was one of the pioneers in the manufacture 
* of safety glass for automobiles. 


L:O‘F actively participated and contributed to 
* development of Hi-Test, the superior polyvinyl | 





butyral plastic bond for safety glass. AND | THOUGHT | GOT THE BEST DEAL =” 

3 L-O-F pioneered volume production of the one- ns sacespckns cided ae oe A 

* piece and two-piece curved windshield, and the oe wet sh ast 0 ee | 
compound curve for back lights to fit streamlined ee re ee ee 

design. cindimugeeiardaenn: it 

4 L-O-F pioneered E-Z-Eye, the blue-green safety Sa at ag ye 

* plate glass and the shaded windshield for passenger fa er = a fe pn ae i 

cars. =a fl 

5 L-O-F developed the great new Panoramic Wind- reid. memantine nae ll 

* shield, the style setter for the future. ee 3 

We hope that the cars you sell have the added Ad Switch— 
advantage of L-O-F’s glass developments. These cars _ Departing from high-pressure advertis- 
have: Buick, Cadillac, Chevrolet, Kaiser, Oldsmobile, ing, Kaiser Bros. Oldsmobile, Los Angeles, 


. : ublished this ad in Los Angeles papers. 
Packard, Pontiac, Studebaker, Willys. Sar aa oc one . eas t 

So have many trucks and buses. Koblitz, of Edwards Agency, Inc., was 
| built around an oldtime photo of a boy 
on a goat, with the caption, “And | 
thought ‘I got the best deal." 


the United States, Canada, Eu- 
rope and Hawaii. 

Moore also is a_ vice-president 
of the Industrial Editors Assn. of 
Detroit, an affiliate of ICIE. 

7 * * 


NNN el eli tnt Ltt ales 






5 


| Names 


John T. Chandler has joined the 
| Detroit staff of Ross Roy, Inc., as 
a copywriter. He formerly was with 
Geyer Advertising and MacManus, 
John & Adams, Inc. 

Phillip L. McHugh has been pro- 
moted to vice-president in charge 
of television and radio activities of 

the Campbell-Ewald ad agency. 


























WINTER or SUMMER 


America’s 


FINEST 
Heater 

For ‘53-’54 

Popular Make Cars 

HaDees 

Write for free illustrated folder | 


HaDees Heater Div., Gabriel Co. 
Rockford, III. 





















LIBBEY - OWENS - FORD 
a Great Name in GLASS | 
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Cars Too Comfy 
For Safety, 


Doctor Says 


vViONTREAL, — Many accidents 
that occur on seemingly safe high- 
ways could be wiped out if mo- 
torists would remove comforts in- 
stalled in their automobiles by the 
manufacturers, Dr. Gordon Camp- 
beli, Toronto, declared to the 58th 
annual convention of the American 
Osteopathic Assn. 


Soft seats and arm rests that 
throw the body out of line and 
draft regulators that are improp- 
erly used so that dead air is re- 
tained rather than ejected, were 
some of the problems outlined by 
Dr. Campbell as contributing to 
accidents. 


Campbell says some cars have an 
elbow rest which supports the left 
elbow only. To use it, most drivers 
lift one shoulder slightly, throwing 
their spine and chest out of align- 
ment. The elbow on the rest also 
bounces a bit on rough roads, he 
says, causing a shoulder jiggling 
that often results in such disabil- 
ities as bursitis. 

Next, Campbell says, the average 
person adjusts the seat well back 
for a long trip, extending the arms 
to a position which develops fa- 
tigue. He also opens one ventilator, 





probably on his side of the car, 
but does not open another ventil- 
ator to admit fresher air. Stale air 
swirls around him, causing a minor 
condition of asphyxia. 

He is sitting on much too soft 
a seat, which, however, has a more 
rigid edge to prevent its collaps- 
ing. This edge extends around the 
end so that his left hip is held 
firmly but the right hip sags into 
the soft center. This means he 
twists his entire body slightly, caus- 
ing spinal curvature. 

When clutches were common in 
cars, Campbell says, he corrected 
this each time he used the clutch. 
Today, with automatic transmis- 
sion, he does not even get this 
respite. He just sags to one side. 


Don Allen’s Sales 
Rise 41% in Half 


BUFFALO.—Don Allen Chevrolet 
Organization, which has dealer- 
ships in Buffalo, New York City, 
Albany, Pittsburgh and Miami, re- 
ported last week that its new-car 
sales in the first six months were 
41 percent over 1953’s first half. 

President Don Allen said total 
sales for the six-month period this 
year amounted to a record $17,942,- 
238, exceeding total sales in the 
entire year of 1952. 

The Don Allen dealerships, he 
added, delivered 6,258 new cars in 
1954’s first half. June was the big- 
gest sales month in the company’s | 
18-year history. 

Allen expressed enthusiasm for 
the second half, saying he believed 
“the business in general through- 
out the country will gain and main- 
tain tremendous momentum during | 
the next few months.” 


AUTOMOTIVE NEWS, AUGUST 9, 1954 





BUICK — Special—4- -dr. sed., $2,265.32; 


2-dr., » $2,206.86; Riviera, $2,305.43; 
conv., ,563.17; stat. wag., $3,163. COen- 
tury—4-dr., sed., $2,520.17; Riviera, $2,- 
533.56; conv., $2,963; stat. wag., $3,470. 


Super—4-dr., sed., $2,711.17; Riviera, $2,- 
625.56; conv., $2,963.59. Roadmaster—4-dr. 
sed., $3,269.36; Riviera, $3,373.05; conv., 
$3,520.56; Skylark conv., $4,483. (Dyna- 
flow standard on Roadmaster, optional at 

$192.50 on all other models.) 
CADILLAC—Series 62—4-dr. sed., $3,- 
cepe., $3,837.77; Coupe deVille, 


932.70, cl. 
$4,261.01; conv., $4,404.31. Series 60 Spe- 
sed., $4,683.32. Series 75—8- 


clal—4-dr. 
pass. sed., $5,874.78; lim., $6,090.17. El- 


dorado—conv., $5,738. (Hydra-Matic stand- 
ard on all models.) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- 
539; 6-pass. stat. wag., $2,020. Two-Ten 
—4-dr. sed., $1,771; 2-dr., sed., $1,717; 
cl. cpe., $1,782; 6-pass. stat. wag., $2,133. 
Bel Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—conv., $3,523. 


2 Va. Motorists 
Settle Damage 
Suits with Ford 


RICHMOND, Va.— Two damage 
suits against Ford Motor Co., in 
which a jury awarded a record 
total of $284,330, have been settled 
out of court, according to attorneys 
involved in the case. 

Under the settlement, Mary Bailey 
Mahone, of Providence Forge, re- 
ceived $75,000 and Margaret Ben- 
nett Pierce Milby, of Cobbs Creek, 
$10,000, the attorneys said. 

Mrs. Mahone and Mrs. Milby had 
asked $312,440 and $100,000 dam- 
ages, respectively. They contended 
they were injured Aug. 9, 1949, 
when a 1949 Ford went out of con- 
trol because of a faulty steering 
mechanism. 

Federal Judge Sterling Hutche- 
son cut $134,330 from the jury ver- 
dict and recommended awards of 
$135,000 to Mrs. Mahone and $15,000 
to Mrs. Milby. 

The verdict was set aside by the 
U.S. Fourth Circuit Court of Ap- 
peals, which remanded the case to 
Federal District Court here for a 
new trial. 


Canadian Truckers Seek 

Rail-Hearing Rights 
MONTREAL. — The Canadian 

Trucking Assn. has asked, for the 


third year, that the Federal Gov-| 
ernment amend the Transport Act | 


to designate truckers as carriers 
and empower them to submit ob- 
jections to railway rate applica- 
tions before the Board of Trans- 
port Commissioners. 


The present act allows railways | 
| to obtain exclusive rights to a ship- 


per’s traffic at preferential rates. 
Water carriers now have the right 
to object to rate hearings. Truck- 
ers, not specifically mentioned in 
the Transport Act, were denied this 
right by the board in a 1952 ruling. | 





Current Prices on New Cars 


(Powerglide standard on Corvette, optional 
at $178.35 on all other models.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); cl. cpe., $2,- 
540.50; Newport, $2,830.75; conv., $3,- 
045.75; stat. wag., $3,321. New Yorker— 
4-dr. sed., $3,228.75 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, 503; stat. wag., 
$4,024, 25. New Yorker luxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, $3,- 
707.25; conv., $3,938.25. Custom Imperial— 
4-dr. sed., $4,259.50; lim., $4,797; New- 
port, $4,560.25. Crown Imperial—8-pass. 
sed., $6,921.50; lim., $7,043.75 (PowerFlite 
standard on al eight-cylinder models, op- 
tional at $189 on Windsor Deluxe.) 

DeSOTO — Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75; Fire Dome V-8 
—4-dr. sed., $2,673 (8-pass., $3,558.75); 
cl. cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. (Pow- 
erFlite optional at $189 on all models.) 

DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., $2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2,349; spt. cpe., $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 on Mead- 
owbrook Six and Coronet Six sedans and 
club coupes. PowerFlite optional at $189 
on all models.) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029; Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202. Crestline Six— 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
liner, $2,164; conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatic optional on all models 
at $184.) 


HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six — 2-dr. sed., 
$1,566.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 


sed., $1,621; 2-dr. utility, $1,836.75. Super 
det — 4-dr. sed., $1,954; 2-dr. sed., $1,- 


932.75. Jet-Liner — 4-dr. 
2-dr, sed., 


sed., 
$2,045.85. Wasp — 4-dr. 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. Super Wasp —4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,704; conv., $3,004.20. 
Hornet Special — 4-dr. sed., $2,619; 2-dr. 


$2,056.60; 


sed., 


sed., $2,570.60; cl. cpe., $2,619. Hornet— 
4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 
Hollywood, $2,987.75; conv., $3,287.70. 


(Hydra-Matic optional at $178.03 on all 
models in Jet catagory. Borg-Warner auto- 
matic transmission optional at $178.03 on 
all other models.) 

KAISER — Special — 4-dr. sed., $2,389; 
2-dr. sed., $2,334. Manhattan—4-dr. sed., 
$2,670; 2-dr. sed., $2,617. Darrin 161 — 
conv., $3,668. (Hydra-Matic optional at 
$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 

LINCOLN—Lincoin—4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln Capri—4-dr. sed., 
$3,726; hardtop, $3,884; conv., $4,045.50. 
(Hydra-Matic standard on all models.) 


MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey — 4-dr. sed., $2,347.50; 


hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. (Merc- 
O-Matic optional at $189.77 on all models.) 

NASH—Metropolitan — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe — 2-dr. sed., 
$1,550. Rambler Super—4-dr. sed., $1,800; 
2-dr. sed., $1,705; hardtop, $1,805; Sub- 
urban, $1,805. Rambler Custom — 4-dr. 
sed., $1,970; hardtop, $1,955; conv., $1,- 
985; 2-dr. stat. wag., $1,955; 4-dr. stat. 
wag., $2,055. Statesman Super—4-dr. sed., 
$2,163; 2-dr. sed., $2,115. Statesman Cus- 
tom—4-dr. sed., $2,337; hardtop, $2,428. 
Ambassador Super—4-dr. sed., $2,422; 2- 
dr. sed., $2,370. Ambassador Custom— 
4-dr. sed., $2,605; hardtop, $2,740. Nash- 
Healey—LeMans hardtop, $5,128.05 (at 
coastal ports). Hydra-Matic optional at 
$178.85; not available on Nash-Healey, 
which is equipped with overdrive, or Metro- 
politans. ) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
dr. sed., $2,410.25; Holiday, $2,688.39; 
conv., $2,867.59. Series 98—4-dr. sed., $2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041.75; Starfire conv., $3,248.84. (Hydra- 
Matic optional at $178.35 on all models.) 

PACKARD—Clipper Special—2-dr. sed., 
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$2,544. Clipper Deluxe—4-dr. sed., $2,695; 
2-dr. sed., $2,645; aaa cpe., $2,830. 

— 4-dr. $2,815; 2-dr. 
sed., $2,765; Panama iden, $3,125. 


Packard — Cavalier 4-dr. sed., $3,344; 
Patrician 4-dr, sed., $3,890; Pacific hard- 
top, $3,827; conv., $3,935; Caribbean conv., 
$6,100; 8-pass. sed., $5,610; lim., $5,960. 
(Ultramatic standard in Patrician, Pacific, 
convertible and Caribbean; optional at $199 
on other models.) 

sed., $1,765; 


PLYMOUTH—Piaza—4-dr. 
sed., cpe., aa ae 
1,- 


el. $1,727.25; bus. 
stat. wag., $2,064. Savoy—4-dr. sed., 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cpe., $2, 064; conv., $2,220; stat. wag., 
$2,207.25. Belvedere—4- dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
$2,288. (Hy-Drive optional at’ $145.80 on 
all models. PowerFlite at $189.) 
PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., $2,- 
419. Chieftain 6 Deluxe — 4-dr. sed., $2,- 
130.53; 2-dr. sed., $2,072.28; 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr. 
sed., $2,101.62; 2-dr. $2,043.45; 2- 
seat stat. wag., $2,439; 3- seat stat. wag., 
$2,494. Chieftain 8 Deluxe — 4-dr. sed., 
$2,205.51; 2-dr. sed., $2,148.32; 2-seat stat. 
wag., $2,579. Star Chief 8—Deluxe 4-dr. 
sed., $2,301; Custom 4-dr. sed., $2,394; 
conv., $2,630. Catalina — Chieftain 6 De- 
luxe, $2,316.30; Chieftain 6 Custom, §$2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; 
Chieftain 8 Custom, $2,458; Star Chief 8 
Custom, $2,557. (Hydra-Matic optional at 
$178.35 on all models.) 
STUDEBAKER — Champion Custom — 
4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 
Champion Deluxe — 4-dr. sed., $1,918.18; 
2-dr. sed., $1,875.18; 5-pass. cpe., $1,- 
971.93; stat. wag., $2,187.23. Champion 
Regal — 4-dr. sed., $2,026.29; 2-dr., sed., 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 


sed., 


$2,241.29; stat. wag., $2,295.33. Com- 
mander Deluxe — 4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass, cpe., $2,- 


232.88; stat. wag., $2,447.88. Commander 
Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2,340.98; hardtop, $2,502.23; stat. wag., 
$2,555.98. Land Cruiser — 4-dr. sed., $2,- 
438.28; Regal 4-dr. sed., $2,533.28. (Aute- 
matic Drive optional at $216 on Cham- 
pion, $226.50 on Commander and Land 
Cruiser.) 

WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 
sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. 
sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
023; 2-dr. sed., $1,947. Eagle — Hardtop, 
$2,167; Deluxe hardtop, $2,222; Custom 
hardtop, $2,411. Station Wagon—Deluxe 6- 
cyl., $1,973.09. (Hydra-Matic optional at 
$178.55 on all models except Larks.) 


New Commercial Car Registrations, 
Seventeen States for June, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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New Passenger Car Registrations, Nineteen States for June, 1954- 1953 


Car 


registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 
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RETTY SOON NOW, it’s going to be easy to guess what’s going 
through the minds of people you see reading a copy of 
SPORTS ILLUSTRATED. 


Think about it. Did you ever know a fisherman who wasn’t 
planning a fishing trip? Or a yachtsman who was ever satisfied 
with the boat he had? And who doesn’t dream of driving to the 
scene of the fun in a sharp new convertible? Or get quiet satis- 
faction out of owning just the right, fun-to-wear sports outfit. 

In SPORTS ILLUSTRATED readers are going to find a tre- 





** Maybe I'll never play as well as she does, 
but I could look as well . . . and not only 
on the golf course. And there are all those 
wonderful football games this fall... How 
wonderful it would be to go everywhere in 
that gorgeous new hardtop.” 





Where shopping 
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is a pleasure 


mendous variety of the things that come under the heading of 
enjoyable, casual living. Alongside of the pages where they'll 
sample sport’s finest moments, there’ll be advertisements telling 
them how and where and with what they can add to their own 
personal enjoyment of leisure. 

All in one place, they’ll be able to shop through the most 
appealing round-up ever seen of the latest efforts to make the 
best hours of life even better... and SPORTS ILLUSTRATED is 
going to be the authority. 





“Ah, Forest Hills .. . must be a great feel- 
ing. The center court in front of the grand- 










them. I'd better get the car checked up just 
im case...” 





stand. I’il bet I could—. Wait a minute 
now! . . . But we could drive over to see 


| 
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Charter advertisers and their agencies in SPORTS ILLUSTRATED 


THE ADVERTISERS LISTED HERE INCLUDE ONLY THOSE SIGNED UP AS OF JULY 29. 


ADVERTISER AGENCY 
nao. Briggs & Varley, New York 
Acushnet Process Sales...... H.B. Humphrey, Alley & Richards, Boston 
TOOTS 85.0 iv 5-6 6 aud cdbaden.vi~ teh eee Ruthrauff & Ryan, Chicago 
i  anatchinasw ss s.0-0500006 «0b ots cer eee Meee Erle Baker, Chicago 
ee ee Maxwell Sackheim, New York 
Allen-Edmonds Shoe Corp............... Baker, Johnson & Dickinson, Milwaukee 
Amer. Express Co. (Travelers Cheques).............. Benton & Bowles, New York 
Pe Lg oS er wre eres E. T. Howard, New York 


Amer. Home Prod. (Aeroshave + Anacin + Outgro + 3-in-One Oil) ........ 062+ sees 

John F. Murray, New York 
American Motors Corp. (Nash Motors) ‘ ; .Geyer, New York 
Pe le gS A Seer eer eee _Sutherland- Abbott, Boston 
NN MAN Hetsihid, iin. x Nhe» Sd 8.0 45.0. ¥.0/0s6-d.y 44,800 5 0.0 ote Grey, New York 
Argus Cameras..... .. Young & Rubicam, Detroit 
Arnolt Corp. (Sports Cars) . .Scantlin & Co., Chicago 


oe oe at, SO ML RCE ET Pe Richard N. Meltzer, San Francisco 
EE MEM oo hin dw's ac de vd ebb ys teas Oey Chas. R. Stuart, San Francisco 
B. H. Bass & Co.... Bi. ont hath ._Badger & Browning & Parcher, Boston 
SO ES ook sian gyissd doen isd 60508 Ree Reingold Co., Boston 
POGUMGH Gt LAID COPUICR! GO, | o.oo ccc cccseecs neues Ed Wolff & Assoc., Rochester 
We RE SEI 2 ca sine v0 0s shed va eek ae cae ieee eee A. W. Ellis, Boston 
MGS ond Bin 8 Se hts so visa s.4 clk oN op kg tees eee William Esty, New York 
Benson & Hedges (Parliaments).................... Benton & Bowles, New York 
Bermuda Trade Development Board................... J. M. Mathes, New York 
hati a SUE A ere. eee James R. Flanagan, New York 
oR ere Jackson, Haerr, Peterson & Hall, Chicago 
Marcus Breier Sons, Inc. (Bantamac Jackets)............ Carl S. Leeds, New York 
oe Fo are reer eee ree oe Bill Bonsib, Denver 
Brown Forman Dist. (Early Times).................. Ruthrauff & Ryan, Chicago 
op SR ge eee erry Leo Burnett, Chicago 
Brown & Williamson Tob. Corp., (Sir Walter Raleigh). . .Russel M. Seeds, Chicago 
II sso rasieas 39.6.2.0% Cdl asada ned 1a ee ee Ted Bates, New York 
PRM UI 2 dh Aivin 4 ocaicel Su sie. UN oe SE Gillham, Salt Lake City 
Brunswick-Balke-Collender.....................005- McCann-Erickson, Chicago 
SE NIN 5 stk 6x, 05k Ss 5 2040 3.9.0.4, SS George N. Kahn, New York 
Canadian Government Travel...................... Cookfield, Brown, Montreal 
aR oe Oe Pe ae Pa arr ee Foote, Cone & Belding, Los Angeles 
Chrysler Corp. (Chrysler Sales + Chrysler Institutional) .. McCann-Erickson, Detroit 
MTN Soo nolo (ooo gas als se aesceweens Friend, Reiss & McGlone, New York 
I a hic. sd. cooks bakin ae ia ekaclee Robert Winternitz, New York 
SE I ke edd. icant oes sekeeaaeeee Ed M. Hunter, Denver 
Cooper’s Inc. (Jockey Underwear) ............ Henri, Hurst & McDonald, Chicago 
URE Cosa SA GaN ain ora. afore Sarde Ranier Ehrlich & Neuwirth, New York 
RS hos allt Raha israks ole os 2: 6:5-5,.5 edhe Rie Lewin, Williams & Saylor, New York 
ee ke ee eee ere Edward Hibshman & Assoc., Cleveland 
Cresta Blanca Wine Co......... bead ..........J. J. Weiner, San Francisco 
GE CPU GOOL, EIB 6 5 oi cicisc ce eacisdatecictac Kelly, Nason, New York 
Milium Division of Deering, Milliken....................... Sterling, New York 
David Doniger (McGregor Sportswear).............00200 0c eeeee Grey, New York 
Chas. Wat. Deeks... oo. ieee Smithson, Wyman & Withenbury, Cincinnati 
EN TRE. ce diwsscc cece bertes mast eectenamd Landsheft & Barber, Buffalo 
Elbow Beach Surf Club.................... Koehl, Landis & Landan, New York 
MURIINO MIEN: 5 ik ccc ce dae dsccieavesss necael Critchfield & Co., Chicago 
NES 5 anda hei gp. tore' eis a. siciann oh ores Said eee BBD&O, New York 
Field & Flint Co............. fag datie our naees Bachenheimer-Lewis, New York 
yg Lang, Fisher & Strashower, Cleveland 
Florida State Advertising Comm.......................... Bevis & Tyler, Miami 
I IOI oo oho ns cies os ccd deestssdean eee Gordon Best, Chicago 
Ford Division Ford Motor Car Co.................. J. Walter Thompson, Detroit 
Lincoln Division Ford Motor Car Co............. Kenyon & Eckhardt, New York 
Mercury Division Ford Motor Car Co............ Kenyon & Eckhardt, New York 
RE Nin cn ow cies be nenacssssaenspion Kaplan & Bruck, New York 
I CIES, MOB inne cc csc cer eeeeeeenes Thomas & Delhanty, New York 
WII Ms 5g Sono soe obi ia deed ass oes ase he Dundes & Frank, New York 
- French National Railroads.................. Byrde, Richard & Pound, New York 


General Aniline & Film (Ansco). . -The Biow Co., New York 
General Motors Corp. (Cadillac + Pontiac) MacMar anus, s, John & Adams, Bloomfield Hills 


CT I, PUD ee cae ccc een cna tne ones Sarees Grey, New York 
Glenmore Distillers (Kentucky Tavern).................2.0055- D’Arcy, St. Louis 
Durkee Division Glidden Co................... Meldrum & Fewsmith, Cleveland 
Goebel Brewing Co.................. Brooke, Smith, French & Dorrance, Detroit 
ere Saale ore. Set pia hid ¥ 9.0.4 gan 4b A asd dR S Lae David, Inc., St. Paul 
i IND Mire acid ors x: dj0 + ace slaw Hale ooo shawn Griswold Eshleman, Cleveland 
Goodyear Tire & Rubber Co...................... Young & Rubicam, New York 


Grossman Clothing Co. (Austin Leeds & Groshire Clothes)...........0...000.4.. 
The Technics Co., Plainfield, New Jersey 


a Oa BBD &O, New York 
WN PE AME GN. ik. oan ee ce lie ok oes one ee McCann-Erickson, Boston 
I I So is ko so cceceie dc ec vac gee @ OR RDA COREE BBD &O, Chicago 
ee TEE ie Oy Sts eared ang 83 Haed beds James R. Flanagan, New York 
B. W. Harris Co. (Zero King Sportswear) .........00.. 002005 Sterling, New York 
Hat Corp. of America (Dobbs Hats » Knox Hats).... Lambert & Feasley, New York 
ee. LG habs eek aicede BCG Hirshon-Garfield, New York 
R. S. Herbert Co. (Viking Pipes).............0..0-00005. Leber & Katz, New York 
Hertz Rent-a-Car System. ...............0.0.ceceeees Campbell-Ewald, Chicago 
er Campbell-Mithun, Chicago 
We Oe I, og 6 oc cee dei ass endeesceneneaened Sterling, New York 
International Business Machines................... Cecil & Presbrey, New York 
I Ne oboe oo s:se-ein’g CuUa lawl apa West-Marquis, Los Angeles 
eee iS ee ee Joseph R. Gerber, Portland 
Johnson & Johnson Co. (Tek Hughes).............0.0025. BBD&O, New York 
ONE INS 38 -y55G<% os ae abe op'ees 6 0% Lampert, Fox, Prell & Dolk, South Bend 
Me es Sc nm. edo eo ON eee one naineae. Ce awremae Gerstel, Chicago 
Kiekhaefer Corp. (Mercury —: ence. Baker, ne & Dickinson, Milwaukee 
oS x ... Lester Langer, Milwaukee 
Kling Camera Co. (M inox) Ee ak te es ae ee Shappe-Wilkes, New York 
a oR ee oss oso ios 'avee:s 6 a5 wletmename we teem Lucerna Co., New York 
Lambretta Motor Scooter.................. Doyle, Dane & Bernbach, New York 
PR aia PE AIR PNEINY oo espa cccecec dees L. W. Frohlich & Co., New York 
ee ea a ea rr Ruthrauff & Ryan, Chicago 


ADVERTISER AGENCY 
Liggett & Myers Tob. (Chesterfields)............ Cunningham & Walsh, New York 
RE OOM NUE Oc .5 85 i 5.54 is cv See See eRs vEED 1 OER Taylor, Norsworthy, Dallas 
ag | > Se er eg ee ere es Bozell & Jacobs, Omaha 
Co Ee eee ee ee Roy S. Durstine, Los Angeles © 
PEE IE OG 5 0.05 n5- 006 stews Scheideler, Beck & Werner, New York 
ret ee J. Walter Thompson, New York 
TORCERMNOGE.G ECOUEEID CEO) 6 5 a o.s.c cscs cduenddece sae Ellington & Co., New York 


Metropolitan Bottling Co. (Schweppes Quinine Water)... . 0.2.0.6. 0c c cece cu ccee 
Hewitt, Ogilvy, Benson & Mather, N. Y. 


PUREE, ROUGHING GAOUNEOIN 5 iii ccs cacbdune don Beaumont & Hohman, Detroit 
EE NOMEN EA a evs tips Fens anrs sideened Silberstein-Goldsmith, New York 
Miller Brewing Company....................... Mathisson & Assoc., Milwaukee 
i eee een cee ee Irving Serwer, New York 
Re BE) ee eee ee eee Gardner, St. Louis 
John Hudson Moore (Sportsman) .......0.0.000 0c ccc cee ceee Wesley, New York 
Musical Masterpiece Society........... med Ss Schwab & Beatty, Inc., New York 
North Carolina State. .............. Bennett Advtg., High Point, North Carolina 
Noxzema Chem. Co. (Shaving Cream)..............David J. Mahoney, New York 
Olin Ind. —— — SARE ee vcv ces sents ORE D’Arcy, St. Louis 
Charles F. Orvis. . : .. The Dunay Co., New York 
Paillard Products (Bolex iis. isiwa due site Fuller & Smith & Ross, New York 
Pan American World Airlines................... J. Walter Thompson, New York 
GUO Ek Bed TOE IED o5 5 viv o's eka dues ceedn Ruthrauff & Ryan, New York 
EE SWOOET CONOOE: . o vic cs ve ciiaustontasteeeesabe un Don Kemper, Dayton 
nO Le ee Meldrum & Fewsmith, Cleveland 
ce EEE TRAE MODs ieiios 6 ks eae ce > cab ee Elmer W. Ayer, Hollywood 
Sees Pere cnr BBD&O, New York 
A Bh ae ey Rogers & Porter, Rochester 
Ry OE RI IS o's oo sid a 6 3s vdeo as deh an on oeee Hare Advertising, Boston 
A. H. Pond (Keepsake Diamond Rings). .............000000 0000. Flack, Syracuse 
Redmanized Jersey by Allen............ saaeete Silberstein-Goldsmith, New York 
NON WEMENETNDD. 5 cc'vcc ce se dvileanes ¢2440bey RoC Leeford, New York 
SE SERINE WOUND 5.5 6-0 Fc. b ode ckccsaaudiewsseue eae Buchen Co., Chicago 
EE EE WEN So 6 Sob vos oot vicaperaed tbh aee Anderson & Cairns, New York 
NTIS eit 0d vei ats a nmin d beks tx tee ee William H. Weintraub, New York 
POR 6. ais 6 Ws 0.5 a cds Seeks CORT ee Calkins & Holden, New York 


A. K. Salz, Co.—Tanners (California SUS CAD oo See 
Merchandising Factors, San Francisco 


George Sayers (Golf Citibe). .... ccc cece ease Gray & Rogers, Philadelphia 
Schenley Inc. (Coronet Brandy) ................ William H. Weintraub, New York 

IS Sos sin en cds Pos 2s aw COST Lambert & Feasley, New York 
Se ee ROE GIIIED 6. d id's sin 3s a. 00.00 O vws's Bue ewa ds Jay H. Maish Co., Marion 
IM PINNING SOURED, 5c cece cscs cdeesceesion Roy S. Durstine, New York 
EE a gO GCC Rains 5500's ss cespidw os ch eye teen e eee Wesley, New York 
Shwayder Bros. (Samsonite Luggage)..............00..000ccueee Grey, New York 
Og ae Morey, Humm & Johnstone, New York 
SET EINE GO. oo onc ccs cibecds ss. Botsford, Constantine & Gardner, Seattle 
Sleex Slacks by Esquire Sportswear Co.............. Daniel & Charles, New York 
H. A. & E. Smith Ltd. (Bermuda Retail Store) . Davis, Parsons & Stroheimer, New York 
pe A eee Kuttner & Kuttner, Chicago 
Soobety Gor Vimwel mCMIe eo. Sse Seeias wes o's Alex T. Franz, Chicago 
Southern Pacific Railroad................. Foote, Cone & Belding, San Francisco 
A. G. Spalding & Bros................ ..Hanly, Hicks & Montgomery, New York 
Springfield Leather Products Co............ Mumm, Mullay & Nichols, Columbus 


Standard Brands Fleischmann Dist. (Black & White Scotch) L. H. Hartman, N. Y. 
Stanterd Trnmmgh Motor Co.: .. ... ccc cc esse esces Roy S. Durstine, Los Angeles 


Be Be I As bk Sead Fb 0554s Toh akos eee Kenyon & Eckhardt, New York 
ee ar Pea. H. B. Humphrey, Alley & Richards, New York 
EF PPO TREE TC Pt Tn ris ree Emil Mogul, New York 
Stowe Woodward (Ebonite Bowling Balls)..............0.0..0000000. Dowd, Boston 
SRN ae INO 6 aii oa. Sock ewe ccacsleweves Fred R. Becker, Louisville 
NS oo Lao one ics dade ckK sh iemenass ba Saeki D’Arcy, New York 
id! Boos oo vcd. ee dalomaebaess Roche, Williams & Cleary, Chicago 
Susquehanna Waist Co. (Ship ’n Shore Blouses). . Mervin & Jesse Levine, New York 
Is Sk ne Sia 350k Sse ue Old od Kc Parma, Portland 
A ov DAS eka eine ia nate ec Carson, Roberts, Los Angeles 
EIS 0b a a0 Ga iere'e wis'ea hae o's vee cs 30 38a CERNE Godfrey, Lancaster, Pa. 
**21” Brands Inc. (Ballantine’s Scotch)............... Hirshon-Garfield, New York 
I Se EO Ek sae nok ee awa doles Young & Rubicam, Los Angeles 
SR I DS 5.50.5 cv ose ce ad dle cua Saaee seen culoetee Caples, Chicago 
RE EID, or 4 a's sc Alain ateie O's wx Bae el oe N. W. Ayer, Philadelphia 
Coe I UNTO «os So oni vos ences cade Fletcher D. Richards, New York 
Van Munching Co. (Heineken’s Holland Beer)........ Hirshon-Garfield, New York 
MMOs Fae s Svea vag tases tonnes Aubrey, Finlay, Marley & Hodgson, Chicago 
Hiram Walker (Walker's Deluxe)................ Foote, Cone & Belding, Chicago 
Wee EIN. as cadcnsccacsedouyeewsenl Hicks & Greist, New York 
Robert F. Warner (“Distinguished Hotels’). ..Koehl, Landis & Landan, New York 
WIE GO oink acc ccccccscocscas Fuller & Smith & Ross, Chicago 
Wentern Pactic Hamoed... 2... 0d ccc cscs Harrington-Richards, San Francisco 
Weston Electrical Instrument Corp................... G. M. Basford, New York 


We I ry aan C Sia'c stole bane he rene Carson, Roberts, Los Angeles 
Kaiser-Willys Sales Division of Willys Motors. .. William H. Weintraub, New York 


Pi a re Needham, Louis & Brorby, Chicago 
Wisconsin & Michigan Steamship Line............. Arthur Meyerhoff, Milwaukee 
Ns eek pants cds a dv sta uin Wkd ek Rae Douglas Simon, New York 
Wright Arch Preserver Shoes............ Dowd, Redfield & Johnstone, New York 


W. F. Young, Inc. (Absorbine, Jr.)..............J. Walter Thompson, New York 


SPORTS 


ILLUSTRATED 


SPORTS ILLUSTRATED WILL BE PUBLISHED BY TIME, INC., 
PUBLISHERS OF TIME, LIFE AND FORTUNE. 
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MERCURY—’53 sedan, $1,300*. '51 sedan,| (ps). '52 Windsor 4-dr., $960*. '51 Wind- $1,415*. '50 Super 4-dr., $130. 
$835*, $810*, $785*. ‘49 sedan, $450, sor Newport, $865*. ‘49 Royal club| PLYMOUTH—'54 Belvedere conv., $1,800°*. 








$400. coupe, $405*; Windsor 4-dr., 2 at $400. ‘53 Belvedere conv., $1,145; Cranbrook 
© . OLDSMOBILE — ‘51 (88) sedan, $900°*; ‘48 NY 4-dr., $225*. ‘47 Windsor 4-dr., 4-dr., $1,005. '52 Cranbrook 4-dr., $700. { 
se - or uction rices (98) sedan, $770. '50 (88) sedan, $570*. $275*. ‘61 Cranbrook conv., $630. '50 Deluxe 4 
‘48 (98) sedan, $450*. °47 (98) sedan, | nesoTo—’53 Fire Dome (8) 4-dr., $1,575* 2-dr., $345. ‘49 Deluxe 4-dr., $350; ; 
$240°. (ps). '52 Fire Dome (8) 4-dr., $1,055°.| | Special Deluxe 4-dr., $135. 
PLYMOUTH—’'52 Cranbrook sedan, $790. ’51 Custom conv., $820*; 4-dr., $710*.| PONTIAO — '54 Chieftain (8) 4-dr., 
’51 Cranbrook sedan, $710, $675. ‘47 '49 Custom 4-dr., $450°. oe $2,225* Ps). 53 Chieftain (8) 
ne eae ey or PONTIAC—"50 Chieftain (8). sedan, $610, | DODGE—'S3 Coronet Diplomat, $1,150; | Chiettain Sy’ catalina, $1,4s0%" 1.2507 
*50 Coronet 4-dr., $490, $450. 82 cars out of 109 offerings.) ’49 Silver Streak (8) an $370. °47 stasé Tae Gusenes ae ees”, conee’ ‘oL Silver Sireak (8) Catalina, $960*: 
si 2 Skyliner, $2,200*; | BUICK—'53 Special Riviera, $1,740*. '52| Torpedo (6) conv., $175. ; ; - a -dr., 2 a 5*. 
an ‘1 Stee; Custom (3) 2 dr., $1,580. Super Riviera, §$1,315*, $1,275*. ‘51 RM erunananEe — *50 Champion sedan, aan aie askin g2.208°; STUDERARER—" 53 Champion club coupe, 
, Mair , 1,550; ‘ , $985", $940*; Super era, . ‘ — é , , ’ $1, , -dr., : 
en nes. Custen (8) Lae. $1230, 5000" bo special sedan P5625, $540. | WILLYS—’53 Aero sedan, $750. '50 Jeep- conv., $1,930*%; Main (8) x 51 Commander 4-dr., $500*, $465*. ’50 
Custom (6) 2-dr., $1,090. 52’ Custom| "49 Super sedan, $495*, $460°. ster, $540. ee tee en a & "53 Cus.| Champion conv., $415; Commander 2- 
(8) 2dr, $975; dar.” $625"; Main (6) | CADILLAC—'88 (02) conv., $3,150* (oa) fom 8) "2dr, $1,198; 4-dr., $1,156"; MISG.—'o2 Henry J 4-ar., $250 
2-dr., $775. ’51 Custom &  — 52 (62) coupe deVille, — pe; CHICAGO Main (8) 2-dr., $925 '52 Main (8)|* . enry -dr., $250. 
: 2 % us’ * : , $2, 8). 7 : 
oe be ‘eens: * aston (6) 2-0r., te Geen cae uas0°. Od : (Arena Auto Auction. ey i oe Custom (8) conv., VALDOSTA, GA. 
$475, $470. sedan, $180. ay. Frice HUDSON. 5 -dr., $995*; Holly- 

9 r , (Sold 258 cars out of 354 offerings.) i (Tom Hewitt Auto Auction. Sale every 
FUROUNY. 45 tub coupe, $370," | SL Alo; (210) sedan, $1,200", $1,200, | BUICK—'54 RM ‘Riviera 2-dr., $3,015" | | wood, $035°. 'S1 Hornet 4-dr.,. $225°. | | Priday. Prices are for sale of July 23°) 
NABH 51 Statesman 2-ar., $580; Ram-| $1'200;' (150). sedan, $930, $860." ’S2| (ps); Super Riviera 2-dr., Sa oa ae wi,aee". "| py tSeld 226 cars out of 317 offerings.) 

+e : a a : 00°: an, tury 4-dr., $2,630* (ps); Special 4-dr., $500, .. —'54 RM sedan, $2,775* (ps). '52 
ORMEMOBILE "5S (98), a-dr., $1,765*.| $985", $000", -$930¢, "SL Special sedan, | $2,350. '53 Super Riviera 2dr. $2,050"; | LINCOLN 94, Canes tar. $8:420" (pe) | " special 4dr, $1,005 “50 ‘Special sedan, 
; *) 51 ; $685. 51 SL Deluxe sedan,| 4-dr., $1,645*; Special Riviera 2-dr., tea? a! van he 55. 
52 (88) Super “any” Lar, $700*. °80| $780 $730" “GO SL Deluxe sedan, $625°,| $1,355. '62 RM Riviera 2-dr., $1,300*| 4-dr., $1,835%, $1,800°. "49 4 ar Jo5*, | CADILLAC — °54 (62) coupe deVille, 
(es) 2-dr, oezeoe. ; 3 $610*, $250; SL Special sedan, $460. (ps), $1,235* (ps); Super Riviera 2-dr., aan a oan =“. aa $1.930°,| $5,135" (ps). 53 (62) coupe, $3,150* 
UTH , , 1 : , %-ton pick-| $1,315*. Cus » $1,990", .? sa, | (PS), $3,020° (ps). '51 (62) 4-dr., 
rmg1. 200°. sd Crenbecoh A-dr., $650. '00| up, $340, "48 Far sedan, $260, $225... | CADILLAC—'St (08) cospe, 4,008" (mn). 58 custom Spat ome ej Sa. $1,875, $1,725. '50 (61) coupe deVilie. 
. ~Ea R— "sedan, $1,100*. 53 (62) coupe deVille, ’ PSs); , . ; a ae * : ,585*; (60) Special 4-dr., $1,500*. ‘49 
PONTIAC—S1 Silver’ Streak (8) 2-dr., ono Windsor ‘Newport, $725"; ry’ sedan, coupe, $3,290° | (ps), Sir (Pe); ane ey aoe ie es oe e ae. $995. 
; . oe ; dr., $2,910*; (60) Special 4-dr., $3, 200° ; +» $1,095°. /ROLET—'54 Bel Air 2-dr., $1,825*: 
Se eee te ade OL ior sation pinoto—'s0 Custom sedan, $550*. °49 (ps). ’52 (60) Special 4-dr., $2,435* | NASH—’52 Rambler conv., $655*; club Sport coupe, $1,780; (210) 4-dr., $1,600. 
*48 ee. (S) +o, S30; & Tac eaten “g440° ’ (ps). coupe, $655. '51 Statesman, 4-<dr.. $480;| 53 (210) Handyman, $1,450: 4-dr., 
eas : , , 5 ‘ 210. CHEVROLET—’54 Bel Air 2-dr., $1,730*;| Rambler conv., $450. ’ atesman 4-| $1) 940%; Bel Air conv., $1,350: 2dr. 
ee San: ee lg ca ths oe 625. '53| 4-dr., $1,600. '53 Bel Air Sport coupe,| dr., $335°; Ambassador 4-dr., $170*. | $1175 ‘52 st, Deluxe dcdr’'$956; deur. 
— Custom (8) sedan, $1,280. '62° Custom | §$1,575*; ‘conv., $1,440%, $1,370; 4-dr., | OLDSMOBILE—'54 (98) Holiday, $3,200; | $890, $860. '51 SL Deluxe 4-dr., $850, 
N. PLAINFIELD, N. J (8) sedan, $1,050%, $1,030*, $1,015*.| $1,350*; 2-dr., $1,320; (210) 2-dr.. $1,285", (p» $3,206", (ps), $3,100" (Be): (88) Sek "Se MS, talune cue cones’ Goan 
: . ' m (8) station wagon, $700; $1,225", 2 at $1, 215; 4-dr., ’ ‘ -dr., , : . ‘ ’49 SL Deluxe 2-dr., $510. 
(Lebanon Auto Auction. Sale every conv. $765; sedan. $745, $708. "50 Cus-| FI, Deluxe 2-dr., $975, $815; sL — a (pe); ‘=’ shiieny’ si’e0s", CHRYSLER 53 Windsor 4-dr., $1,450. 
4 ‘ ; 490, $450. '49| 4-dr., $735. '51 S eluxe 4-dr., ; : 7 (8 , ‘ ol 4-dr., $1,025* 
cr elaibalanengeaete for sale Of Juy | tom yg weaae.  OSa80. 48’ Deluxe (8)| $600. "50 FL Deluxe 2-cr., $6i0°; SL $1,5408, $1.3850. OL ee euPer COMY-» | DESOTO—'53 “Powermaster 4-dr., $1,290, 
f ‘ 0. y Deluxe conv., $500*. , ; aaF., ’ ; $985. °51 Custom 4-dr., $825. 
ives tans ‘arm. Sold HUDSON"48 Super (6) sedan, $200. CHRYSLER—'53 NY club coupe, $1,700* PACKARD — ’52 (250) Mayfair coupe, | nonge 52 Coronet 2-dr., $705. 











tint atlastnatnssnitta FORD—’'54 Crest (8) Victoria, $2,100*; 
Main (8) Ranch Wagon, $1,875; Custom 


(8) 2-dr., $1,635; %-ton pickup, $1,250. 
’53 Crest (8) Victoria, $1,450*; conv., 
$1,250*; Main (8) Ranch Wagon, $1,360. 
*52 Crest (8) Victoria, $1,225, $1,200*; 
conv., $1,150; Main (8) Ranch Wagon, 
$1,175*; Main (6) 2-dr., $840; Custom 
(8) 2-dr., $1,025, $960. 

LINCOLN—’53 Cosmopolitan 4-dr., $1,640. 

MERCURY — ’52 Custom Sport coupe, 
$1,130*; 4-dr., $975, $950*. ‘51 4-dr., 

peed $875*. ‘50 2-dr., $630; Sport coupe, 
$475. 

NASH — ’'53 Ambassador 4-dr., $1,300; 
Rambler conv., $975. ’52 Rambler sta- 
tion wagon, $750. 

OLDSMOBILE—’54 (98) conv., $3,100* 


(ps). ’52 (88) 2-dr., $1,230*; (98) 4-dr., 
$1,200* (ps). ’50 (88) 2-dr., $850*; conv., 


$675*. 
PLYMOUTH—’54 Belvedere sedan, $1,570, 
$1,445. '53 Cranbrook 2-dr., $825; coupe, 


$810. °52 Cranbrook Belvedere, $900; 
Cambridge 4-dr., $550. ‘51 Cranbrook 
4-dr., $650. 

PONTIAC — '53 Chieftain (6) conv., 
$1,660*. °52 Chieftain (6) Catalina, 
$1,100". °51 Silver Streak (6) ~4-dr., 
$760; coupe, $750*. 

STUDEBAKER—’52 Champion 4-dr., $700. 
’51 Champion 4-dr., $400; conv., $510. 
’50 Champion coupe, $310. 


FONTANA, WIS. 


(Hollenbeck Auto Auction. Sale every 

Friday. Prices are for sale of July 23.) 

(No drastic change noted over the 
preceding week. Prices are still holding 
$25 to $75 over the market. ’53s and ’54s 
somewhat stronger. Sold 135 cars out 
of 189 offerings.) 

BUICK—’54 Super Riviera coupe, $2,700*; ‘ 
Special 4-dr., $2,115*. °53 Super Riviera 
coupe, $1,740; Special Riviera coupe, 
$1,440*. °52 Special 2-dr., $1,075. °51 
Super Riviera 4-dr., $925, $850*; RM 
Riviera 4-dr., $850*; Special 2-dr., $915, 
$895. ‘50 Super Riviera 4-dr., $660*, 
$635*, $545*; Special Riviera 4-dr., 
$570*, 2 at $460*. 

CADILLAC—’54 (62) conv., $5,095* (ps), 
$5,000* (ps); coupe deVille, $5000* (ps). 
"52 (62) conv., $2,220* (ps). ’51 (62) 4- 

r., $1,600*. '49 (62) 4-dr., $995*, 2 at 
$965*, $905*. '48 (62) 4-dr., $680*. 

CHEVROLET—’54 Bel Air 4-dr., $1,725; 
2-dr., $1,575. °53 Bel Air 2-dr., 2 at 
$1,300; (210) 2-dr., $1,210*, $1,085. "52 
SL Deluxe 4-dr., $850*. ’°51 SL Deluxe 
4-dr., $785*, $770, $760, $710, $525*; 
Bel Air, $745; FL Deluxe 4-dr., $865*, 
$775*, $760, $695, $670, $660, $605. °50 
SL Deluxe conv., $670; 4-dr., $600, 
$535, $505; 2-dr., $565*, $500*. “49 SL 
Deluxe 4-dr., $515, $470. '48 FL Aero 
sedan, $290, ” $285. ’47 SM 2-dr., $185, 
$150. 

CHRYSLER—’51 NY Newport, $1,000*. 

DESOTO—’52 Fire Dome (8) 4-dr., $1,035* 
(ps), $1,005* (ps). °51 Custom conv., 
$780*; 4-dr., $775. °50 Custom conv., 
$680*. '46 Deluxe 4-dr., $125. 

DODGE—’51 Coronet Diplomat, $645*; 
Meadowbrook 4-dr., $625*. °48 Custom 
4-dr., $310. 

FORD — ’54 Main (8) Ranch Wagon, 

Bs as $1,810; Crest (8) 4-dr., $1,795. '53 Cus- 

eo tom (8) 2-dr., $1,205; Custom (6) 4- 
dr., $1,040; Main (8) 2-dr., $925, $910. 4 
"52 Main (8) 4-dr., $865; 2-dr., $745. 
*51 Custom (8) 4-dr., $760, $605*, $600; 
Victoria, $705; Deluxe (8) 4-dr., $580, 
$435. '50 Deluxe (6) 4-dr., $405, $380. 

HUDSON—’52 Wasp 2-dr., $725. 

KAISER — '52 4-dr., $800*. ‘51 4-dr., 
$605*. 

LINCOLN—’52 Capri 4-dr., $1,600*; Cos- 
mopolitan coupe, $1,465*. °49 4-dr., $325. 

MERCURY — ’'53 Custom Sport coupe, 
$1,730*. "52 Monterey 4-dr., $1,220, 
$1,215*. ‘51 4-dr., $885, $800*, $800, 
$760, $755*, $735. 

NASH—’'54 Rambler 4-dr., $1,650*. ’52 
Statesman 4-dr., $915*, $900; Rambler 
Country club sedan, $750*, $650. ’51 


By 


: Statesman 4-dr., $590*; 2-dr., $470°. 
Since 1910, McQuay-Norris OLDSMOBILE—'53 (98) Holiday, $2,100*; 
(88) Super 4-dr., $1,950*, ‘52 (88) Su- 
, . * per 4-dr., $1,305*. ’'51 (88) Su- 
i has played a leading role in Se a, akeeels ae ae ee, 


Holiday, $905"; 4- dr., $915, ele” ass 
: . . "50 (98) 4-dr., $705*, $595°. °4 ( 
the piston ring field. This background Genes andaman,” Glas’. Ole”, 96TR*. "4a 
(96) club coupe, $285. a at 
; ; PLYMOUTH — '53 Cambridge club coupe, 
of more than 43 years experience is cane. "aa Conseré, near. s1.000; One. 
brook 4-dr., $780, $725. ’51 Cambridge 


. ; aie eo 
available to manufacturers who require engineering SP a ee ee SS Se 
PONTIAC—'53 Chieftain (6) 4- “dr, $1,195. 

and production skills of the highest standard. 52 Chieftain (8) 2-dr., $1,075*. ‘51 Sil- 


ver Streak (8) 2-dr., $935°*, $840*, 
$830*, $800*. '49 Silver Streak (8) 4-dr., 
2 at $460*, $450. 
STUDEBAKER — '52 Commander 4-dr., 
$640*. °'51 Commander Land Cruiser, 


MCQUAY-NORRIS MFG. CO. « ST. LOUIS 10, MO. banat 


(Continued on Page 41, Col. 1) 
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(Continued from Page 40) 


MI: CELLANEOUS — '51 Frazer 4-dr.. 


$235 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of July 23.) 
Sold 194 cars out of 272 offerings.) 

BUICK — ’54 Super Riviera, $2,700*. ‘53 
Super conv., $1,830*; Riviera, $1,820*. 
"52 Super Riviera, $1,360*; RM 4-dr., 
$1,235* (ps), $1,170* (ps). °51 Super 
conv., $1,010*; Riviera, $995*; RM Rivi- 
era, $960*, $890*, $810*. "50 RM 4-dr., 
2 at $600*, $545*, $505°. 
CADILLAC—’54 (62) coupe, $4,640* (ps). 
’53 (62) 4-dr., $3,225* (ps); coupe, $3,- 


000* (ps). '52 (62) 4-dr., $2,275* (ps). 
"50 (62) 4-dr., $1,390*. '46 (62) 4-dr., 
$145°. 


CHEVROLET—’54 Bel Air coupe, $1,660. 
’58 Bel Air 4-dr., $1,345; (210) 2-dr., 
2 at $1,170, $1,155, $1,110, $1,095. '52 
SL Deluxe 4-dr., $915, $830, $790; 
Carryall, $685. ‘51 FL Deluxe 2-dr., 
$705*, $660, $645*, $630. 50 FL Deluxe 
2-dr., $545*, $500, $480; conv., $475. '49 
SL Deluxe conv., $415; 2-dr., $195; FL 


Deluxe 2-dr., $350. °48 FL 4-dr., $205; 
SM 2-dr., $175. 

OHRYSLER — '54 NY 4-dr., $2,300*%. '52 
Windsor station wagon, $830; 4-dr., 
$1,200*, $940*; Imperial Newport, $1,- 
400*. ’51 NY 4-dr., $940*%, $900*. ‘50 
Imperial club coupe, $550; 4-dr.; $505. 
DeSOTO—’53 Powermaster 4-dr., $1,285*. 
’52 Custom club coupe, $925, $820, 
$790*. °46 Custom 4-dr., $110 


DODGE—’53 Coronet Diplomat, $1,425*; 
club coupe, $1,180*. °52 Coronet 4-dr., 
$700*. ’°51 Meadowbrook 4-dr., $575. '50 
Coronet club coupe, $405. °49 Coronet 
club coupe, $250. 

FORD—’53 Main (8) Ranch Wagon, $1,- 
490; 4-dr., $1,120; 2-dr., $975; Custom 
(8) 2-dr., $1,400*; Custom (6) 2-dr., 
$1,240*. ’52 Custom (8) 4-dr., $920. ’51 
Custom (8) Victoria, $925*, $870; 2-dr., 
$710*, $645*, $620*; Custom (6) 2-dr,. 
$580; %-ton pickup, $385. 


BRITISH FORD 


GERMAN FORD 
BRITISH NASH 
—PARTS IN STOCK— 


Write for Catalog 


Columbia Motor Co. 


245 W. 56th St., New York 19, N. Y. 


FASIEST Heater of All 


to Install! 


) No Holes 
To Drill! 


For ‘53-’54 


Popular Make Cars 


HaDees 
i ie 


Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 





How much of your PROFIT are you 
letting your SALESMEN AND CUS- 
TOMERS talk you out of 7777 


THE DREW OVERALLOWANCE AND 
DISCOUNT CONTROL will keep you 
“up to the minute" and encourage 
BETTER SELLING EFFORTS for VOL- 
UME AT A PROFIT. 


$12.50 Complete 
Dealer Management Service 


BOX 1622 
Oakland 4, California 











R 5000 DEALERS 


SPECIFY STEMAC PERSONALIZED 
NAME PLATES 
ASK FOR DETAILS 


STEMA 


1281 SO. CHEROKEE 
DENVER, COLORADO 





“< 


MYRLO COMPAN 
2168 W. 25th., Cleveland 13, Ohio, dept. N 








HUDSON—’53 Jet 4-dr., $870. ’52 


Hornet 
4-dr., $855*; Pacemaker 4-dr., $775. '51 


Commodore (8) club coupe, $510*. 
LINCOLN—'49 4-dr., $140. 
MERCURY—’54 conv., $2,230*; Monterey 

Sport coupe, $2,100; coupe, $1,900. ’'53 

Monterey coupe, $1,570. ‘52 2-dr., $1,- 

180. '51 club coupe, $810, $700, $655; 

4-dr., $790. 


NASH—’53 Statesman 4-dr., $1,310*, $1,- 
170. ’52 Statesman 2-dr., $865. '51 
Rambler club coupe, $515; Statesman 2- 
dr., $300. '50 Statesman 2-dr., $210. 

OLDSMOBILE—’54 (88) Holiday, $3,075* 
(ps). °53 (98) Holiday, $2,315* (ps); 
(88) conv., $1,900* (ps). ’52 (88) Holi- 
day, $1,475*; 4-dr., $1,185*, $1,120*. '50 
(88) 4-dr., $700*, $630*; (98) 4-dr., 
$505*; (76) club coupe, $450. 

PLYMOUTH—’54 Belvedere 4-dr., $1,525; 
Plaza club coupe, $1,385. ’53 Cambridge 
club coupe, $925; Cranbrook 4-dr., $750, 


$745. '51 Cranbrook 4-dr., $690, $590; 
Cambridge club coupe, $530. 50 Special 
Deluxe 4-dr., $400. '49 Special Deluxe 
4-dr., $370. 
PONTIAC—’53 Chieftain (8) conv., §$1,- 
490° (vs); 4-dr., $1,445* (ps); 2-dr., 
$1,350*. ‘52 Chieftain (8) Catalina, 2 


at $1,315*; 4-dr., $1,105*; Chieftain (6) 
2-dr., $500. ’51 Silver Streak (8) 4-dr., 
$755°*. 

STUDEBAKER—’53 Champion club coupe, 
$1,100*. ‘51 Champion club coupe, $545, 
$360; 2-dr., $475. ’50 Champion club 
coupe, $325; 4-dr., $310; 2-dr., $190. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of July 27.) 
(Sold 52 cars out of 85 offerings.) 
BUICK—’51 Special 4-dr., $800*. ’46 Spe- 

cial 4-dr., $135. 
CADILLAC—’51 (62) 

(62) 4-dr., $1,590*, 

conv., $1,000*. 
CHEVROLET—’53 (210) 4-dr., $1,040. '51 


4-dr., $1,700*. ‘50 
$1,550". °49 (62) 


SL Deluxe Bel Air, $700; 4-dr., $610. 
’50 SL Deluxe 2-dr., $565, $475. °49 SL 
Deluxe 4-dr., $370. °48 %-ton pickup, 
$115. °47 2-ton truck, $310. '46 %-ton 
panel, $115. 

FORD—’'53 Custom (6) 4-dr., $1,150. ’52 
Custom (8) 4-dr., $905; Custom (6) 


4-dr., $715, $610. ’51 Custom (8) station 
wagon, $720; %-ton pickup, $490. '49 
Custom (8) 4-dr., $390, $345, $305, $235. 
48 Deluxe (8) 2-dr., $270; %-ton pick- 


up, $260. °47 Deluxe (8) 4-dr., $230. 
’46 Deluxe (6) 2-dr., $155, $105. 

KAISER—’51 Deluxe 4-dr., $360. 

MEROURY—’51 Custom 4-dr., $835. 

NASH—’50 Ambassador 4-dr., $190. 

OLDSMOBILE—’51 (98) 4-dr., $740. ‘49 
(76) 2-dr., $275. 

PLYMOUTH—’52 Cranbrook 4-dr., $265. 
’51 Cranbrook 4-dr., $600, $525. ‘49 
Cranbrook 2-dr., $365, $170. 

PONTIAC—’50 Chieftain (8) 2-dr., $625, 


$500. °48 Torpedo (8) conv., $340. 
STUDEBAKER—'47 Champion club coupe. 
$105. 
WILLYS—’51 Jeepster, $425. 
MISC.—’49 GMC %-ton pickup, 


FT. WAYNE, IND. 


(Cari Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of July 28.) 
(Market s' ith some models up. 
Sold 126 cars out of 164 offerings.) 
BUICK — ’53 Super 4-dr., $1,700* (ps), 
$1,650*, $1,585*; Special 2-dr., $1,325. 
’52 Super conv., $1,300*; RM 4-dr., $1,- 
195* (ps), $1,100*. ’51 RM 4-dr., $915*, 
dr., 2 at $850*. ’50 Super Riviera, $770*, 


$200. 


$690*; sedanet, $410; Special 4-dr., 
$540*, $470*. ’49 Super conv., $435; 4- 
dr., $430*, $335, $290. '48 Special 4-dr., 


$155; Super 4-dr., $150. 

CADILLAC—’53 (62) coupe, $3,100* (ps). 
49 (62) coupe, $1,105*; 4-dr., $645. 

CHEVROLET—’54 Corvette conv., $2,795; 
(210) 4-dr., $1,485, $1,470; %-ton pick- 
up, $1,100. ’°53 Bel Air 4-dr., $1,345. '52 
SL Deluxe 4-dr., $890. '51 SL Deluxe 
2-dr., $760, $755; 4-dr., $720, $700. °50 
SL Deluxe 4-dr., $585*, £570, $540; 2- 
dr., $400; Delivery sedan, $305. °49 SL 
Deluxe 4-dr., $410; 2-dr., $295, $260. 

CHRYSLER — ’53 Windsor 2-dr., $1,435. 
’51 Windsor 4-dr., $855. 

DeSOTO—’51 Custom conv., $550. 50 De- 
luxe 4-dr., $610. ’47 Deluxe 4-dr., $155. 

DODGE — ’53 Coronet Diplomat, $1,405. 
‘52 Coronet Diplomat, $900. 

FORD—’53 Custom (8) conv., $1,400*; 4- 
dr., $1,265; Custom (6) 2-dr., $1,085. 
52 Main (8) Ranch Wagon, $1,265; 
Custom (8) 4-dr., $1,060. ‘51 Custom 
(8) Victoria, $880*; 2-dr., $470. ’°50 Cus- 
tom (8) 2-dr., $465, $460, $455; Custom 
(6) 2-dr., $450, $405, $370. '49 Custom 


(8) station wagon, $375; 4-dr., $330, 
$170; %-ton pickup, $330. 
KAISER—’51 Deluxe 2-dr., $510*. 


MERCURY—’53 Monterey 2-dr., $1,320*. 
’52 Monterey 4-dr., $1,225. '50 Monterey 


Hard Top, $580; Custom 2-dr., $300. 
"49 Custom 4-dr., $350, $255. 
NASH—’51 Statesman 2-dr., $505; Ram- 


bler station wagon, $500. '50 Statesman 
2-dr., $315. 

OLDSMOBILE—’54 (98) Holiday, $2,660*. 
"53 (88) Holiday, $1,870. '51 (98) Holi- 
day, $1,205*. 50 (98) 4-dr., $505*. '49 
(98) 4-dr., $505*, $425; club coupe, 
$360*; (88) club coupe, $430*. '48 (78) 
club coupe, $250*; (98) sedanet, $220°*. 

PACKARD—’'53 2-dr., $1,195. 

PLYMOUTH—’53 Cambridge station wag- 
on, $1,340; 2-dr., $1,010, $950. ’51 Cran- 
brook 4-dr., $725; Cambridge 2-dr., 
$675. '49 Special Deluxe conv., $400. '47 
Deluxe 4-dr., $125. 

PONTIAC — ’54 Chieftain (8) 4-dr., $1,- 
$10*. ’'51 Silver Streak (8) Catalina, 
$1,030*; 2-dr., $835*, $825*. °50 Silver 
Streak (8) 2-dr., $520; Silver Streak 
(6) 2-dr., $470. ‘47 Torpedo (8) club 
coupe, $100. 

STUDEBAKER — ‘51 Commander 4-dr., 
$545. °'50 Commander coupe, $370; 
Champion 4-dr., $350. ‘49 Commander 
Land Cruiser, $145. 48 Champion coupe, 
$155; Commander 4-dr., $180. '47 Cham- 
pien 2-dr., $110. 

MISCELLANEOUS—’'53 Henry J (6) 2-dr., 
3595. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale 
every Thursday. Prices are for sale of 
July 29.) 

(Demand and prices strong for fifth 








straight week. Sold 92 cars out of 118 
offerings.) 


BUICK — '52 Super Riviera, $1,225*. °51 
Special 2-dr., $940*. °50 Special 4-dr., 
$140*. ‘49 Super 4-dr., $505. °48 RM 


4-dr., $240*; 2-dr., $200; Super sedanet, 
$215; conv., $150. '46 Super 4-dr., $100. 
CADILLAC—’46 (62) 4-dr., $400*. 
CHEVROLET—’54 (150) 4-dr., $1440; 2- 
dr., $1,400. 53 (210) 4-dr., $1,180; %- 
ton pickup, $725. '52 SL Deluxe 4-dr., 
$960, $880, $640; %4-ton pickup, 2 at 
$670, $640. ‘51 SL Deluxe Bel Air, 
$875*; FL Deluxe 2-dr., $745, $715*, 
$675*, $590. '50 FL Deluxe 2-dr., $555; 
4-dr., $530; SL Deluxe 2-dr., $540, $505; 
SL Special 4-dr., $540; %-ton pickup, 
$475. '49 SL Deluxe 4-dr., $450, $440. 
°48 FL 4-dr., $325. '47 SM 2-dr., $360; 
FM 4-dr., $360. '46 FL Aerosedan, $255; 


SM 4-dr., $165; 2-dr., $160, $135. 

CHRYSLER—’52 Saratoga 4-dr., $1,265* 
(ps); Windsor 4-dr., $960*. 

DeSOTO—’50 Custom 4-dr., $610*. 

DODGE — ’53 Coronet 4-dr., $1,435. °50 
Wayfarer 2-dr., $490. °49 %-ton pickup, 
$395. 

FORD—’54 Custom (8) 2-dr., $1,550; Cus- 
tom (6) 2-dr., $1,530*. ‘53 Crest (8) 
Victoria, $1,375*; Custom (8) 2-dr., $1,- 
230*, $1,210. ‘52 Deluxe (8) 2-dr., 
$850*. °51 Custom (8) 4-dr., $810", 
$755*, $700; conv., $760*; 2-dr., $675*. 
49 Custom (8) club coupe, $210. ‘47 
Deluxe (8) 2-dr., $300. 

HUDSON—’49 Super (6) 2-dr., $165. 

KAISER—’48 4-dr., $100. 

LINCOLN—’49 4-dr., $185*. 

MERCURY—'54 Custom 2-dr., $1,745*. 

NASH—’51 (600) 2-dr., $400*; Rambler 
station wagon, $520. °49 (600) 4-dr., 
$250*, $240. '48 (600) 4-dr., $110. 

OLDSMOBILE — '54 (98) 4-dr., $2,925* 
(ps); (88) Holiday coupe, $2,500* (ps). 
"51 (88) Super 2-dr., $785*. °49 (76) 
4-dr., $425. 

PLYMOUTH — ’49 Special Deluxe 4-dr., 
$330. °’47 Special Deluxe 4-dr., $250; 
coupe, $230. 

PONTIAC — '49 Silver Streak (8) 4-dr., 
$500. 

STUDEBAKER—’53 Champion 4-dr., $930; 
%-ton pickup, $860*. '51 Commander 4- 
dr., $580*; Land Cruiser, $425*. ‘'50 


Champion 2*dr., $425. °49 Commander 
4-dr., $230. '48 Commander coupe, $190. 


WILLYS — ’51 (6) station wagon, $550*. 
*50 (6) station wagon, $410*. 
MISCELLANEOUS—’51 Henry J (4) se- 


dan, $190*. ‘49 GMC ¥%-ton pickup. 


$420. 


PHILADELPHIA 


(Harold B. Robinson Auto Sales Auc- 
tion. Sales every Tuesday and Thursday. 
Prices are for sale of July 22 and 27.) 

(Prices and action very good although 


(Continued on Page 42, Col. 3) 








Jack Fagan of 
Jack Fagan, inc. 
230 So. 7th St. 
Phone 1073 
Delavan, 
Wisconsin 
Population 
4007 


“Our return on 


With 


THE EXTRA-COMFORT SEAT CUSHIONING 


IN THE NATION’S LEADING CARS 


GEOR 


3 


GE 


P. HOOPER 









Jack Fagan 


Sales Mgr. Frank Spoerle 


our investment has been excellent. 





It paid for 


itself faster than any other equipment we have. As for space, we 
utilized a former car wash stall which everyone knows can’t pro- 
duce that many dollars. Inland properly trained our man and. 
when I say properly I base that-on the amazing small percentage 
of comebacks. And, Inland trained him at no extra charge.” 


Few automotive services offer such a potential for new and ex- 
panded business. Of the 60-million vehicles in the U.S., over 
15-million require radiator service yearly. Inland-developed equip- 
ment allows operators to employ highly profitable production 
methods. And Inland, world’s largest manufacturer of radiator 
repair equipment, offers the only complete package — equipment, 
training, merchandising. 


Why, Watt? 


Start by investigating this now. | 
most it can cost you is a few minutes | 


of your time. 
be amazing! 


Fill out coupon now for your 
free copy of ‘Blueprint For 
Profit." Gives details and 
prices of required equipment 
and experiences of other 
operators. 


Inland Mfg. Co., 1108 Jackson St. 


Omaha, Nebraska 


P.S. — Mail Coupon Now. Take Advantage of New Models At Lowest Prices Ever! 


The 


And the reward can 





inland Manufacturing Co. 


Dept. AN-8 


1108 Jackson St., Omaha 8, Nebraska 


Please send free booklet ‘Blueprint for Profit."” 


FIRM____ 
ADDRESS_ 
a 


BY 


If Dealer, make of car sold 


Are you now operating a radiator shop 


ZONE___STATE___ 


cate E Read 





INLAND RADIATOR 
DEPARTMENT 


C] Yes [J No 













i 


Li 
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"HOLD IT! WHEN | TOLD YOU T0 GO TO HEll, 
1 WAS REFERRING TO THE COMPANY THAT MAKES 
THOSE TIME AND MONEY SAVING HEIL BODIES!” 


SUBFRAME construction of Heil Bodies have both cross 
members and long members interlocked and welded into 
a single assembly to prevent sagging of body floor. This 
reinforced steel subframe is welded integrally with the body 
to support the load uniformly and distribute the lifting 
forces of the hoist without bulging or distortion. 


Other Heil features your customers look for include: 
weight-saving design for bigger pay loads and lower oper- 
ating costs; sturdy construction for long service life; a choice 
of hoists and bodies matched to the truck and the load. 


Keep your customers satisfied . . . call your Heil distributor 
today about the advantages of dealing with Heil. 


HEIL HOISTS 


Trouble-free hydraulic hoists 
assure faster dumping, shorter 
cycle time and keep trucks 
working longer with fewer re- 
pairs. Hoist frame. takes all 
stresses without transferring 
any stress to truck frame. 


ALWAYS SPECIFY HEIL 





BH-49D 


THe HEIL co. 


DEPT. 5984, 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 
Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, 
Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 
los Angeles, Seattle. 


ADVERTISEMENT 





“Great” Umbrella CENTER of Attraction! 

MULLINS MOTORS, RICHLANDS, VIKGINIA used car lot pictured 
above is one of the most attractive in the country. The McFarland 
“Great” Umbrella (21 foot spread) is located in the center of the lot. 
The picture above shows the size of this Big Umbrella—room for two 
cars, chairs and people. Make your lot more attractive with a “Great” 
Umbrella or “Whirlabout”, the “Great” Umbrella that turns. A full color 
illustrated booklet that tells all about the “Great” Umbrellas is yours 
for the asking. Write, wire or call McFarland Great Umbrella Co., Divi- 
sion of McFarland Awning Corp., 742 S.W. 8th Street, Miami, Florida— 
Phone—2-8153. 





(Continued from Page 41) 
clean autos scarce. Sold 179 cars out of 


224 offerings.) 

BUIOK—’54 Special Riviera, $2,450*. °'52 
Special Riviera, $1,325*; 2-dr., $1,000; 
Super Riviera 2-dr., $1,320*; 4-dr., $1,- 
230°. '51 Super 4- dr., $940*; RM 4-dr., 
$880°. '50 RM Riviera 4-dr., $600°. 

OADILLAC—’52 (60) 4-dr., $2,480° (ps); 
(62) coupe de Ville, $2,480* (ps); 4-dr., 
$2,400* (ps). '47 (62) conv., $290. 

CHE VRO: —'54 Bel Air 4-dr., $1,650°, 
$1,630*; (150) 2-dr., $1,500. '63 Bel Air 
4-dr., $1,350*; (210) 4-dr., $1,210*, $1,- 
180, $1,150, $1,130, $1,100, $1,080; (150) 
Handyman, $1,260; 4-dr., $1,050, $1,035, 
$1,010, $1,000, $980, $965, $950, $940, 
$935, $920, $890, $860. ‘52 SL Deluxe 

$975*, $900, $880, $875, $810. °51 
Bi Deluxe Bel Air, $896*. 

DeSOTO—’52 Custom club coupe, $840; 4- 
dr., $800. '51 Custom conv., $700. °50 
Custom 4-dr., $490. 

DODGE—’52 Coronet 4-dr. ,$940; %-ton 
panel, $555. '61 Wayfarer 2-dr., $480, 
$470. '49 Coronet 4-dr., $400. ‘47 De- 
luxe 4-dr., $150. 

FORD — ‘54 Crest (6) Skyliner, $1,970°*; 
Crest (8) 2-dr., $1,675*, $1,615, $1,600; 
Main (6) 4-dr., $1,410. ’63 Crest (8) 
Victoria, $1,560*; conv., $1,475; Crest 
(6) 2-dr., $880; Main (8) 2-dr., $1,025, 
oo $995, $990, $950, $850, $800, 


HUDSON—’54 Super Jet 4-dr., $1,150 

ey ey 4-dr., $585*, $570*. “0 4- 

dr., $130. 

LINOCOLN—’54 Capri coupe, $2,900*. 

MEROURY—’54 Custom Sport coupe, $1,- 
790*. '53 Custom Sport coupe, $1,900*. 
we” $790°; 2-dr., $750*. '50 4-dr., 

. 

NASH —’52 Statesman 4-dr., $870*. °51 
Rambler club coupe, $660*; Statesman 
2-dr., $286. 

OLDSMOBILE—’ 52 (88) 2-dr., $1,250°, ’51 


$590°; (98) 4-dr., $390. 
PLYMOUTH—’54 Belvedere coupe, $1,625, 
$1,600; Savoy coupe, a $1,400, $1,- 
360; Plaza 4-dr., $1,350. '53 Cambridge 
4-dr., $1,005, #7, $965, $940, $910, 


PONTIAC—’54 Chieftain (8) 2-dr., $1,- 
775*, $1,700*. °63 Chieftain (8) *Cata- 
lina, $1,825*, $1,760"; conv., $1,635*; 
2-dr., $1,305*, $1,285*. ’52 Chieftain (8) 
2-dr., $1,125°, ’61 Chieftain (8) 4-dr., 


STUDEBAKER—’52 Champion 2-dr., $670; 
Commander 4-dr., $440. '61 Commander 
4-dr., $410. '50 Commander 4-dr., $300. 
*49 Commander 4-dr., $390. 

MISCELLANEOUS—’52 Henry J (6) 2-dr., 
$375. '51 Henry J (4) 2-dr., $310, $260. 
*39 LaSalle conv., $300. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of July 


offerings.) 

BUICOK—’52 Super Riviera 2-dr., $1,110*. 
‘Sl Super conv., $1,015*; 4-dr., $860*. 
‘60 Super conv., $780*; Special 2-dr 


$510. 
OADILLAOC—’51 (62) 4-dr., $1,710*. ‘50 
Sate 4-dr., $1,506*. °49 (61) 4-dr., 


OHEVROLET—’54 Bel Air 4-dr., $1,700*; 
(210) 4-dr., $1,610. ’53 (210) 4-dr., $1,- 
100, 2 at $1,000. °52 SL Deluxe 2-dr., 
$880; SL Special 2-dr., $800. '51 BSL De- 
luxe 2-dr., $740*, $710. °50 BL Deluxe 
2-dr., $470, $460. °49 SL Deluxe 2-dr., 
$400, $300. °48 SM 2-dr., $160. 

CHRYSLER—'’46 Windsor 4-dr., $130. 

DODGE—’53 Meadowbrook 4-dr., $980*. 
*52 Coronet 4-dr., $735. '51 Wayfarer 2- 
dr., $470. '50 Meadowbrook 4-dr., $500. 
*49 Coronet conv., $420. '47 Deluxe 4- 


dr., $206. 

FORD — '53 Custom (8) 4-dr., $1,206°; 
Main (8) 4-dr., $1,080. °52 Custom (8) 
4-dr., $960, $940. ‘61 Custom (8) Vio- 
toria, $850°; 2-dr., $690; Deluxe (6) 
4-dr., $596. 

MEROURY — ‘53 Custom 4-dr., $1,435°, 

$1,475. We — 4-dr., $1,010°. °51 

Custom » $890*, $805°. 46 Deluxe 

2-dr., $140. 


NASH—’51 Super 4-dr., $410°. ‘48 Super 
4-dr., $185*. 

OLDSMOBILE—’51 (98) 4-dr., $925*. ’50 
(98) 4-dr., $606°. 

PLYMOUTH—’52 Cranbrook 4-dr., $590. 
"49 Cambridge 2-dr., $260, $225, $155, 
*47 Deluxe ao $140. 


$1,275, $1,260. °52 Chieftain (8) 4-dr., 
$910*. °49 Silver Streak (8) 2-dr., $425°. 
STUDEBAKER—’52 Champion club coupe, 

$650. ’'50 ne ue 2-dr., $490*. 
— ‘51 Frazer 4-dr., 


$415°. 
* * * 
— Auctions in Brief — 
AKRON 


Akron Auto Auction. Every Thursday 
(July 29). Market strong on all sharp 
cars. Sold 106 out of 156. 

* * - 


WINDSOR, VA. 

Windsor Auto Auction. Every Thursday 
(July 29). Prices continue to be very good 
for this time o year. i. 

* 


FARGO, N. D. 

Tri-State Auction. Every Thursday (July 
29). Market picking up. Sold 70 out of 
103. 

* o 


BROOKLYN, N. Y. 

Skyline Auto Auction. Every Tuesday 
(July 27). Market firm here with a very 
heavy demand for clean cars of all models. 
Sold 77 out of a6. 

. 


DENVER 
Denver Auto Auction. Every Friday 
(July 23). Market strengthening with more 
cars offered for sale and more buyers 
attending auction. oad 8 out of 139. 


JESSUP, MD. 
Colie’s Auto Auction. Every Wednesday 
(July 28). Bidding good, but prices down. 
Sold 32 out of 59. 


| Five better 


FINANCE INSURANCE 


PLAN 


Dealers who do all or part of their own 
financing can get HIGHER PROFITS | with 
Stuyvesant’s Profit Sharing Plan;’ full 
coverages coast to coast, backed by a 
nationally famous leader in the automo- 
bile finance insurance industry. 

*except in Ohio 


ASK FOR PROOF § Our nearest field 


man will present all the facts without obligation. 
You still have time to cash in this season if you 
write today. 
THE STUYVESANT INSURANCE COMPANY 
Pi 953 Hamilton Street Allentown, Pennsylvania 
"4 est.1850 SPECIALIZING IN AUTOMOBILE FINANCE INSURANCE 





Quantity 
PRODUCTIO 


Cd ne ery 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


Pe 


i: WHELAND RL hy 
Zoli) Sei Thais 


IN OFFICE AND MANUFACTURING 


CHATTANOOGA 2, TENNESSEE 





Your sales opportunities GROW 

With The Oregonian's growing circulation .. . 
THE OREGONIAN LEADS THE 
2nd DAILY PAPER BY 22% 
TOTAL CIRCULATION* 

(That's a daily lead of 40,726) rontix’ending March 31, 1950.” 


- and The Sunday Oregonian leads the 2nd Sunday paper by 81,286* 


the Oregonian 23: =. 


PORTLAND, ORICON 


Represented Nationally by Moloney, Regan & Schmitt, Inc. 
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on a new car dealer promotion 
campaign, and the Public will con- 
tinue to buy where they can save 
a $10 bill. The Public, however, will 
also show respect where it is due. 
They know full well it is nothing 
but greed on the part of manufac- 
turers and dealers that put the car 
in the hands of Used Car Dealers 
in the first place. Why should they 
respect us enough to pay us a pre- 
mium to support something we 
haven’t the guts and common sense 
to support ourselves? 


or difficult, but it will require hon- | 
esty and courage on the part of 
each manufacturer and their deal- 
ers. It is simply this—Accept the 
profit margin on each make and 


Model as correct . . . gear produc- 
tion and sales accordingly . . and| 
then hold it. 


out destruction to any; but to date, 


Earl, boss of the styling section of 
General Motors, in last week’s issue 
of the Saturday Evening Post, gave 
& hint as to what 1957 cars may 
lock like. 








Cities Lagging Percentage-Wise, Survey Shows... 


Suburbs Show Top Gain in Cars 


16.5 percent, and Glen Rock, N. J., 
42.1 percent. 

The five New York boroughs 
showed the following increases in 


(Continued from Page 6) 


crease in cars over the three-year 
period. 

Five New York suburbs also 
outgained New York’s five bor- 
oughs in car population. The five 
boroughs compiled a 13.2 percent 
increase over the three-year 
period, while Babylon, one of the 
suburbs, showed an increase of 
95.7 percent in car registrations. 
Other New York suburbs and 

their increase in auto registrations 
were: Bayshore, 56 percent; Dobbs | 
Ferry, 19 percent; Mount Kisco, ' 
* + + 


registrations: 
Kings, 


ington 


* 


Car Population Increases 
in Selected Markets 


Bronx, 
11.2 percent; 
18.1 percent; Queens, 16.8 percent, 
and Richmond, 14.1 percent. 
Boston also was outgained in 
car ownership by two boroughs. 
Framingham increased its car 
population 20.2 percent, and Lex- 
jumped 29.4 
the three-year period. Boston, 
meanwhile, showed only a 12.4 
* * 
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4.6 percent; 
Manhattan, 


percent in 





Car Population 


_ (1953 over 1950) 
Major Market Suburban 
Market 1953 
Boston (City only)................. seats ee: 
Framingha beable 8,527 
PEI iisevedsisccécesacsbesvs 5,987 
Ne ME GME cB, sccncivcceviasicesicevsevaniviss 183,693 
(Five Boroughs) Kings ............................... 390,285 
Manhattan .................. ; 203,198 
UI insaccccescscesciscrecsecss... an 
Richmond “ 44,709 
NE SEN «5 AIR Siins EN Mutiesdsseenecssnisseceatzicn 1,185,297 
New York .............. IIE hanidCiecsensveselesess) 11,900 
(Five Suburbs) IID, sisscvicscscsscecnsstece 6,663 
Dobbs Ferry ..................... 2,017 
Mount Kisco .............. ; 3,579 
Glen Rock (N. J.) ......... 3,384 
NOD CEM QUID «< Stpstesescsesessncesesssriesiciceseeds .. 126,050 
MD: © Ssccevsevcivenstecvese 11,391 
Cleveland (City only) .\................0000c08 269,089 
Bay Village .................... 3,389 
I et aetecclh aie cha 17,248 
RUN “Shenker tciniciasaesss 11,663 
Detroit (City omlly).............cc0ccccscscssssssessseses . §93,349 
Birmingham .................. 18,421 
Huntington Woods .... 2,962 
St. Clair Shores ............ 10,008 
Chicago (City only) ....................0.ce0000 829,470 
Arlington Heights ........ 5,745 
Bellwood ................. 3,951 
Homewood .... 4,005 
Los Angeles (City only)................ 663,526 
Culver City 16,800 
Monterey Park 9,876 
Whittier 32,975 
San Francisco (City only)........ 221,613 
Hayward .. 24,423 
Mountain View 8,453 
Philadelphia (City only) 395,356 
Baltimore (City only) 217,166 
Dist. of Col. (City only) 176,323 
St. Louis (City only) 251,993 


1950 
120,361 
7,004 
4,626 
175,550 
348,939 
- 172,018 
311,192 
39,191 


2,540 
2,124 
611,756 
10,987 
6,261 
16,315 
215,643 
16,221 
6,300 
324,190 
192,122 
168,096 
226,459 


Percentage 
Increase 
°53 over ’50 
12.4 
20.2 
29.4 
4.6 
11.2 
18.1 
16.8 
14.1 
13.2 
95.7 
56.0 
19.0 
16.5 
42.1 
22.1 
48.0 
3.4 
32.2 


American Home Magazine compilation. 





In the Letterbox 


‘Continued from Page 4) 


Let’s not be foolish enough to 
ask the Public to condone us as 
we are. Let’s clean up the mess 
We are in and we won’t have to 
tell anybody—they will find it out 
quickly enough and respect us 
for it. 

This will not be so complicated 





There is room for all of us with- 


Design Peek 
GM’s Earl Looks Ahead 


In Magazine 
PHILADELPHIA. — Harley J. 





Their 


“volume” 


ical ones to stop it. 


In this corrective program, the 
manufacturers should play a major 
role. Regional managers should be 
judged by the quality of dealer- 
ships they produce, rather than the 
number of cars they move. Al- 
though the manufacturers will be 
the last to admit it, pressure by 
them for sales is where bootlegging 
originates; they know it, the deal- 
| ers know it, and so does the public. 

When the automotive industry 
rises above the level of juvenile ce- 
linquency in their attitude and ac- 
tions, they will not need to adver- 
tise for réspect—it will be there to 
greet them.—H. S. Waricut, pres- 
ident, Wright Motor Co., Inc. 
(Chrysler - Plymouth), Fort Madi- 
son, Ia. 





there have been too many that 
want more, regardless. 

It is pathetic, but true, that the 
leaders in the industry have lost 
sight of the idealism of sound busi- 
ness in their lust for power and 
influence. 

In most cases, the manufacturers 
choose to overlook what is good for 
the industry because of the appar- 
ent success of a few “wonder boys.” 
sales records are 
the result of an utter disregard of 
sound business and competition. 
Profit for everyone goes out the 
| window. 

By common tactics, we have 
already used up part of our 1955 
market. The net result is a con- 
fused public and a demoralized 
industry. The manufacturers are 
in the best position to know when 
this is going on and are the log- 








INADA Parley Due 


In San Francisco 


SAN FRANCISCO.—A regional 
council meeting of NADA will be 
held at the Fairmont Hotel here 
Aug. 16, Amos T. Crowl, manager! MOTIVE NEWS every week! 


period. 

SECU, AG; SUROCROIOR ‘Ge CUE Nii itt 
population 48 perosixt Ceoms 2000 06 | sie ee 
1953, while nearby Atlanta showed 
only a 22.1 percent improvement. 

Los Angeles, with an 8.5 percent 
increase, was outgained by three 
suburbs, Culver City, Monterey 
Park and Whittier. The latter with 
a gain of 102.1 percent, showed the 
largest gain of any suburb sur- 
veyed. Monterey Park registered 
a 57.7 percent increase, while Cul- 

ver City upped its registrations 
52.9 percent. 

San Francisco, with a 2.8 per- 
cent increase, showed the small- 
est gain of any of the big cities 
tested. Two of its suburbs, Hay- 


week. 


ident, will preside. 


percent increase during the same 


THE BASIC PRINCIPLES OF 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
iS YOURS FOR JUST A FEW DOLLARS. 
BETTER BUY THESE SIX MANUALS TODAY! 





W. K. BRAASCH 


ES GROW. WE'LL GUARANTEE GOOD RESULTS. 


ward and Mountain View, how- No. 1—The Eight Automotive Syccess Fundamentals. 

ever, showed gains of 50.6 and Ne. 2—The Automotive Selling Process. $2.00 veattate 
34.2 percent respectively. No. 3—£ighty Ways to Find New Prospects. 

Other big cities surveyed and No. Key te Leadership. SAVE $2.00! 


Neo. 5—The Technique of Used Car Salesmanship. 


the increases registered were: ro =? Your Seles tel. 


Philadelphia, 22 percent; Balti- 
more, 13 percent; Washington, 4.9 
percent, and St. Louis, 11.3 percent. 
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New Campaign? 


@ Test your new campaign in a Booth Michigan News 


, > 


paper Market! Booth Dealer Merchandising assistance 
will help you check trade and consumer response quickly! 


Ask a Booth man to tell you more about it. 


a a e 
Booth market incomes are above average. For example, aver- 


age annual family income in Ann Arbor (covered daily 6, 
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"YOUR MICHIGAN MARKET OUTSIDE DETROIT” 
GRAND RAPIDS PRESS @ FLINT JOURNAL e KALAMAZOO GAZETTE e SAGINAW NEWS 
JACKSON CITIZEN PATRIOT e MUSKEGON CHRONICLE e BAY CITY TIMES e ANN ARBOR NEWS 


THE FOLLOWING SIX MANUALS CONTAIN ALL OF THE FIELD-TESTED SALES 
PRINCIPLES WHICH WE HAVE USED SUCCESSFULLY IN TRAINING OVER 50,000 
AUTOMOBILE SALESMEN. FOLLOW OUR INSTRUCTIONS AND WATCH YOUR 
SAL! 


Order All Six for $10.00 
NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Iilinois 
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of the Northern California Motor 
Car Dealers Assn., announced last 


George Wallace, Portland (Ore.), 
Buick dealer and NADA vice-pres- 


More than 100,000 persons read AUTO- 
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Pass 1951 Comparable F igures... 


04 Car Sales Now Third Highest 


(Continued from Page 1) 


demand is 


units behind 1953 and 1,100,000 be- | auctions. 


hind 1950. 


Sales this year had to fight 
an uphill battle to put 1954 in 
third place. In the first quarter, 
monthly standings were mired in 
fourth. In the next three months, 
they climbed to No. 2 spot. 

The accumulated momentum was 
enough to carry the overall total 
into third spot last week, despite 
a decline to third best for the 
monthly total of July, compared 
with other years. 


Some industry observers predict 
that ultra-fresh styling and en- 
gineering treatment of new models 
due for earlier-than-usual introduc- 
tion dates this fall will provide a 
shot in the arm for sales as the 
year closes out. 

* + * 

ee used-car sales 

continue surprisingly strong 
for late summer. Retail prices and 
demand are holding firm, accord- 
ing to field reports, while whole- 
sale prices have been boosted for 
the second week in a row and 


Suit for $127,250 
Filed Against Nash 


By Former Dealer 


LITTLE ROCK, Ark. — Louis- 
Welling Motors, Inc., North Little 
Rock, has filed suit in Federal Dis- 
trict Court here for a $127,250 judg- 
ment against Nash-Kelvinator Sales 


Corp. 

According to court records, the 
suit charges that the Nash concern 
failed to live up to its contract 
with Louis-Welling, which for- 
merly was the Nash dealer in Little 
Rock 


The suit further charged that 
over a three-year period, Nash had 
failed to deliver 505 new cars which 
it was supposed to do under a 
contract. Louis-Welling is seeking 
$124,450 for its alleged losses un- 
der the basic contract. 

The complaint also set forth that 
Nash canceled an order for six 
cars which Louis-Welling had or- 
dered, causing a loss of $1,800. 

The suit asked another $1,000 
for “loss of reputation and good 
will” in connection with the pur- 
chase of 10 cars by the U. S. Corps 
of Engineers. 

The cars were placarded by the 
dealership with the cost of the cars 
to the Government, the suit said, 
and Louis-Welling customers com- 
plained about. the difference be- 
tween this unit price and the one} 
they were charged for the same 
models. 

Louis-Welling sold its Little Rock 
building and moved to North Little 
Rock after surrendering the Nash 
franchise. The firm now handles 
DeSoto-Plymouth. 


General 


(Continued from Page 2) 
in North Chicago and Lake Bluff, 
Tl. 


General’s tire plants are at 
Akron and Waco, Tex., and it 


Tires and tubes for the replace- 
ment and fleet markets contribute 
less than half of General’s sales. 
Military work has accounted for 
some 24 percent. 

* ~ * 


ENERAL’S most recent acqui- 

sitions were made Apr. 30, 1954, 
when it took over Textileather 
Corp., Toledo, and Bolta Corp., 
Lawrence, Mass., both makers of 
vinyl fabrics and other goods for 
—- upholstery and interior 
tr 


General bought Crosley Motors, 
in 1952 and merged 
it into Airojet-General Corp., 
which manufactures rockets and 
rocket propellants in Cincinnati 
and in Azuza and Sacramento, 
Calif. General acquired manage- 
ment of Airojet in 1948 and stock 
control in 1945. 
Yankee Radio Network, a chain 
ew England stations, was ac- 
and the Don Lee 
Coast 
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The overall average price of 
used cars sold at wholesale auc- 
tion last week, according to the 
Automotive News index, went up 
$7 to reach $794. It was the big- 
gest increase in any week since 
mid-March, when buyers were 
building up stocks for the spring. 


Auction operators again last week 
reported a shortage of cars and a 


heavy at wholesale| brisk bidding spirit. As a result, 


the ratio of sales held above 70 
percent for the fourth week in a 
row. 

On an individual basis, market 
prices increased on five models and 
declined on three. The price of '54s 
went up $55, to $2,048, for the 
fourth consecutive gain. 

* - * 
THER increases were: ’50s, up 
$12 to $532; ’49s, up $12 to $379; 


478, up $5 to $186, and 
to $980. 

Losses were: ’51s, down $19 to 
$677; °48s, down $8 to $247, and 
58s, down $5 to $1,306. The de- 
clines brought the price of 51s 
and 58s to record lows, while 
the price of ’48s equaled the low 
mark set for that model three 
weeks ago. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
theses): '54 to '53, $742 ($682); '53 
to '52, $326 ($335); ’52 to ’51, $303 
($280); ."51 to '50, $145 ($176); ’50 

to '49, $153 (unchanged); '49 to ’48, 
$132 ($112), and '48 to '47, $61 ($74). 


‘ss, wp */ Carlin to Manage 


Packard Zone 


DETROIT. — Appointment of 
Robert E. Carlin as Syracuse zone 
manager was announced last week 
by Clare E. Briggs, sales vice-presi- 
dent of Packard. 

Carlin has been active in auto 
sales since 1929, at both factory 
and dealer levels. 


He was a partner in a Buffalo 
dealership for several years; for- 
merly zone manager in the west- 
ern New York division of Nash, 
and a former manager for Ford 
Motor Co. 
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for 54 FORD-“MERCURY C. 


DUAL BLOWER CONTROLS— give various selections 


of air quantity as desired and where desired, with 


Modern air conditioning by Novi Equipment Company 
for 1954 Ford and Mercury cars has many wonderful 


features, among which are included— complete change of air every few minutes. 


ELECTROSTATIC AIR FILTER — the very latest devel- ' 


opment in filtering air—removes dust, pollen, smoke 


SELECTIVE TEMPERATURE CONTROL — allows the 


driver or passenger to select the temperature most 

comfortable for his personal needs—by a touch of the and other impurities. It is a real relief for hay fever 

finger—the. comfort zone can be instantly raised or and allergy sufferers. Dust free, clean air is enjoyed 
» fe 


lowered as desired. when driving on dirt roads or fields. 


DUAL OUTLET DUCTS — evenly distribute the cool 


breezes throughout the car interior—without any 


SAFER DRIVING — Air conditioning allows many — « 
more miles of safer driving as it reduces fatigue, and 
severe drafts on the necks of the rear seat passengers the cool air keeps the driver mentally alert. It elimi- ( 


—and renders maximum cooling to the front seat area. nates severe air pulsations from open window driving, 1 


Also soon available for replacement on '53 and '54 Lincoln, as well as other popular makes of automobiles ...send 
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Dealers Tell Me 


(Continued from Page 3) 


Cash profit can only be made from 
turnover. 

If the customer is a poor credit 
risk and the account results in a) Ask for Your Money! 
bad debt, the dealer loses the $5 
book profit plus the $25 of his 
capital, or a total of $30. 

In order to make up the $30 loss | 
on one such deal, the dealer would 


work, or six $5 profit jobs! 
* . +o 


Cleary points out, 
proper investigation of your cus- 
tomers’ credit references and neg- 
lect in pressing the collection of 


aRs/y//M. 


MODERN ENGINEERED COMPRESSOR DESIGN — 


the latest Tecumseh highspeed automotive compressor 


is used, which does not affect other installed acces- 
sories, and avails the simplest and quickest installa- 


, tions. All connections are readily accessible for serv- 


@xing without removing any major components. 


id 


THE NOVI AIR CONDITIONER — is a genuine man- 
ufactured design for modern automotive production. 
It will be available at the lowest installed price of any 
other real air conditioner of its kind on the market. 
It uses Freon 12, the standard and tested refrigerant, 
and is easily charged by anyone acquainted with 


the simplest refrigeration service. 


for complete information and dealer's proposition. 


have to sell $180 additional service | 


| 
| 


accounts promptly are some of the 
reasons for failure to keep your 
receivables on a liquid basis. 
Cleary’s advice is: 

“Ask for your money. After all, 
you have to pay cash for labor, 
so why shouldn’t your customers 
pay you promptly? Otherwise, 
you are simply lending them your 
money without any interest or 
collateral, with the possibility of 
never getting it back. 

“Some customers are reluctant to 


a granting of credit, | pay for repair work done on their | 
lack of | cars 


after they have left your) 
shop, especially when the car does 
not perform satisfactorily. Then 
again, they seldom see the work} 


that has been done, and people 
generally don’t like to pay for 
something they cannot see. 

“Be pleasant with the customer, 
but firm in insisting on the col- 
lection of the bill promptly. Re- 
member, if the customer owes you 
money and has decided he will not 
pay you for some reason or other, 
he will go elsewhere to have his 
work done and in all probability 
pay cash for it.” 

+ * * 


Collection Routine 
VERY dealer would be better 
off if money represented in out- 
standing accounts was converted 
into operating capital by energetic 
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collection activities. Dealers’ cus- 
tomers are followed up regularly 
by other merchants who extend 
them credit and it is only when a 
dealer is equally persistent in the 
collection of outstanding accounts 
will he get his share of the con- 
sumer dollar. 

Collection activities should be 
a regular routine with every 
dealer. If the dealer needs to save 
his own time someone else should 
be assigned to the followup. 

Of course, it goes without saying 
the best collection effort is a per- 
sonal call. Next to a personal visit 
is a friendly telephone call and the 
third, a letter. 

Letters can be made personal by 
having them individually typed and 
perhaps each adjusted to fit the 
individual customer. The telephone 
and personal call are to be utilized 


if three or four mail attempts fail. 
* * * 


Letters That Got Results 
S A SUGGESTION for a mail 
followup on delinquent ac- 
counts here are a few brief letters 
that have been tested, are diplo- 
matic, get results but keep the 
friendship of the customers. 

In these letters there should be 
included invoices and they should 
be sent, if not 15 days apart, at 
least by the first of each month to 
all unpaid accounts. 

COLLECTION LETTER NO. 1 

Just a word to remind you that 
your account shown on the at- 
tached invoice is overdue. Will you 
please mail us your check so that 
it will reach us not later than the 
10th of the month? 

Such accommodation will be 
greatly appreciated. 

COLLECTION LETTER NO. 2 

This business gets its principal 
satisfaction from serving custom- 
ers, but that satisfaction does not 
altogether take the place of work- 
ing capital because folks expect us 
to pay salaries and bills regularly. 

So we are asking for your 
friendly interest to send us your 
check promptly to cover the en- 
closed statement. 

COLLECTION LETTER NO. 3 

Just why we have not been fav- 
ored with your check to cover your 
account that is past due igs not 
clear to us. 

The reason for your nonpayment 
may be of such a personal nature 
that it is none of our business but 
we would appreciate being in- 
formed when you plan to pay. 


Howe, Ely Named 
Dodge Regional 
Sales Managers 


DETROIT.—Two sales appoint- 
ments at Dodge were announced 
last week by L. F. Desmond, gen- 
eral sales manager. 

Edward V. Howe was named to 
the newly created post of central 
division manager. His headquarters 


Ed. V. Howe Foster D. Ely 


will be in Cincinnati, and he will 
direct operations in Atlanta, Pitts- 
burgh, Cleveland, Greensboro, N. C., 
and Cincinnati. He was formerly 
Philadelphia regional manager. 
Foster D. Ely was named south- 
west division manager with head- 
quarters in Kansas City. He will 
be in charge of operations in 
Omaha, Kansas City, Oklahoma 
City, Dallas and Memphis. He was 
formerly Detroit regional manager. 


Blast Ruins N. H. Plant 


NASHUA, N.H. — (UTPS) — A 
one-story concrete block building 
was wrecked by a series of ex- 
plosions in the truck body plant of 
Edward G. Moody & Sons, Inc., 
here. Four tank trucks in the build- 
ing were destroyed. 








46 





AUTOMOTIVE NEWS, AUGUST 9, 1954 


House Gives Unanimous Approval Te 


Senate Holds Fate of Bootleg Bill 


(Continued from Page 1) 
feeling that there was little chance 
of action at this session. 

The committee, earlier in the 
day, had voted for the industry 
investigation, which must now 
be sidetracked if action is to be 
taken on the anti-bootleg bill. 
When Senator Potter learned of 

the House action, he said: 

“There was much favorable feel- 
ing on the (Dirksen) legislation 
among the senators, but because 
the Department of Justice and the 
Federal Trade Commission were 
conducting investigations into the 
subject and the report of the Pur- 
tell subcommittee (which heard ar- 
guments on the proposal) had not 
been printed, it was felt that the 
law could not be passed at this 


session. 
‘T AM now of the opinion that 
the bill can be passed at this 
session without the further hear- 
ings called for by today’s resolu- 
tions of the committee.” 
Potter said he would immed- 
iately contact other committee 
members in an effort to get the 
bill reported out for action. 
Other members of the committee 
are: William A. Purtell, Connecti- 
cut Republican and chairman; An- 
drew F. Schoeppel, Kansas Repub- 
lican; John O. Pastore, Rhode Is- 
land Democrat, and A. S. Mike 
Monroney, Oklahoma Democrat. 
© * i 

F THE committee does report 

out the bill in last-minute ac- 
tion, it would have to be voted 
onto the consent calendar. There, 
it must remain for three days be- 
fore it can be taken up on the 
floor of the Senate. A vote, there-| 





| fore, would come some time this 
week. 

The Crumpacker bill had been 
approved by the House Interstate 
Commerce Committee on the pre- 
ceding Friday and sent to the 
House, where it was brought to 
the floor for debate by unani- 
mous consent. 

It came up for action Wednes- 
day and there was no objection, so 
it was passed unanimously. Be- 
cause it was a “consent calendar” 
measure, a single objection would 
have killed it. 

The bill was piloted through the 
House by Rep. J. Arthur Younger, 
California Republican. 


S SET torth in the committee 

report which accompanied the 
bill to the House, the purpose of 
the Crumpacker bill, like the Dirk- 
sen Senate measure, is to make it 
possible for any auto manufacturer 
to enter into an agreement with 
dealers franchised by him, where- 
by the dealers will agree not to 
sell any current model vehicle to 
any unauthorized person for resale. 

The bill also would allow auto 
makers to enforce such agree- 
ments by refusing to sell to, or 
cancel the franchise of, any 
dealer who knowingly violates the 
agreement. 

It is the Justice Department’s 
opinion that such agreements vio- 
late antitrust laws. The purpose of 
the Crumpacker and Dirksen bills 
is to grant an exception to anti- 
trust laws for these agreements in 
the form of an amendment to the 
statute. 

Most franchises contained such 
agreements up until 1948, when 
they were removed because the 


Justice Department considered 
them to be in restraint of trade. 
+ = * 


— NADA-sponsored anti-boot- 
leg measures were introduced 
when it became apparent that the 
fight would have to be waged 
through legislative channels. 

Actually, the Senate bill was 

tossed into the hopper June 11— 

four days before NADA got its 

third and final turndown from 
the U.S. Justice Department. 

The Crumpacker bill was intro- 
duced in the House July 1 as a 
companion measure to the Dirksen 
bill in the Senate. 

(The Crumpacker anti-bootleg bill 
should not be confused with a 
measure he introduced earlier, call- 
ing for a full-scale investigation of 
the industry by the FTC. No action 
has been taken on the latter bill.) 

* * * 





ADA launched its anti-bootleg 

battle with a series of round- 
robin discussions with auto makers 
in February and March. Plans had 
been drawn earlier, however, at the 
executive committee meeting last 
December and at meetings of make 
advisory groups in January during 
the annual convention at Miami 
Beach. 

On Feb. 28 and 24, NADA Pres- 
ident Charles Freed, General 
Counsel James Moore and Exec- 
utive Vice-President Frederick 
Bell discussed the bootlegging 
problem and possible solutions 
with top officials of General Mo- 
tors, Ford Motor Co., Chrysler 
Corp. and Nash. 

Talks were held later with offi- 
cials of Packard and Studebaker. 
On the basis of these talks,| 
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MAKES GAS GO FURTHER . . 


add more “go” to getaways . 


Every purchaser @ satisfied customer... 
guaranteed to fit properly . Priced to bring 


ORDER from your jobber now. Every system designed so factory 


replacement type mufflers con be used. 
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DUAL EXHAUST SYSTEM 
a DUAL EXHAUST HEADER SYSTEM 


. GETAWAY FASTER 
Teday smart cor owners everywhere are getting more power 
‘ . greater economy with Grand Dual 
Exhaust Systems and Grand Dual Exhaust Header Systems. They 
.. give extra power to meet 
emergencies, extra speed for adventure. in addition, they increase 
horsepower up to 20% and stretch gas mileage 10 to 20%. 
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NADA said, the makers expressed 


| willingness to go along with the 


dealer group on its proposal that 
the Justice Department approve an 
anti-bootleg clause in dealer con- 


tracts. 
* o of 


N MARCH 24, General Motors 
submitted to the Justice De- 


| partment for approval a proposed 


revision in its dealer contracts. 


Under the proposal, GM dealers 
would have been barred from 
selling, at wholesale, new cars 
without first offering to resell the 
cars to GM. 

The Justice Department turned 
down the GM proposal on March 
30 on the basis that it clashed with 
antitrust regulations. This was not 
revealed by GM, however, until 
Apr. 22, two weeks before NADA 
got its first proposal placed before 


the Justice Department. 
* x + 
A COMPREHENSIVE legal brief 
was prepared by NADA and 
presented to the attorney general 
on May 6. NADA requested the 
Justice Department to waive its 
right to criminal proceedings in 
case the anti-bootleg clause was 
inserted in franchises. 

The Justice Department ad- 
vised NADA on May 27 that it 
could not give such a “railroad” 
release because the proposal 
“raised important questions” un- 
der the antitrust laws. 

Immediately after receiving the 
denial, NADA arranged another 
conference with Justice Depart- 
ment officials, which was held June 
2. At that time, a substitute pro- 
posal was offered by NADA. 

It requested that, should the 





ure was held the following day be- 
fore the corresponding House 
group. 

At the Senate hearing, officials 
and selected members of NADA 
presented their case for passage of 
the Dirksen bill. 

+ * * 

7 NADA delegation was head- 

ed by Freed and Bell. Also ap- 
pearing were Alton M. Costley, 
chairman of NADA’s national af- 
fairs committee; Harry M. Sloate, 
Hartford Chevrolet dealer; Birkett 
L. Williams, NADA director; Joseph 
R. Marsh, Denver Ford dealer; H. 
Mead Norton, regional NADA vice- 
president; R. D. McKay, former 
NADA president; H. A. Lanphear, 
NADA director, and Spencer T. 
Honig, NADA director. 

Hopes for favorable action were 
dealt a severe blow at that time 
when FTC spokesman testified 
against the bill. The National 
Used Car Dealers Assn. also testi- 
fied against the measure. 

The FTC position was that the 
proper place for exemption to anti- 
trust laws was in the laws them- 
selves, rather than in an amend- 
ment. 


Bell Is Hopeful 
As NADA Fights 


e a 
Against Time 
WASHINGTON. — Fighting 
against time. 

That was NADA’s chief concern, 
according to Executive Vice-Presi- 
dent Frederick J. Bell, as the 
campaign to secure passage of anti- 






Justice Department determine to bootleg legislation entered its final 


| test the legality of any anti-bootleg 
provision, the test would be con- 
ducted in the civil courts. It was 
further proposed that, should the 
result of such a test be unfavor- 
able to the auto industry, a reason- 
able time would be allowed for 
manufacturers and dealers con- 
cerned to remove the clause from 
contracts. 

The Justice Department, on June 
11, turned down that request, too. 

+ * * 


| A final effort to obtain Justice 
Department clearance, the whole 
problem and NADA’s two previous 
requests were discussed by top Jus- 
tice Department and NADA officials 
on June 15. 
The third and final turndown 
came at that time. However, the 


Dirksen bill was already on its | 


way in the Senate and the Crum- 


| packer bill was soon to be pre- 


sented in the House. 

On July 20, Senate hearings on 
|the Dirksen bill opened before the 
Senate Committee on Interstate 
and Foreign Commerce. A brief 


| hearing on the Crumpacker meas- 


Vagge Sponsors Team 


One of the six baseball teams in 
this year’s Nashua (N.H.) Little 
League is the Hornets, sponsored 





and most crucial phase with Con- 
gress pressing for adjournment. 
But Bell was hopeful. Here is 
what he told Bill Ullman, Wash- 
ington correspondent of AvuTomo- 


| TIvE News, late last week: 


“We are in the midst of a ter- 
rific battle for the betterment of 
retail motor-car selling. 

“With great odds against us— 
the opposition of the Department 
of Justice and the Federal Trade 
Commission — we won the first 
round of our fight when the House 
passed the Crumpacker bill. 

“The remainder of our struggle, 
I am happy to say, is not so much 
against adverse sentiment in the 


| Senate as it is against time. 


“IT feel certain that if we can 
gain a few hours of time for our 
side—in which our cause will be 
accorded full consideration — the 
Senate will pass the Dirksen bill 
and the evils of new-car bootleg- 
ging thereby will be sharply curbed. 

“In a legislative matter such as 
this, fought under the prevailing 
conditions, I would not be so fool- 
hardy as to make a definite pre- 
diction, but I do express hope and 
faith in the good judgment of the 
members of Congress who have 


| heard our story, and trust that in 


the next issue of Automotive News 
you will be able to tell your readers 


by Mario Vagge, local Hudson | that our battle for improved retail 


dealer. 


| distribution has been won.” 


How Anti-Bootleg Measure 
Would Amend FTC Act 


WASHINGTON. — The Crum- 
packer anti- bootlegging measure, 
passed last week by the House, 
technically would add three clauses 
to Section 5 (a) of the Federal 
Trade Commission Act. 


The clauses are (Clause 6 would 
replace the present Clause 6): 


(6) Nothing contained in any 
of the Antitrust Acts shall render 
unlawful any contract, agree- 
ment, or franchise by which any 
dealer in new motor vehicles who 
operates as such under a fran- 
chise granted by the manufac- 
turer of such vehicles agrees 
with such manufacturer that 
such dealer will not resell, either 
directly or indirectly, any current 
model motor vehicle made by 
such manufacturer, to any per- 
son, partnership, corporation, or 
other entity engaged in the busi- 
ness of selling new or used mo- 
tor vehicles other than a person 
or entity operating under a fran- 
chise or authorized dealer agree- 
ment with such manufacturer. 

(7) Nothing contained in any 
of the Antitrust Acts shall make 
it unlawful for a manufacturer 


of motor vehicles to enforce any 
agreement authorized by para- 
graph (6) by refusing to sell to, 
or canceling the franchise of, 
any dealer who knowingly sells 
current model motor vehicles 
made by such manufacturer to 
any person, partnership, corpora- 
tion, or other entity engaged in 
the business of selling new or 
used motor vehicles other than a 
person or entity operating under 
a franchise or authorized dealer 
agreement with such manufac- 
turer. 

(8) The Commission is hereby 
empowered and directed to pre- 
vent’ persons, partnerships, or 
corporations, except banks, com- 
mon carriers subject to the Acts 
to regulate commerce, air car- 
riers, and foreign air carriers 
subject to the Civil Aeronautics 
Act of 1938, and persons, partner- 
ships, or corporations subject to 
the Packers and Stockyards Act, 
1921, except as provided for in 
section 406b of said Act, from 
using unfair methods of competi- 
tion in commerce and unfair or 
deceptious acts or practices in 
commerce. 
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UAW Would End Incentive System eee 


Studebaker Pay Slash 
To Help on Prices 


(Continued from Page 1) 


of the weekly payroll from about 
$474,000 to $420,000. 

A Studebaker spokesman said 
the company would not comment 
on the revisions until the mem- 
bership has acted upon them. 

He added that the firm does not 
contemplate any reduction in the 
price of its cars if the revisions are 
approved. 

However, T. Forest Hanna, Local 
5 vice-president, said the company 
had persuaded the union to accept 
the revisions on the promise that 


House Fails to Act 
On Bill to Curb 
Phantom Freight 


WASHINGTON. — Although the 


so-called “phantom freight” meas- | 


ure was reported out of committee 
along with the anti-bootleg pro- 
posal, no House action had been 
taken on it as of late last week. 

The bill was introduced by Rep. 
Carl Hinshaw, California Republi- 
can. 
Hinshaw’s bill would make it 
an unfair trade practice for a 
manufacturer to charge a new- 
car customer for freight in ex- 
cess of the actual cost. 

In the committee report, Hin- 
shaw said: 

“The committee feels that there 
is no jurisdiction in any industry 
for charging fictitious freight 
charges. This practice is designed 


‘ to deceive the public into believing 


that a part of the price which it 
has to pay for a product goes for 
the payment of a bona fide trans- 
portation charge, while actually a 
portion of these transportation 
charges constitute hidden profits 
for manufacturers making these 
charges. 

“Furthermore, these fictitious 
charges have a tendency to de- 
moralize retail dealers who find 
it difficult to compete with other 
dealers who secure merchandise 
outside the regular channels and 
thus avoid having to pay these 
freight charges. 

“The committee believes that the 
elimination of these _ fictitious 
charges will promote honesty and 
fair dealing by manufacturers 
with regard to the general public 
and will also promote fair com- 
petition among retail dealers.” 


Fugitive Dealer 


Seized in Texas 


HIDALGO, Tex.—Harold Thomas 
Hermansen, Rosenberg (Tex.) 
dealer who fled to Mexico in May 
after a grand jury indicted him on 
16 counts of swindling, was ar- 
rested here by the FBI when he 
attempted to slip back into Texas. 

Prior to the grand jury action, 
Hermansen operated five car lots 
in Rosenberg, Houston, Victoria 
and Wharton. He was considered 
the largest new and used-car dealér 
in Texas. 

The indictments accused Her- 
mansen of selling cars with fraud- 
ulent titles and concealing the fact 
that they were mortgaged. Actien 
was taken against him when sev- 
eral customers complained they 
purchased cars from him and had 
them repossessed by finance com- 
panies. 


AUTO 
TURNTABLES 
oJ 


Manufactured by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 





prices would be cut, making them 
competitive with Ford, Chevrolet 
and Plymouth. 
* * * 

ANNA said, “We know that the 

volume of our dealers is down, 
partly because of the price sit- 
| uation. Unless the dealers are sell- 
|ing cars and making money, the 
| worker isn’t going to make money. 
| You’ve got to have the dealers.” 


A Local 5 release said, “A 
production war between General 
Motors and Ford has resulted in 
a reduction of the work force 
of Studebaker from 23,000 to 
10,000 hourly rated employes and 
a cut in the work week from 40 
hours plus to an average of less 
than 20 hours.” 5 

The revisions were worked out 
at negotiations, over a three-month 
period, between company represen- 
itatives and a union committee 
headed by Raymond H. Berndt, 
director of the UAW’s Studebaker 
department. 

Several special membership meet- 
ings were held to acquaint the 
members with the company pro- 
posals during the negotiations and 
for this reason there was little 
doubt that the contract would be 
approved. Hanna said that the 
company proposals came as no 
surprise. 

* * * 


E SAID that the union was 

looking for an enlargement of 
the work force soon, both because 
of the new wage scales and because 
of the impending consolidation with 
Packard. 

Hanna asserted that part of 
the Studebaker trouble was the 
result of the gradual elimination 
of war work at the South Bend 
plant. He said that more than 
5,000 workers had been employed 
in defense work at one time in 
the postwar period, but that the 
last defense contract expired in 
January. 

Other revisions recommended in- 
clude a union shop, a new produc- 
tion-standards clause, a reduction 
in night shift premium pay, an 
arbitration clause, a new no-strike 
clause, an improved insurance 
clause and improved vacations for 
those with more than 15 years 
seniority. 

Under the proposed revisions, the 
contract will run through July 31, 
1955. Previously, the contract con- 


tained no termination date, being | 


openable by either party on 60 days’ 
notice. 
a * * 


os revisions were considered a 
minor victory for the UAW 
International, which has long op- 


Obituaries 


J. M. Manning 
LONGVIEW, Wash.—J. M. Manning, 
president of Manning Motor Co. (DeSoto- 
Plymouth) and owner of Manning Cadillac 
Co., died recently. 
. * * 


Israel 
DAYTON, O.—Harry Israel, 68, former 
owner of Dayton Parts Co., now Dayton 
Auto Parts Co., died July 27. Mr. Israel 
retired in 1947. He founded Dayton’s first 
auto parts firm. 
* * * 


Robert N. Johns 
DETROIT.—Robert N. Johns, 71, long- 
time Ford dealer and founder of Johns 
Bros., was found dead Aug. 3 in the base- 
ment of his home, with a rifle on the 
floor beside him. Johns had been semi- 
retired for several years. 
© * - 


Arthur B. Poole jr. 

NEW YORK.—Arthur B. Poole jr., 59, 
executive assistant to the president of 
Metropolitan Sunday Newspapers, Inc., 
died July 31. He joined Metro in 1932, 
and was made executive assistant to the 
president in 1953. 

- * * 


Jess W. Watson 

COLUMBUS, 0O.—Jess William Watson, 
63, president of J. W. Watson Ford Sales, 
1288 N. High St., for the last 28 years, 
and former owner of Watson Motor Re- 
builders Co., died Aug. 2 at the home of 
his daughter in Worthington, O. He was 
@ member of national, state and local 
organizations of automobile dealers. 

* o * 


Mrs. Diora Myers 
SYLVANIA, O.—Mrs. Diora Myers, wife 


of Frei V. Myers, owner of Sylvania Auto 
Sales (Dodge-Plymouth), died July 10. 
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posed piecework or incentive pro- 
grams. 

Last April 3,500 Kaiser-Willys 
employes voted unanimously to end 
their incentive system, voluntarily 
accepting a 10 percent pay reduc- 
tion. 


The new plan was an indica- 
tion to some of a growing will- 
ingness on the part of UAW 
leaders to help firms in financial 
success. 

Pointing out that Studebaker 
sales were down 42 percent, while 
the sales of Hudson, Nash and 
Packard were down 60 percent, 
53 percent and 46 percent respec- 
tively, one observer foreseen a good 
chance for wage cuts at these 
factories. 


But this suggestion was heatedly 
denied by union leaders at the 
Hudson, ‘Nash and Packard plants. 


* * * 


LL said that their locals did 

not have the piecework provi- 
sions which the Studebaker con- 
tract had and that these revisions 
would merely result in a leveling 
off of the Studebaker pay scales 
with those elsewhere in the in- 
dustry. 

Said Joss Chatwin, president 
of Hudson Local 154: “I don’t 
think that a cut in wages is the 
answer to a buyer’s market. Buy- 
ing power should be raised, not 
lowered.” 

Stanley Motyka, secretary of 
Packard Local 190, declared: 
“There are no negotiations of this 
nature underway that we know of. 
As a matter of fact, we recently 
got an upward wage adjustment 
for some skilled workers.” 

* * * 


esas negotiations were 
under way last week between 
Chrysler Corp. and Dodge Local 
3 of the UAW-CIO after the union 
received an 85 percent strike vote. 


Approximately 4,500 of _the Dodge ! 





New! 
e 
A COMPLETE 7 BEAN 


BALANCING DEPARTMENT FOR LESS THAN $300! 


Boost your profit up to $2,000 a year with John Bean ‘‘on-the- 


car 


wheel balancing service. 
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Weatherhead Puts On Sales Campaign— 


“Sell More in '54" is the slogan of Weatherhead Co.'s campaign for automobile 
jobbers and distributors. A packet containing the complete program has been mailed 
to more than 7,500 wholesalers. Important items in the campaign are the Fleetliner 
hose service kits, containing H-9 hose and reusable brass couplings. Going .over the 
plans are (from left), Gene P. Robers, sales manager of the distributor division; 
John G. Guardiola, advertising manager, and Donald W. Hamill, merchandising staft 


assistant to Robers. 


Main plant’s 10,000 workers partici- 
pated. 


The talks concerned an alleged 
speedup and the firing of two 
employes at Dodge Main. These 
same issues earlier produced an 
illegal week-long walkout. 

Following a back-to-work order 
by the International, Local 3 con- 
ducted the strike vote and entered 
the five-day discussions, as_ re- 
quired by the UAW constitution. 

A Local 3 official said that some 
progress was being made in the 
negotiations and that a strike by 
the union at this time was unlikely, 
even if the talks were not im- 
mediately successful. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 


"ECONOMY" BALANCER 
READY FOR STORAGE. 
AVAILABLE IN 3 MODELS: 


ECONOMY — DE-LUXE — 
TWIN MOTOR DE-LUXE, 


Remember, 8 
need balancing service. 


The John Bean “Economy” Wheel Balancer is: 


Complete . . 


need for customer service). 


Faster... 


Easier . 


; 
JOHN BEAN DIVISION | 
| 
| 


Safer... 


Food Machinery and Chemical Corp. 
LANSING 4, MICHIGAN 





More Accurate . . 
where to place it. 
. . you make only 2 simple adjustments to balance a wheel. 
More Compact. . 
FOUR FAST-LOCK clamps secure balancer to the wheel. 


“ECONOMY” BALANCER IN OPERATION 


Kansas Lines Up 


Convention Events 


TOPEKA, Kans.—R. D. McKay, 
convention chairman of the Kansas 
Motor Car Dealers Assn., announced 
last week that his committee had 
arranged a full slate of activities 
for the 23rd state convention Sept. 
16-17 at the Broadview Hotel, 
Wichita. 

McKay said that three outstand- 
ing speakers would be featured. 


New DeSoto Deal 
Iverson-Max Motors hag been 
named a DeSoto dealership in Mit- 
chell, S.D. Mervin Iverson and 
Harold Max are the owners. The 
new firm replaces Grand Motor Co. 





cars out of 10 


. includes On-The-Car Balancer, Jiffy Stool, Spin-it Wheel Spinner, 
Wheel Weight Tool, Vibration Indicator, Run-Out Gauge... 


{everything you 


wheels can be balanced without removing hub caps or trim rings. 


. you know exactly how much weight is needed — and exactly 


. Stores in 2 sq. ft. of space. 


NAME 
ADDRESS 
Gi eremses 


John Bean Division, Lansing 4, Mich. 

[] Please arrange a Free Demonstration for me. 

[-} Please send me complete information on the 
Economy’ Wheel Balancer. 


STATE___ 
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Car, Truck Output Estimates | Seeks Total lo 107,720 Cars... 


By Automotive News _ Shutdowns to Slash Output 


PASSENGER CARS 


(Continued from Page 1) production — 97.0 percent last | plant at Kansas City, Kans., was 

oe Jan. 1 Jan.1 | was 12.4 percent below June and} week, compared with the previ- | closed for inventory. In the preced- 

Total, to to 25.9 percent below July, 1953, while| ous week’s near-record 98.1 per- |ing week the B-O-P facility at 

duly, =, “~—.;’ truck production was 15.1 percent| cent. GM last week accounted for | Linden, N. J. was closed. It is 

Sa under June and 31.6 percent below| 51.6 percent, compared with the | expected that the others will go 

CHRYSLER 40,788 818,008 445,600 July last year. week-earlier’s 53.3; Ford Motor | down for the same reason on stag- 
Chrysler 5,549 114,847 64,042 Nash was the only car maker | built 30.0 percent, against 30.9, | gered dates. 

DeSoto 4,590 85,243  43,690| to build more units in July than | but Chrysler Corp. rose to 15.4 


Dodge ee 6,999 203,701 77,919 





Plymouth $2,600 415,012 259,448 
FORD ards stipes 136,359 862,320 1,093,968 
OBE .nse.sc0..c0000 00000 115,549 660,526 893,398 
BAMCONM ou... eeececeeecceeeees 2,277 32,879 25,002 
Mercury 18,5383 168,915 175,568 
GENERAL MOTORS.. 55,620 240,076 1,880,336 1,823,815 
UIE, - scecenssccvsecrsescovceevees 43,120 333,963 339,612 
SIEEIID once seccsvessersccssesers 10,651 76,319 74,912 
Chevrolet 122,120 946,527 912,389 
Oldsmobile ........ digasceebes 7,800 8,531 8,246 38,163 240,977 269,925 
OUND Saccssccdsecéercontsecvee 6,350 9,891 5,257 26,022 282,550 226,977 
AMERICAN MOTORS 318 __........ 1,150 8,016 161,162 58,979 
Hudson... ee 2,866 54,126 17,999 
TEU Secsvastevacsposaclivesoicovsia seosegns -_aaaseuen 1,150 5,150 107,036 40,980 
KAISER MOTORS ....... _........ 1,041 40 198 50,905 14,414 
BN etciccccsssssscoeesasedeess. .sseneene,  ,  ctnetecs dined 71 19,692 5,803 
MEE csssecssseseseseccssevesiees, — saunoaes 1,041 40 127 = 31,213 8,611 
PACKARD. .............00064 WO tscssacs 515 1,747 67,044 =—s- 21,921 
STUDEBAKER. ............... 1,752 5,235 275 5,343 124,321 49,676 

















Total Cars, U.S. ........ 107,720 112,432 104,644 441,477 3,964,891 3,507,872 
*Revised 





COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 


Week Week dan. 1 Jan. 1 
Ended Same Ended Total, to to 
Aug. 7, Week, duly 31, duly, Aug. 8, Aug. 7, 
1954 1953* 1954* 1954* 1953* 1954* 
CHEVROLET ................ 5,300 6,180 6,307 25,662 247,377 213,249 
DIAMOND T ................ 60 185 61 256 5,320 2,106 
a caleveteais 40 We! eaadatea: Oe 1,578 2,089 
EEE >“ wascsitvessisbocscsisesosess Re -  - taxon 1,674 6,013 68,509 55,627 
IIIS ptnztvexctasonesisess.  suaeeene a 1,302 2,049 
I Less csinpusiph vessnasniadapaiee 6,280 8,386 5,663 24,217 173,143 195,418 
SEE. uachssascssccestsceiiedtattes 1,450 1,852 1,495 4,740 81,895 51,597 
INTERNATIONAL. ...... 1,355 3,025 1,338 6,161 77,584 62,764 
EL sdipissdiosenactascoseecaseersceies 100 191 146 541 7,298 4,129 
SEE Miasubtincssnsinsescsnisevdtbsccerce 60 289 63 241 10,120 5,761 
STUDEBAKER ............. 435 656 400 1273 ©28,373 8,603 
TIE -eccnczcassscoqteeiecocs cose Be - vascons 210 415 8,812 6,374 


WARMED wrcenssesoeieiscswsetscien | -asszenee 1,823 1,410 6,158 51,186 37,598 
MISCELLANEOUS ....... 60 264 59 292 9,315 3,549 


Total Trucks, U.S..... 17,025 22,983 18,826 175,969 771,812 650,913 


Total Cars, Trucks, 
Bs WS aiccscetincdeiagsccteted 124,745 135,415 123,470 517,446 4,736,703 4,158,785 

















Canada. ................0.0 4,125 2,367 6,682 27,812 318,254 276,512 


Grand Total 
Cars and Trucks, 
U.S. and Canada....128,870 137,782 130,152 545,258 5,054,937 4,435,297 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc, 
N.B.: All U. 8. totals include cars and trucks for military orders. 








Chicago Chevrolet Dealers 
Split Over Wild Ads 


(Continued from Page 1) 


was powerless to take any cor- |facts and features of the product 
rective measures with dealers | and the reliability of the Chevrolet 
using objectionable advertise- | dealer organization, is just so much 
ments and said: “Evidently the | money wasted. 
Chevrolet Motor Division cannot “And with conditions as they are, 
or will not take such measures, |no dealer can afford to waste 
even though the reputation of its | money.” 
product and its dealer organiza- The Chicago dealer group as- 
tion is being seriously injured | sesses members on a per-unit basis 
thereby.” for joint advertising. It says it has 
“In view of these conditions,” the| spent several million dollars on 
letter said, “we feel that our con-| collective advertising and promo- 
tinued and sensible collected ad-j|tion since it was chartered by the 
vertising program, concerning the| State of Illinois 20 years ago. 
The group now advertises on 
radio and television and in news- 
Auto Stoe ks . papers. The letter said that when 
4 28 High Low | current contracts run out, the 
Am. Mtrs. 10% 10% 14% 10%/ organization’s treasury will be 
Chrysler 65% 62% 66% 56%/| liquidated and it will sponsor no 
GM 81% 80% 82% 58% further advertising. , 
Kaiser 1% 1% 25% 1%| “We feel,” the letter said, “that 
Packard 3% 8% 4% g | all of our advertising and promo- 
tional activities have been of the 
Stude. lit WK 2% 14% highest caliber a no a 
eae been of considerable and mutua 
Average 30.02 — a assistance to both the Chevrolet 
en ee eS ©! Motor Division and the Chevrolet 
dealers in Chicago. 








in June, while Studebaker was 
the only truck producer to top 
the previous month. 

American Motors’ total for July 
was 71.9 percent above July, 1953, 
but 7.2 percent below June. All 
other firms showed declines in com- 
parison with both months. 

oa * + 

HRYSLER Corp. dropped 26.8 

percent below June and 57.5 
percent below July of last year; 
Ford Motor was down 10.4 and 17.5 
percent; Genera] Motors dropped 
9.3 and 12.7 percent; Packard was 
down 42.0 and 75.6 percent; Stude- 
baker fell 13.5 and 75.7 percent, and 
Kaiser-Willys tumbled 91.4 and 96.9 
percent. 

The Big Three continued to 
build the lion’s share of total car 


percent from 13.9. 

This year the Big Three has 
turned out 95.9 percent of the car 
total, against 91.1 percent in 1953. 
GM has accounted for 52.0 percent; 
Ford Motor, 31.2, and Chrysler 12.7. 


* * * 


O FAR this year U.S. makers 
have produced 3,507,872 cars and 
650,913 trucks, declines of 11.5 and 
15.7 percent, respectively, below the 
comparable period of 1953. 

Last week saw all Chrysler 
Corp. divisions working five days 
in a last-minute push to wipe out 
1954-model parts. It was the first 
time all divisions had worked a 
full week in many months. 

GM last week stayed dropped be- 
cause the Buick-Oldsmobile-Pontiac 





November Debut Seen 


For 1955 DeSoto 

ORLANDO, Fla.—The 1955 De- 
Soto will be introduced in dealer 
showrooms about mid-November, 
it was indicated last week by an 
announcement that Florida’s De- 
Soto dealers would preview the 
car Oct. 22. 

Previews normally are held 
about a month before public 
showing. DeSoto’s introduction 
date last year was Nov. 5. 

The Florida dealer showing or- 
iginally was set for Oct. 25 but 
was changed because of a con- 
flict in dates with the Florida 
Automobile Dealers Assn. con- 
vention Oct. 24-26. 
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HELP WANTED 


OPPORTUNITY IN ALL 
DEPARTMENTS 


Am about to open large Chevrolet dealer- 
ship in a metropolitan city in the N.E. sec- 
tion of United States. | require top rate men 
for every department; sales, service, parts 
and office. Only those who can manage a 
department in a volume dealership with an 
aggressive and selling organization need ap- 
ply. A good chance to grow with a dealer- 
ship. Experience required. Please give resume 
of qualifications, experience, background and 
compensation you would expect; also give 
personal background and enclose photograph. 
Also whether you would be available for a 
personal interview. 


Box 4039, c/o Automotive News, Detroit 26. 








SERVICE MANAGER. $600 to $650 per 
month starting salary to capable service 
manager thoroughly experienced in tak- 
ing complete charge of service depart- 
ment, operating on a flat rate, for a 
prosperous Nash dealer. In same loca- 
tion for 23 years. Man selected must be 
of desirable habits, between 35 and 45 
years old, with a reputation of knowing 
how to meet the public and work men 
in an equable manner. Address reply to 
Southern Motors, 301 E. Broughton St., 
Savannah, Ga. Telephone No. 4-3478. 


SERVICE MANAGER — BUICK-Cadillac 
dealership in Iowa. City of 55,000 locat- 
ed 2% hour train time from Chicago. 
Here is an unusual opportunity for a 
man of proven ability. Excellent salary 
and generous bonus arrangement com- 
mensurate with results. Ours is an old 
established dealership building for the 
future. Your future can be assured if 
you can meet. our high standards. Send 
recent photo and details of background 
to General Manager, Belsky Motor Co., 
Dubuque, Iowa. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 


number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter fo reach. Your reply will be de 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





HELP WANTED 


WANTED — TOP GRADE Cadillac and 
Olds mechanic. Must be first class on 
hydramatic and all phases of Cadillac 
and Olds service. Interested in a very 
good man now working in Cadillac and 
Olds dealership who wishes to locate in 
Phoenix, Ariz. Best working conditions. 
State full experience and references. Re- 
Ply Box 4004, c/o Automotive News, 
Detroit 26. 


OLD LINE CHEVROLET dealer, in Rio 
Grande Valley of Texas, needs top flight 
service manager with thorough Chevro- 
let mechanical background and good 
managerial ability. Mild winters, rich 
irrigated farm and citrus land in grow- 
ing community. Write, giving all quali- 
fications and references to Standard 
Chevrolet Co., Box 540, Edinburg, Texas. 


TRUCK MANAGER — SOUTHWESTERN 


Dodge dealer, established 1944 in town 
of 200,000. Man must have proven cap- 
abilities as an organizer and operator of 
profitable volume truck deal. Excellent 
proposition for man interested in perma- 
nent connection with a future. Reply 
listing references and resume of past 
experience. Applications confidential if 
so requested. We should like replies ad- 
dressed to Box 4022, c/o Automotive 
News, Detroit 26. 





FORD—GENERAL MANAGER 


Volume single-point dealership in prosperous 
southern city. Liberal salary and bonus plus 
substantial minority ownership with or with- 
out down-payment and note for balance pay- 
able from bonus earned. Owner will give 
considerable latitude in management respon- 
sibility. Must have experience sufficient to 
handle minimum 1,800 units annually. Give 
complete details and late photograph. Re- 
plies treated confidential. 


Box 4040, c/o Automotive News, Detroit 26. 


——_—_——_—_—_—_—_—_—_————— 


SALESMAN—NOW CONTACTING auto- 
mobile dealers. We have a terrific deal 
on metal, dealers, personalized name 
plates and a couple of other items that 
dealers use. If you have sold this type 
of device contact Mr. Ostrow, Albright 
Motors, 119 Snow St., Providence, R. I. 

<isintihinphadaepiamnnemennsitlaae tame 


POSITION WANTED 





OFFICE MANAGER—B. §. in accounting. 
1% years’ automotive experience with a 
total of four years overail experience. 
Married, 29 years old. Desire midwest 
location, preferably Minn. or North Da- 
kota. Box 4043, c/o Automotive News, 
Detroit 26. 





POSITION WANTED — Experienced used 
car buyer. Excellent contacts in tri-state 
area and Detroit. Honest, ambitious — 
available immediately. Box 4025, c/o 
Automotive News, Detroit 26. 





POSITION WANTED 


GENERAL MANAGER OR sales manager 


for large volume Chevrolet or Ford 
dealer—southern location desired. Know 
Hull-Dobbs and Motor Holding methods. 
Will invest if deal is satisfactory. Salary 
and percentage of profit pay plan. Can 
furnish top references. Age 39, married, 
dependable. Available August 15th. Box 
4023, c/o Automotive News, Detroit 26. 


SERVICE MANAGER — QUALIFIED and 


experienced, able to assume complete re- 
sponsibility of service department opera- 
tion. Special factory training in service 
department operation and management. 
Want to locate in the west or north- 
west. Will be available in September. 
a? 4024, c/o Automotive News, Detroit 


RELIABLE PERSON WITH 20 years’ ex- 


perience in automotive field wishes sales 
or general manager position with Ford, 
Pontiac medium size agency. Manufac- 
turer, finance company and character 
references available. Prefer Connecticut 
or Massachusetts location. Box 4026, c/o 
Automotive News, Detroit 26. 


FORD PARTS MANAGER position want- 


ed. veral years’ experience. Can go 
anywhere—midwest or south preferred. 
a 4033, c/o Automotive News, Detroit 
6. 


GENERAL MANAGER OR new car man- 


ager and assistant to dealer. Seventeen 
years’ experience. Prefer southeast. 
Chester Edwards, 618 McRorie, Lake- 
land, Fla. 


SALES MANAGER WITH general man- 


ager abilities desires change. Presently 
employed by large GM dealer in excess 
of 1,200 new cars. Aggressive, honest, 
dependable, good closer with a _ well 
rounded knowledge of the auto business. 
Capable of organizing, training and 
guiding salesmen. I am not interested 
in a ‘‘yes boss’’ operation, as I have the 
ability, ingenuity and ambition to handle 
all phases of the business. Interested 
only in deal with a future. Will con- 
sider any GM or Ford deal. Box 4035, 
c/o Automotive News, Detroit 26. 


TROUBLE SHOOTER: ABILITY to set up 


gales procedures, service follow-up to in- 
crease customer labor. Used car recon- 
ditioning for faster turnover. Capable of 
training or building young organization. 
Improving quality of ‘ieals for volume 
dealer. Excellent closer and organizer. 
Native intelligence and mature judg- 
ment. Know how to get along with 
people and get things done. Will set up 
and train organization for thirty-sixty- 
ninety days. If satisfactory, will con- 
sider permanent connection on profit 
sharing basis. Location unimportant 
with prepaid expenses. Box 4036, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER OF SALES as well 


as entire operation, wants to make 
change. A man, 39 years of age, who 
has the ability and background to 
handle any Ford deal at a profit, if 
given authority to operate. A family 
man who has his eye on a goal which 
will require a lot of hard work, doing 
the basic things required to make money 
in a competitive market, as today. Can 
furnish excellent reference from people 
you know. In no hurry to change as 
present employer is satisfied with past 
years’ results. I’m used to a larger op- 
eration, now selling 65 to 70 new units 
per month. All correspondence confiden- 
tial. Box 4037, c/o Automotive News, 
Detroit 26. 





For Quick Results 
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POSITION WANTED BUSINESS OPPORTUNITIES CARS FOR TRUCKS WANTED MISCELLANEOUS 
— THE MOST BEAUTIFUL car lot in the WANTED — USED LATE MODEL Ford| FOR SALE OR TRADE. Beechcraft Bon- 
I MANAGER United States. This lot is 200’x150’. Car wrecker, complete with winch and stabil- anza airplane C-35, like new throughout, 
AUTO LEASING port covering 27 cars is 24’ wide and SOMETHING NEW izer on Ford F5 or F6 chassis. State| equipped with air conditioner, metal 
AVAILABLE over 300’ long with 300 lights under it. condition, price and specifications in first prop, governor, Omni and equip- 
Construction }s galitornia redwood and USED CARS DELIVERED letter. Gene Palmrose Motors, Wray, oh — ae gl ge ~ = 
° . : en year roof. ce is squi le . 6 
Experienced in leasing and car rental.| made of California redwood and painted SHOP EQUIPMENT FOR SALE new oF used care in trade. Cal Sore 
Con sell, supervise sales and office staff,| cinder block. Has wool carpeting, seven| We have for sale a nice selection of |__SHOF EQUIPMENT FOR SALE | ington, Worthington Motors, 2771 E. 


WASHMOBILE AUTOMATIC car washer. sl Ave., Huntington Park, Calif. 
picture windows in eze eye glass, air! fleet leased 1953 Chevrolets, Fords and| slightly used, A-1 condition. Will sacri-| Phone "hegne’ 8.3255." 


handle all details, including finance, in- conditioned, walnut paneling, three wal- 
surance, law, advertising and promotion,| nut desks, three rooms and rest room. | Plymouths in all body styles. These cars fice. Harden Chevrolet Co., Circleville, 


Ohio. 
. . seas Garage constructed of California red- 
and accounting. Will revitalize and ex-| Wood’ and painted cinder block 90’x25'. | Can be delivered to your door regardless | FoR SALE — 15 SECTIONS used steel 

















































) "x25" 
i -| Holds five cars. Store room 25'x25'. An- ‘ parts bins. Make offer. Write Post Office 
i pand present company, or organize com Guar Gun seme te Game A Gaeeeee of location. Phone or write for informa-| Pox 6, Scituate Mass Our New Model 
pany for new car dealer. College grad-| cinder block fence 6’ one and SF ene tion: MISCELLANEOUS 
vote; married, children; mid-thirties. Will| encloses property. F own . THEY SPIN!! THEY SPARKLE!! Attract : 
relocate. Resume sent on request. me ae cede “one lame. ie Robinson Auto Rental, Inc. cana iees ceaeeeee colored alu- 
2 to buy, just the land and | 229 S. Hanson St. Philadelphia, Pa. wool ge AP gg nel, Ph 
Box 4041, c/o Automotive News, cufidiage Pietures “on smu. Price is 1. E. Spatig, Used Car Manager oe of — aan — - red. LEAD IN SALES es 
Detroit 26. $75,000. Reason for selling—going into Sherwood 8-1500 length F125 ‘Silent “——— be :x VALUE AND 
finance penne eee not a car lot 1001 8 Geneon Wichita oan pt. 2, ee 6 
in the United States that can compare nn atta ltt, eta 
with the beauty and class of this place. REPLACEMENT AUTO HEADLINERS— 

See OIent Ranutaetiney ee tarts oF | It is @ real bargain. Lumbert Motors, $12.50. Civilian Jeep tops—$70.20. Halt PERFORMANCE 
by yg aggre ee 500 8. Canyon, Carlsbad, N. M. . DEALERS SAY $138.95. a ‘canvetiin tie saodne Meet I.C.C. Requirements 
years’ wholesale experience with auto-| FOR SALE—GARAGE, sales room, mod- inal 
mobile manufacturer; eight years’ ex- ern equipment, ten room house. With Our greatest dollar values are at Buck. 8 ‘Cambridge ot, nig ay RA oO T Oo - M A T i Cc 
perience as general manager for large| one car agency 30 years. Il] health makes CARL MARKER'S ENGINE REBUILDING ae 
metropolitan dealer. Well acquainted| it necessary for me to dispose of this ENGINE REBUILDING — Crankshaft e 
with over 200 southeastern dealers. De-| business. 1% miles from Thru Way. FORT WAYNE grinding and metalizing. John P. Hughes TOW GUIDE 
sires opportunity to travel southeast Write to Box 4044, c/o Automotive AUTO AUCTION | pated Co., Inc., 800 Commerce ‘St., 
only at Present. More interested in fu- News, Detroit 26. ynchburg, Virginia. on 
ure c my than immediate ¢6m- | os aes ; 
pensation. Available immediately. Box NEW LINES WANTED Oldest in the Mid-West BRAKE-MOBILE 
4034, c/o Automotive News, Detroit 26. One of the Nation's Best e * = 

“~~ DEALERSHIPS AVAILABLE Sale Eve Tuesda u oma 1¢ ra § 

AUTO AGENCY — HANDLING Mercury, NEW LINES WANTED 12:30 P M y ® 
gross $230,000 1953; complete show- BY MANUFACTURERS AGENT - sabes With BRAKE HOOK-UP 
room, service-parts departments, used OPEN ALL NIGHT MONDAY 
car lot; rent $125; Penn. city; owner| Specializing in major oil companies and ONLY $ 45 Less with Automatic Brake 
retiring, peice $20,000. Apple Co., Brok-| jobber accounts in Michigan, Ohio and| Phone E 1254 Phone E 5209 ee Sun 

i ors, Cleveland, Ohio, S| Western Ponnsyivania. 

- NUSUAD OP PORTUNTFY-—EXGHsINe . a 324 West Main Street, Fort Wayne, Indiana Meets 1.C.C. Strength Requirements Cannot Be Matched 
dealership handling Pontiac in south- Box 3999, c/o Automotive News, Detroi , We Guarantee Checks At An Price 
— = = 7 on gy Deaters Only : % - y 
xcellent modern facilities, good lease, LETE 
no used cars. Other business interest Sa Cabl. we id $ 45 Write Today For 
reason for selling. Box 4030, ¢/o Auto- DEALER SERVICES AUTO AUCTION BRAKE HOOK-UP 61 Illustrated Catalog 
motive News, ; 1 ceeds 

DEALERSHIP HANDLING DeSoto and TIM ANSPACH Meets ALL 1.C.C. Requirements! 

Plymouth — established 1934. Lease GM DEALERS Midway," Stop 20 Factory Sales Division 
——, parte and (on only. = Albany-Schenectady Road —SPECIAL— 

perien staff. a metropolitan A.F.A. LOSSES 

ogi ae STOP ALBANY, N.Y. §=—_—Ss || fl Protecto Covers (Tailor Made)...... PILOT DISTRIBUTING 
c/o Automotive News, Detroit 26. Our booklet explains a simple, time saving (For Dealers Only) Carrying Bags........$1.00, $2.00 & $3.50 COMPANY 

FOR eas On LEASE — Completely | method of accurately handling A.F.A.'s. every woneAy oe NOON SAFETY CHAINS, set of 2, only....$2.50 
equipped auto agency, Rhinelander, Wis- postpaid lem! -U.C. a -A.A., Inc. 
consin—heart of north woods. Building $5.00 : a _ a 


STEEL (7 
CASE wih’ Wheels & Hondies 913.95 


(Add 55¢ for Padiock with 2 keys) 





five years old, ‘‘Big. Three’ franchise. A.F.A., BOX 113, NEWTOWN, OHIO 

Available to qualified party. Box 4031, 

c/o Automotive News, Detroit 26. 
DEALER handling Chevrolet wishes to sell 


single city deal located foot hills of the INVENTORY SERVICE 


Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half at west of Grandville, 




















QUICK-TOW 





















































Alleghany Mountains, western Pa. Own- EVER’ E to-Bumper Tow Bat... DT 9.50 

er considering larger deal. Factory ap- Parts and Accessories At 1:00 PM Siccecniaiin On! TRI-KING 3-Point Hook- 
q — — aes ae panel —_ = @ CERTIFIED ee e - . Col o . a Up Intra-State Tow ter...942.50 

F Get the facts now — find out if you are Auctioneer: . W. 

ee aes =. 4032, c/o Automotive shape ft "54, Obsolescence, and shortages “Michigan's Best" we auees Ass tan R E A L 
i . : can profits so ‘t wa je year Phone: ARdmore 6-4720 
i he Gh fuk ah ae a ee operating. TOWING EQUIPMENT a PARTS BOAT BUY 

n ymou g 

: and service department. Located in pros- mevoee then ff ~~ a of FOR AUTOMOBILES and TRUCKS 48' Mower design twin screw cruiser. heavily 
; perous county seat town in central In- ttmne hel CARS WANTED built by Lund of Honduras mahogany. A real 
y diana. All replies held confidential. Box | Full time experts. No pick-up part time help. | > e — —paaitas TOW BAR SALES CO ae ae eee ¥ 
: 4018, c/o Automotive News, Detroit 26. Automotive Inventory Service Co. eight passengers. 1950 to 1954 sharp cars | ship for business or family use. Equipment 
x GM DUAL DEALERSHIP in Wyoming. | 10040 Freeland Detroit 27,Mich. WE3-6445| and priced right. McClintock-Cadillac, Exclusive Factory Distributors includes: ship to shore, RDF, electric refrig- 

Heart of Rocky Mountain hunting and Phone 4-0513, Lansing, Mich. AS NEAR AS YOUR PHONE eration, hot and cold pressure water, large 
i fishing area. Excellent business oppor- 32¥ Generator, etc. Reasonable. 
, tunity for successful dealer, salesman- PARTS FOR SALE DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 4 
. ager or other interested party. Box OARS FOR SALE 40 So. Clinton St., Chi MT John E. Bodkin and Co. 
e iene mene soe meee Ee Eh: ny Re OO tase tard Bidg Detroit, Mich 
: DEALERSHIP AVAILABLE handling S Se 
# Dodge-Plymouth — western half Pailm| ATTENTION DEALERS ! ! NE SOURCE FOR 
4 Beach County. Grossed $410,000 - 1953. a ° 
and equipment inventory. Roemer, 
. Box 131, Belle Glade, Fla. eee oe GM & UMS PARTS 
> oa DEALERSHIP WANTED eaters — M ; 
. | FORD PONTIAC OR CHEVROLET—i00 | Excellent Bodies - Good — me JOBBER DISCOUNTS F A l R & R K E T P R I C E 
” | to 150 car dealership in New Hampshire, Uphoistery 
; || Massachusetts and Connecticut. Qualified | | BUY NOW — LOWEST PRICES EVER as high as 50% on PAID F OR CLEAN LA TE 
juyer, strictes confidence. x ° 
: c/o Automotive News, Detroit 26. 1950-1951 US parts 

CHEVROLET FORD OR DUAL Cadiliac| Plymouths — Fords — Chevrolets o_o 
: — units. Midwest Pacifi 
; 4 partcse “Sacny”apotoves. “Conan 1 to 500 DISCOUNTS INCREASED MODEL CARS 
. ; al. x , ¢/o Automotive News, 
; Detroit 26. MORRIS FREEDMAN ON BUICK PARTS 
| CHEVROLET—200-350 UNITS. Must have 54th & LINDBERGH BOULEVARD 60% We can also use some 1954 models and clean 

. good, growing potential. Am approved, PHILADELPHIA 43, PA. (Example: Buick Muffler lists at 

experi individual. Strictl fiden- . 
, tial Bow 4029, c/o Automotive Nowa, | SARATOGA 7-2000 SHERWOOD 7-1700 $10.00. Your cost only $4.69) Cadillacs from 1950 up. 





- | Detroit 26. 
; Sent Se ES eee. Ge oy 
Special cash allowance on Phone 


y COMBINE BUSINESS WITH PLEASURE ripnaticateg spring’ R. S. HENRY 








; ENJOY YOURSELF IN THE GORDON BUICK )) 614. sth ave. New Brighton, Pa. 
i “CONCRETE JUNGLE” of NEW YORK CITY (tovenrty Geterteen Get | a | 

; Metropolitan New York's 6 oa & m. eae 

i FIRST REAL STEADY WEEKLY AUTO AUCTION —$§_ es 
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i EXCLUSIVELY FOR AUTO DEALERS—INSURED AUTO AUCTIONS TIRES —NEW Fx CTO RY ‘SECONDS, 
Cc’ an wi ewall. Tu an 
D EVERY TUESDAY — 12:30 P. M. at passenger. Morrie Bloom, P. O. Box 193, 


Mansfield 3, Ohio. 
AUTO AUCTION ASSOCIATES, INC., (affiliated with) CAPS FOR SALE 

SCHOOL BUSES—1949 GMC, 54 passen- 
. SPIELMAN CHEVROLET "aa an hen teen a 
Greenpoint Avenue & Provost Street Brooklyn 22, N. Y. six, 1947 Dodges, 48 and 54 passengers. 


Low priced. Write Box 4007, c/o Auto- 
Tel. EVergreen 3-4800 Auctioneers—David B. Spielman motive News, Detroit 26. 


John W. Becker 1954 CHEVROLET AND FORD school bus 
chassis at Richmond, Indiana for im- 
mediate delivery. Hudson Body Co., Dal- 


Come To Skyline Auctions las, Texas. 
NEW AND USED SCHOOL BUSES 
FOR IMMEDIATE DELIVERY 
1949 GMC Oneida, 60 passenger 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [_] 
for which check is attached [J or send bill (_] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


we 


If you have cars to SELL 
If you have cars to BUY 








Veemrtthwee 








i 1953 Ford B-750 Superior, 60 passenger 
> Ho caternational ore, 54 passenger To : 
r jayne, assenger = = — = [§ ENMawecececeneereeeerereseseeeeee eee e eer eeeeeeeseere Cerner ereeeseeee 
; AM IN THE PROCESS 1947 } wll se g cain, , | s 
y 1954 Chevrolet Superior, 48 passenger padaxs b's leiwlna we siasevtlindswesesentesegtemed es esiveesns $secenseeees eese 
NATIONAL BUS SALES CO., INC. 
: OF SELLING MY DEAL 101 ae a ee Sey ae wccccccccccccccosessece eocccccccccsces Ccoecccceccevccsesescese eocce 
y adeipnia 4, 4. 
e BUSES WANTED De MARIS i i i's nc ts.do dake bidehar’ pace ace rere Zone No........- 
WOULD DESIRE LARGER DEAL W PASSENGER LATE model school bus a 
wanted. MO IETS GRY. cc cc cccccccccs cc cece ecescesccesecescccs GMs secce eccoccccccecce 
: OF ABOUT A FIVE HUNDRED UNIT POTENTIAL priced attractively. Box in cea 7 
motive News, ro! . 
; My complete cash will be available in the next five days. TRUCKS FOR SALE ; TRADE CONNECTION: 
’ Would Only Consider GM or Ford “ltt. GMC -ton LWB, (p28 Holmes j Cor Boater <a sina . wort oO oO meen o *O 
- . 8 ‘a 1-t 
peatey Ox Birngflow, Mustang equips. Chew: 
Box 4042, c/o Automotive News, Detroit 26. cadk ieee Ga te acaenaee. Sell as || Make of Cor... 1... cece cece cece nce c eres Meccescccsavensscccessccces 
units or will divide. Lew’s, 40625 Salem a 8-9-54 


Ave., Dayton, Ohio. 
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give-me a 
EJDELITY-CHECK-INSURED AUCTION 


...OFr give me cash!!!’ 


’ 


Here’s proof positive that Fidelity Check Insurance is valuable to both 
Dealers and Auctions. 


DEALERS always accept the top bid at Fidelity Check-Insured Auctions 
because they know it’s a safe bid . . . because they know that Fidelity 


guarantees payment of every check they get. 


AUCTIONS go after, and get, bigger and better consignments of cars . . . 
because they offer consignees complete financial safety guaranteed by 
Fidelity. 

Write, wire, or call today for the full story on Fidelity Check Insurance for 
Automobile Auctions. 


FIDELITY INSURANCE COMPANY > 


OF TENNESSEE 
204 Stahlman Building Nashville, Tennessee 


FIDELITY INSURED AUCTIONS 


TAuction Name and Address Auction Day 
Antioch Auto Auction 


Hwy. 41 — Ill.-Wis. State Line, Antioch, Illinois 


Aptco Auto Auction Wed. & Fri. 
19241 Dix-Toledo Hwy., U.S. #25 Melvindale, Mich. 


Arlington Auto Auction, Inc. Wednesday 


Hwy. 51 Intersection with Hwy. 60, Arlington, Wis. 
Baize & Flippo Auction Co. Tuesday 


North Locust Ave., Lawrenceburg, Tenn. 


Capital Auto Auction, Inc. Thursday 


State Fair Grounds, Columbus, Ohio 


Capitol Auto Auction Friday 
4365 Florida Ave., Baton Rouge, La. 


Cofield Auto Auction Monday 


Boaz, Alabama 


Columbus Auto Auction Thursday 
2603 Cusseta Road, Columbus, Ga. 


Concord Auto Auction, Inc. Mon. & Fri. 
29 Sudbury Road, Concord, Mass. 


Decatur Auto Auction Monday 
Highway 48, N., Decatur, Illinois 


Detroit Auto Auction Wednesday 
6060 Cicotte Ave., Detroit, Michigan 


Dixie Auto Auction Sales Monday 
217 Gadsden Road, Birmingham, Ala. 

Dixie Motors Auto Auction Tues. & Fri. 
718 Angier Ave., Atlanta, Ga. 


Red Farmer's Auto Auction, Inc. Wednesday 
1010 S. State St., Jackson, Miss. 


Greater Shreveport Auto Auction Thursday 
1310 N. Market St., Shreveport, La. 


Grand Rapids Auctions, Inc. Tuesday 
0168-—M21, Jenison, Michigan 

Doc Greiner Auction Thursday 
714 Huron Street, Toledo, Ohio 


Hester and Coleman Auto Auction Tuesday 
800 Louisville Ave., Monroe, La. 


Indianapolis Auto Auction, Inc. Wednesday 
4501 West 16th St., Indianapolis, Ind. 


Don Kelly's Auto Auction Thursday 


» West Lytle St., Murfreesboro, Tenn. 


Lapiner's Auction Co. Wednesday 
125 So. Delaware, Mason City, lowa 


Lebanon Auto Auction, Inc. Wednesday 
State Highway 39, No. Plainfield, N. J. 


Louisville Auto Auction Tuesday 
3601 S. 7th St. Road, Louisville, Ky. 


Maney Auto Auction Friday 


Jordon Lane, Huntsville, Ala. 


Mauldin Auction Sales, Inc. Tuesday 
1227 New Buncombe, Greenville, S. C. 


Middle Georgia Auto Auction | Wednesday 
Eastside Highway, Macon, Georgia 


Moline Auto Auction Wednesday 
4216—23rd Avenue, Moline, Illinois 


Monroe Auto Auction, Inc. Tuesday 
Highway #80, Monroe, Lousiana 


Montgomery Auto Auction Wednesday 
927 No. Court St., Montgomery; Ala. 


Montpelier Auto Auction Co. Monday 
Route #1, Montpelier, Ohio 


Muncie Auto Auction Friday 
3344 So. Madison St., Muncie, Ind. 


Owosso Auto Auction Thursday 
1450 E. Main St., Owosso, Mich. 


Page Bros. Auto Auction Wednesday 
35th at Divine St., Chattanooga, Tenn. 

Quincy Auto Auction Friday 
3200 Broadway, Quincy, Illinois 

Rawls Auto Auction Sales, Inc. Mon. & Tue. 


Leesville, S. C. 


Rockford Auto Auction Thursday 
6402 Forest Hills Rd., Rockford, Ill. 


Skyline Auto Auction 


Tuesday 
Greenpoint Ave. at Provost St., Bklyn., N. Y. City 


Slaton Auto Auction Wednesday 
U. S. Highway 11, Cleveland, Tenn. 


Cliff Soderberg Auto Auction, Inc. Thursday 
13th and Locust Sts., Omaha, Nebraska 


Southern Auto Sales Wednesday 


Route 5, Warehouse Point, Conn. 


E. M. Stafford, Inc. Wednesday 
2615 Wilkinson Blvd., Charlotte, N. C. 


Syracuse Auto Auction Thursday 
R. D. #1, Lafayette, New York 


Tinnin Auto Auction Tuesday 


Buckwalter Stadium, Meridian, Miss. 


Toledo Auto Auction Co. Tuesday 
5902 Telegraph Rd., Toledo, Ohio 


Tri-State Auction Co. Thursday 
3021 Front St., Fargo, N. Dakota 

Tri-State Auto Auction, Inc. Friday 
Valley Springs, S. Dakota 


West Kentucky Auto Auction § Monday 
Chestnut at W. 12th St., Murray, Ky. 








